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to sell GOPELAMETIC 


HERMETIC 


Just give ’em the facts. That’s all. 
It buttons up your case and closes the sale. 


Being a direct-drive motor-com- 
pressor, the compact Copelametic elim- 
inates troublesome belts and seals. Manual 
oiling is not required. Those are facts a 
dealez likes to hear. But, your prime sales 
advantage with Copelametic is “acces- 
sibility.” If the time ever comes when ad- 
justment or parts replacement is advisable, oa 
you don’t need to ship it back to the fac- Air-cooled, remote 
, COPELAMETIC 
tory. That’s where Copelametic differs 
from most hermetics. It can be serviced 
right on the spot. 


Field-proved Copelametic units are 
quiet-running and highly efficient. There 
are sizes for all applications, remote or 
self-contained. Air-cooled models from 1/6 
H.P. through 3 H.P., water-cooled from 
1/3 H.P. through 71/2 H.P. Air-water 
combination in sizes through 3 H.P. WRITE FOR CATALOG C-53 


REFRIGERATION UNITS (OPEN . TYPE AND COPELAMETIC) WATER 


COPELAND REFRIGERATION CORPORATION SIDNEY, OHIO 
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choose the valve 
HMR! 


instead of making the job fit the valve 
ALCO T SERIES THERMO VALVES 


Two types to | STRAIGHT-THROUGH CONNECTIONS 
cover every | ANGLE CONNECTIONS 


ey ey oliaelilolar Te ee 
a4 inside they re identical - 
parts are interchangeable 
easy to service 
" 


For all temperature ranges 
rol Pest eerie conditions. 


ager specify MTT desired ; 


| when you order. 


Designers and Manufacturers 
of Thermostatic Expansion 
Valves; Evaporctor Pressure 
Regulators; Solenoid Valves; 
Float Valves; Float Switches, 


ASK YOUR ALCO WHOLESALER FOR BULLETIN 171-53 


ALCO VALVE CO. 


843 KINGSLAND AVE. «+ ST. LOUIS 5, MO. 
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all the way 


for PACIFIC FRUIT EXPRESS 


‘“@ In the rail movement of perishable foodstuffs from the west 
= coast to the markets of the mid-west and east, dependable control of 
@ the refrigeration is essential. Jackes-Evans Solenoid Valves help 
to assure proper control in this new fleet of mechanically refrigerated 
cars for Pacific Fruit Express. 


, J-E Solenoid Valves are widely used on mobile equipment for they 
are not affected by motion, vibration or angle of installation. 
Their rugged, yet simple construction withstands the rough shocks 
j encountered i in freight train switching, make-up and humping 


All J-E Solenoid Valves are 
unconditionally guaranteed 
for 18 months 


Nowe SRS ntrol hot as refrigerant lines but are subject to extremely high 
no bubble tolerance. = 8 8 u ubj extremely hig 


SIMPLICITY—only two & operating temperatures while crossing the western deserts. 
moving parts. 


LONG LIFE—cool colts. , = have a proven record of completely dependable performance under 
DURABILIT Y—all corrosion- 


resistant material. 1 the toughest operating conditions. Their advanced engineering— 
OPENING PRESSURE | with only two moving parts—is unique in the field. For complete 
DIFFERENTIAL—higher *} | information on how J-E Solenoid Valves can save you time, 

than most others on “ae : 

the market. trouble and money—eliminate maintenance costs—call your 


wholesaler or write direct today. 


SOLENOID VALVES THAT SURPASS THEIR SPECIFICATIONS 
JACKES-EVANS MANUFACTURING COMPANY 
Controls Division: 4427 Geraldine Avenue + St. Louis 15, Missouri 
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COMMERCIAL 
REFRIGERATION & 
Ain CONDITIONING 
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FEATURE ARTICLES 
ACCENT ON YOUTH ... . How one distributor is trying to FIND new salesmen through 


the use of an apprentice training program. 


SEEING LEADS TO SELLING ... . for this dealer who has found that the best way 


to TRAIN salesmen is through a consistent program of visual sales education. 


UP THE ANTE IN THE OFF SEASON ... if you want to KEEP your salesmen con- 


tented the year around, this dealer advises. 


10 STEPS TO SUCCESSFUL SALES HIRING .. . are offered by one of the in- 


dustry's top executives to help distributors FIND competent salesmen. 


“OUR BEST SALESMAN IS SERVICE"... says this distributor, but to KEEP the 
yood salesmen who capitalize on this fact we believe in establishing — and maintain- 
ing — a favorable scale of compensation." 


THE INDUSTRY'S NO. 1 PROBLEM: SALESMEN .. . How to FIND them, how 
to TRAIN them, how to KEEP them. 


. « « by Paul Allen, owner, Paul Allen Refrigeration Co., Little Rock, Ark. 

. « » by Philip W. Herman, general manager, Allied Store Equipment Co., Minneapolis. 
... by L.D. Gale, president, Warren Mfg. Co., Inc., Beaumont, Tex. 

RADIO CONTROL OF TRUCKS EASES SERVICE LOAD ... . Facts and figures 


pointing up how two-way radio can improve the efficiency of a service operation. 


DAILY FOLLOW-UP IS KEY TO PROPER SERVICE RECORDS ... Another in a 


series of forms designed to provide dealer management with More Time For Sales. 


AIR CONDITIONING SECTION 
CRAWL SPACE COOLING AND HEATING. ... A new approach to the year-round 


conditioning of basementless homes. 


ELECTRONIC AIR CLEANERS... Apractical guide to the selection, installation and 


service of electrostatic precipitators. 


SURVEY UNDERSCORES BENEFITS OF HOME AIR CONDITIONING .. . Re- 


ports from residents of air conditioned homes provide potent sales ammunition. 


DEPARTMENTS 
Abeut People 88, 98 Useful Literature 
BTU's 90, 101 New Products 
Contractor News 11! Applications Manual 
Here's How 114 Index to Advertisers 


Subscription rates: United States and possessions — $3.00 per year, $5.00 for 2 years; Canada — $4.00 Not responsible for unsolicited editorial material. 

per year, $6.00 for 2 years; Single copy price, 30 cents. Foreign subscriptions $5.00 per year, except Acceptance under Section 34.64 PL&R, authorized 

the United Kingdom. United Kingdom subscription £1.10 per year, payable in Sterling to our London at St. Joseph, Michigan. Copyright, 1954, by The 

Office. All subscriptions subject to individual acceptance by the publisher. aaa Publishing Group, a Division of Tele- 
news Productions, Inc. 
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Established in 1944 as 

THE REFRIGERATION INDUSTRY, this 
magazine has no official affiliation with 
any group, society, or association. 


THE STAFF 


IRVING B. HEXTER 
President and Publisher 


LESTER P. AURBACH 
Executive Vice President 


EDWIN M. JOSEPH 


Vice President 
Circulation Director 


ALAN J. KICHLER 
General Manager 


: ' : THEODORE T. QUINN 
Brazing with the low-temperature sil- Managing Editor 


ver alloys EASY-FLO and SIL-FOS, JIM McCALLUM 
supplemented by a fast heating Editor 
method, and a set-up that promotes BEN W. HOWES 
Assistant Editor 

fast handling — that’s the ABC of 

; Ae HAROLD F. BEHM 
economical metal joining. An effec- Franchise Manager 
tive example is the job pictured, ALARIC MAUSSER 
courtesy of Zatko Metal Products Co. Art Director 
of Euclid, Ohio, large-scale manufac- 
turer of stamped one-piece pulleys. 


EDITORIAL OFFICE 
@ One girl slips pulleys onto shafts 
1240 Ontar 


and applies HANDY FLUX. The CLEVELAND 13, OHIO 
other puts a ring of EASY-FLO 45 
wire on top of each assembly. 


® Assemblies with preplaced alloy SALES OFFICES 
CLEVELAND 


rings, are put in fixtures which so Gn me. te 


accurately position pulleys, and are 1140 Ontario St. 
. : . Clrveland 13, Ohio 
brazed automatically by induction SUperior 1-9622 


heating. NEW YORK 
LEE HAAS, Mgr. 
JOSEPH DEMATTHEW 
60 E. 42 St.—Room 803 
New York 17, Y. 
Murray Hill 7- 3420 
CHICAGO 


LLOYD WILLOUGHBY, Mor. 
CHARLES F. GEYER 
: . 520 N. Michigen Ave.—Suite 1613-15 
i i ‘ 11, 
©) Heating time for 2 ; Chicago 


Whitehall 3-1655 
assemblies is 25 seconds. LOS ANGELES 


Production per 8-hour 5 $ ALAN T. CAZIER 


oe ; ilshire Blvd.—R 1003 
shift is 1500. Assemblies ; , : aye my) — 


are tested to 4000-Ib. pull. 2 Sa —— 
LONDON 


JOHN A. LANKESTER 


5 New Bridge St., Fleet St. 
London, E. C. 4, England 


GET THE FULL EASY-FLO AND SIL-FOS STORY 


It’s all in the profusely illustrated BULLETIN 20 iw: 
— including useful pointers about joint design 


ae 7 <s 
and fast, low-cost production methods. Write for Published monthly by The Industrial 


a copy today. Publishing Group, A Division of Tele- 
P) y news Productions, Inc., which also 
publishes: 


OFFICES ond PLANTS 


HAN DY & HA RMAN monoect 8 ageune werenemnses 


CLEVELAND, O10 
LAND. INDUSTRY AND WELDING 
General Offices: 82 Fulton $t., New York 38, M. Y. sos Aonieean cau OCCUPATIONAL HAZARDS 
DISTRIBUTORS IM PRINCIPAL CITIES mONTSSAL, CANADA PRECISION METAL MOLDING 
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Customers get service in a 
matter of minutes. Goodwill 


is generated. 
Wasted service time 


A 


call cut—up to 184. 


3. Considerable 
expense saved. 


Radio is used to relay service 
requests to trucks on the road and 
to receive requests from drivers. 
Unusual situations are handled 
quickly by two-way conversations 
between trucks and the office. 


A truck can be reached whether 
it’s moving or parked. Regular office 
personnel can operate the radio— 
it’s just as easy as your telephone. 


Doubling back to make calls or 


RADIO CORPORATION 
of AMERICA 


COMMUNICATIONS EQUIPMENT 
CAMDEN, N. J. 


and AIR CONDITIONING °* 


is re- 
¢ ed. Average minutes per 


telephone 


ww 


RESTAURANT 


Radio Dispatched 
REFRIGERATION & 


R | 
AIR-CONDITIONING: 
SERVICE a 


9 Pointers to Profit 
with RCA 2-Way Radio 


Productive truck time is 
increased. 15%-20% more 
calls, daily, possible. 

Service men do a more 
efficient job. 


6. Re-routing trucks easy, as 
need arises. 


stopping to telephone is unneces- 
sary, and lost time occasioned by 
truck breakdowns is greatly reduced. 
The dispatcher has control he never 
before thought possible. 


More and more service businesses 
are now tapping this new reservoir 
of increased profits by installing 
RCA 2-Way Radio. It’s a natural 
for the refrigeration and air con- 
ditioning service field... where 


Radio Corporation of America 


NAME 
COMPANY 
ADDRESS 


CITY 
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Backtracking is made un- 
necessary. Average miles per 
call decreased up to 16%. 
Radio-dispatched service 
attracts new business. 
Service men like it — pre- 
vents pointless driving. 


minutes really mean dollars to 
your customers! 


The compact transmitter-receiver 
takes less space than a spare tire. 
Quality parts, engineering know- 
how and the RCA reputation for 
all-out excellence of equipment 
assure long life and trouble-free per- 
formance, and... 


Installation and service facilities of 
the RCA Service Company are 
available on a nation-wide basis. 


— — — — — — — — —-Use handy coupon for further information. — — — — 


Communications Equipment, Dept. I-261, Building 15-1, Camden, N. J. 
In Canada: RCA VICTOR Company Limited, Montreal 


TITLE 


COUNTY 


.. ZONE .STATE 


Please send reprint of article, ‘‘ Air Conditioning Service Speeded by Citizens UHF Radio.” 
Please have an RCA Communications Specialist call. 





No. 1 Requirement—in any size unit 


an (HM!) CLEANABLE 


CONDENSER 


Water-Cooled 
Double Tube, Counter-flow 


Regardless of whose condensing unit you buy—and regardless of its 
size—your first “‘must’’ is to insist that it have a CLEANABLE (water-cooled) 
condenser to help you maintain new-unit efficiency indefinitely. When you 
realize that use of a simple spiral tool, doing a thorough mechanical cleaning 

“— job, can always restore copper-water surfaces to their original heat-exchange 

25-Ten efficiencies, you won't settle for anything less than a cleanable condenser. 

Capacity And especially so now since most major manufacturers recognize the demand 
for “‘Cleanable’’, and are equipping their units accordingly. Remember too, 
you can now count on surprisingly low initial cost that is made possible by 
Halstead & Mitcheli’s tremendous high productive capacity. 


iM 
CLEANABLE—in all size capacities. 
All with seamless copper tubes, brass 
headers machined and brazed. Water 
tubes are accessible from either end. ly o Mite tel 
& - : Faded Wate Cy 4 =, oar j ’ & as are ge x q 


Wholesalers in Principal Cities Write for descriptive literature if | | mil . 
OFFICES: BESSEMER BUILDING ¢ PITTSBURGH 22, PA, e 
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acid 


Pelletized spheres distribute flow, eliminate channeling. 


causes refrigeration 
system breakdown! 


Greater surface area traps more acids and moisture. 


AN*DRITE 


(ANSUL-TREATED 100% ACTIVATED ALUMINA) 


removes acid! 


Activated alumina in pellet form makes 
Ansul’s new Andrite the double-duty desic- 
cant. Its thousands of fast drying surfaces 
dry deeper—pulling moisture content way 
down. But even more important, Andrite 
removes acid, cleans up the chemical con- 
dition that causes sludge and corrosion— 
the major cause of refrigeration system 
breakdowns. 

Designed for the revolutionary Ansul T- 
Flo Drier, Andrite won’t break down or dis- 
solve to plug filters or damage compressors. 


And the drier is easy to install, too. Even 
replacement of the drier cartridge saves 
time, because it screws in like a light bulb. 
And no tools are needed. For fewer call- 
backs, speedier servicing, change to Ansul. 
And be sure to give new equipment double 
protection in acid and moisture removal. 
Use Ansul T-Flo Driers with Andrite. 

For more information or answers to 
your refrigeration problems write to: Ansul 
Chemical Company, Refrigeration Division, 
Dept. D-2, Marinette, Wisconsin. 


DuPont “Freon,” non-foaming oils, sulfur dioxide, methyl chloride 
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a KOLD-HOLD 


engineered answer 


gives you the best (for you) 


of 6 different TRUCK REFRIGERATION systems 


Now, you can eliminate the guesswork in picking a 
truck refrigeration system that is best for your par- 
ticular requirements. Kold-Hold engineers, with 6 
different systems to choose from can provide equip- 
ment that will give you the exact temperatures you 
want as long as you want them. They will tailor a 
system to your needs using a variety of highside 
and lowside units. These include such highsides as 
the Kold-Trux “Mobilmatic” Unit, a mounted com- 
pressor, or make-and-break assemblies, coupled to 
such lowsides as Kold-Hold “Hold-Over” Plates, Thin 
Plates, Serpentine Quick-Action Plates or Blowers. 


Send the details of your problems to Kold-Hold 
Today. 


Kold-Hold Engineers will be happy to analyze 
your refrigeration problems and make recommen- 
for the dations without obligating you in any way. Sim- 


asking ply check the form below and attach it to your 
letterhead. 


yours 


eae eee eo eee ee ee ee 


ESKIMO PIE semi-trailer is refrigerated to be- 
low freezing temperatures automatically 
through use of a Kold-Trux “Mobilmatic” 


Unit. Temperatures are thermostatically con- O Meat OO Milk C) Ice Cream 00 Frozen Food 
trolled. 


Please check your business classification: 


FRANKENMUTH Refrigerated Draft Beer Truck 00 Wholesale OO Retail (0 Over-the-Road 
of the Hollander Beverage Co. is equipped 
with a mounted compressor and four Kold- 
Hold “‘Hold-Over” Plates. Truck temperature Which do you prefer? 
of 38° does not vary over 4° a day. Body by 
Ovens Body Co. 

0 Mobilmatic 00 Hold-Over 
SAM HARRIS PACKING CO, finds use of Kold- 
Hold “Hold-Over” Plates in their fleet of 
trucks has cut shrinkage and spoilage to a 
siete. ‘hey hove ctuntastiesd 00% on Look to Kold-Hold for the latest developments in Truck Refrigeration 
Kold-Hold Plates and Giffel Bodies. 


PETER ECKRICH & SONS, INC. use Kold-Hold 
“Hold-Over” Plates in 168 route delivery i. 
trucks. In over 12 years of using these plates, division 


they have yet to replace their first plate. ; 
TRANTER MANUFACTURING, inc., 503 E. Hazel St., Lansing 4, Michigan F 
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Be ready toland him with 
COMMERCIAL CREDIT PLAN FINANCING 


OST of your prospects need their working 

capital and usual lines of credit for current 
operations. To make sure they buy now .. . and 
from YOU ... include COMMERCIAL CREDIT PLAN 
financing in your recommendations. More than 300 
offices to serve you nationally. When can we tell you 
our story? Phone our office in your city or write or 
wire COMMERCIAL CREDIT CORP., 14 Light St., 
Baltimore 2, Maryland. 


COMMERCIAL CREDIT 


CORPORATION 


A service offered through subsidiaries of Commerciol Credit 
Company, Baltimore .. . Capital and Surplus over $150,000,000 
.. » Offices in principal cities of the United Stotes and Canade. 
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help insure your sealed units 
against motor failure 


ae ee 
HT 


sae ee 


(elem iels 


When your motor drives are to be hermetically sealed in com- 
pressor units, whether of the “accessible’’ type or in a completely 
sealed compressor housing, it’s to your advantage to specify 
Wagner Hermetic Motors for use on your equipment. Here’s 
why... 


Hermetically sealed compressors demand motor parts that will 
operate with great dependability for years and years. They must 
insure the sealed unit against motor failure because your product 
gets the blame when the motor fails. 


Wagner Hermetic Motors, like all Wagner motors, are known to 

give extremely long life with exceptionally little trouble. They are 

backed by more than sixty years of motor building experience. 

Every Wagner hermetic motor is precision-buiit and carefully 
tested. 

Benefit by Wagner’s experience—let a skilled Wagner 

engineer help you select the motor drive for 

your next application. Call the nearest of 

our 32 branch offices, or write us. 


Wagner Hermetic Motor of the type 
used in air conditioners. This 712 
horsepower polyphase 
squirrel-cage motor is 

especially designed 

for use in sealed 

refrigeration 

units. 


9” 
ef? 


Hermetically sealed compressors for air Standardize with Wagner: 


conditioners and refrigerating equipment are : Wagner Motors are the choice of many leading equipment manufacturers 
rapidly gaining preference because of the fe for several basic reasons: 
great convenience they offer to users of the jee First, Wagner Motors, for over sixty years, have established unexcelled 
equipment—there is nothing to oil or adjust, pee records for continuous, trouble-free performance. | : ; 
no belts to fail 2 Second, Wagner Motors are well known for their superior quality and 
. 8 their sturdy design and construction. 
Third, the many types of motors and motor modifications in the standard 


Wagner line help the design engineer in his selection of the right 
motor for the job. 


V5 
. 


ELECTRIC MOTORS 


WAGNER ELECTRIC CORPORATION TRANSFORMERS 
6442 PLYMOUTH AVE.,ST. LOWIS 14, M0.,U.S.A. INDUSTRIAL BRAKES 


AUTOMOTIVE 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES BRAKE SYSTEMS— 
AIR AND HYDRAULIC 
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This end 
is the beginning 
of better refrigeration jobs for you 


The end seals of Chase Copper Refrigeration Tube are 


J 


the same diameter as the tube itself—so you never have 

to cut the tube to get it through small openings. Result: 
a faultlessly clean, dry, oxide-free installation! Chase . 

tube is corrosion-resistant, easily bent, quickly in- 

stalled. Connect it with Chase Solder-Joint Wrought 

Fittings—and you’ve got the finest system in 

the business! See your Chase wholesaler or 


any Chase warehouse listed below. 


n 
a My eC 4 ; ® Send for FREE Book giving sizes, weights, packaging and 


installation details on Chase Copper Refrigeration Tube. ff 


BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION The Nation’s Headquarters for Brass & Copper 
Chicago Denver Kansas City, Mo. Newark Pittsburgh San Francisco 
Cincinnati Detroit New Orleans Providence Seattle 
Cleveland Houston New York Rochestert Waterbury 
Boston Dallas === Indianapolis Mi Philadelphia St.Louis (tales office only) 
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Now...Readily Available 
General Chemical’s 


GREEN LABEL 


ae 


Quality Specifications 


The extremely high quality standards to which General 
Chemical manufactures ““Genetron” 141 are shown below. 
The purity of every pound is guaranteed to meet or even 
better these stringent specifications. 

SO, Te BENE, ccc coeseccecesecdteseccccccsosssessees 0.0010 


High boiling impurities-vol. %, max 
Non-condensable gases (gases insoluble in perchloro- 

ethylene)-vol. % in vapor phase, max................05055 5.0 
Boiling pt. at 760 mm. Hg, °F —41.4 
Boiling range °F. (to 85% pt.), max 


Chemical Formula 

Molecular Weight 

Boiling Pt. (°F) at 1 Atmosphere Pressure 

Evaporator Pressure at 5°F (p.s.i. absolute) 

Condensing Pressure at 86°F (p.s.i. absolute) 

Freezing Point (°F) at 1 Atmosphere Pressure 

Critical Temperature (°F) 

Critical Pressure (p.s.i. absolute) 
*Compressor Discharge Temperature (°F).. 

SR TH GD oc cvdeseccccdiceseccecadiees 4.06 


Ii 
" a sepa i 
oni tas ea ete 


Specific Volume of Vapor at 5°F (cu.ft./Ib.)......-6...0000: 1.246 
Latent Heat of Vaporization at 5°F (B.t.u./lb.) 
Net Refrigeration Effect of Liquid 86°F/5°F (B.t.u./lb.) 
Specific Heat of Liquid at 86°F (B.t.u./lb.°F)........-....+. 0.335 
Specific Heat of. Vapor at Constant Pressure of 1 atm. 
te, cds dennbedienenebbaknnnchseeeene 0.15 
Specific Heat Ratio at 86°F at 1 atm. (k=Cp/Cv)........... 1.18 
©Coefiicient of Performance ... 2... cccccccccccccccccccsenesece 4.65 
*Horsepower/Ton Refrigeration ..........-.ceescceeeecceeeee 1.016 
*Refrigerant Circulated/Ton Refrig. (lbs./min.).............. 2.89 
*Liquid Circulated/Ton Refrig. (cu.in./min.) 
*Compressor Displacement/Ton Refrig. (c.f.m.).............. 3.60 
Toxicity (Underwriters’ Laboratories Group No.)............ 5A 
Flammability & Explosivity 


Solubility of Water in Liquid Refrigerant at 32°F 

CC FRED GR TD 0 bine odninesckcsccccdiercocccios 0.060 
Solubility of Water in Liquid Refrigerant at 86°F 

SE FI Ger SINNGD 86.5 0 Nees. cetteesaeyeveccecctees 0.15 
Oil Solubility (Miscibility with Lubricating Oils) 


*Bosed on 5°F Evaporator Temperature and 86°F Condenser Temperoture 


In reciprocating compressors for— 


“Package type” air conditioning units 
Home freezers 
Low-temperature industrial process work 
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MONOCHLORODIFLUOROMETHANE 


Reduce Corrosion Problems — Costly Breakdowns 


The industry asked for it. Now, in ““Genetron” 
141, General Chemical provides refrigeration 
manufacturers, wholesalers and servicemen with 
really ‘“‘dry’’ monochlorodifluoromethane. 
“Genetron” 141 has a guaranteed moisture con- 
tent of not more than 10 parts per million . . . 
and it is so carefully made that it consistently 
runs well below! 

Yes, as a result of General Chemical’s manu- 
facturing methods, “Genetron” 141 is truly 
“super-dry.”’ With it, any user, anywhere, can 
be sure of getting this important refrigerant the 
way the industry wants it . . .“‘bone dry.” 

Comparison will quickly prove the merits of 
“Genetron” 141. That’s because “Genetron” 141 
was especially developed to give you all the 
benefits of monochlorodifluoromethane without 
the problems that have been encountered with 
higher moisture material. And—equally impor- 


tant—you get all the high quality and superi- 
ority of ““Genetron” 141 without spending a red 
cent extra! 

For further information on “Genetron” 141, 
write or wire the nearest General Chemical of- 
fice listed below. Remember—in refrigerants— 
the name “Genetron” stands for superior,“‘super- 
dry” products—made for today and tomorrow! 


Color Coded for your Convenience 


To distinguish its “super-dry” product, General 
Chemical has given it the special numerical 
designation—141. 

For your convenience—to speed identification 
and prevent mistakes in use—container heads 
and labels are color-coded with the familiar 
pale green that indicates monochlorodifluoro- 
methane everywhere in the industry. 


GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


Offices: Albany * Atlanta * Baltimore * Birmingham ¢ Boston © Bridgeport * Buffalo * Charlotte * Chicago 

Cleveland * Denver * Detroit * Greenville (Miss.) * Houston * Jacksonville * Kalamazoo * Los Angeles 

Minneapolis * New York © Philadelphia * Pittsburgh * Providence * San Francisco * Seattle * St. Louis 
Yakima (Wash.) * In Wisconsin: General Chemical Company, Inc., Milwaukee 


In Canada: The Nichols Chemical Company, Limited * Montreal * Toronto * Vancouver 


— 
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"TS 
YOU'LL FIND THESE Aca PRovuct 


AT AMERICA’S FOREMOST 


oil separators 


Six models. 14 to 
10 h.p. capacity. 
Maximum separa- 
tion because of low 
gas velocity and 
special filter cart- 
ridges. 


and tube condensers 


Capacities ranging from 1/4 to 30 tons. Compact size, 
extended tube surface, easily cleanable, cast iron water 
heads “through bolted” to the tube sheet, and sheets 
welded to the condenser shell. Preferred by better equip- 
ment manufacturers the world over. 


WHOLESALERS 


Acme heat exchangers 


Newly designed. Capacities ranging from 3 to 200 tons. 
Extended bar type fin surface with a gas to liquid side 
ratio of 13 to 1. Extremely low pressure drop. 


yFowe shell 


and coil condensers 


Inexpensive, efhcient. Capacities from 14 to 5 tons. 
Compact, sturdily constructed, chemically cleanable. All 
units have integral fin copper tubing. Acme builds shell 
and coil condensers for the leading packaged Air Condi- 
tioner manufacturers. 


Ask your wholesaler about immediate delivery of Acme’s new Flow-Cold Cooling Towers. 


ACME 
ey 


al 
oa 


Direct Expansion 
(Dry-Ex) and Flooded 
Liquid Chillers d Tube, Shell 


$ an 
, . end Coil Condensers 

Heat Exchangers, - 

Oil Separators eceivers 


Evaporative Condensers 
Coolina Towers 


Floor-type Unit Coolers Pipe Coils 


ACME INDUSTRIES, INC. 
Mjgs. of a complete line of Air Conditioning and Refrigeration Equipment 


JACKSON, MICHIGAN 


} 

f 

==! . 

Sa ‘ 
Flow-Temp Heat \ 


Pumps 


Flow-Cold Liquid 
Chillers 


Remote Room 
Conditioner 


Packaged Liquid 
Chillers to 225 tons 


Continuously serving the air conditioning and refrigeration industry since 1919 
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THE MARK OF 

E XTRAD EPENDABLE 
REFRIGERATION AND 

AIR CONDITIONING EQUIPMENT 


The red “power spot” on refrigeration 
or air conditioning equipment means 
powered by Electro Dynamic, the most 
dependable motors ever available 

to industry. 


For proof of this extra dependability 
send the coupon below for your copy of 
“MOTOR SHOWDOWN”, a new 

candid report on comparative results of 
motor performance tests* conducted 

in accordance with A.I.E.E. standards. 
*Tests certified by J. Arthur Balmford, 


Professor of Electrical Engineering at 
a leading Eastern University. 


1 to 250 hp., AC and DC 
N.E.M.A, standard frames 
All types of enclosures 


LECTRO 


me YNAMIC 


ependable motors 


ELECTRO DYNAMIC 
Division of General Dynamics Corporation 
164 Avenue A, Bayonne, New Jersey 


Please send me a copy of “MOTOR SHOWDOWN” and the 
new catalog of Electro Dynamic industrial motors. 
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DETROIT 777 
“SPACE SAVER” 


Thermostatic Expansion Valves... 


on. tho morkok ! 


z @ Capacities—|/, to 2 tons, F-12— 
Standard Valve 
—1 to 3 tons, F-1 
External Equalizer 
@ “C” and "Z” cross charges available 
@ Compact, rugged construction 
@ Mount in any position 
@ Easily cleaned cartridge needle and 
seat assembly 
@ Accessible and easy superheat ad- 
‘  ‘ justment ‘ 
@ Large inlet strainer, easily cleaned 
@ Available with or without external 
equalizer connection 
@ External equalizer type easily con- 
verted to internal equalizer right on 
the job. 


DETROIT A 
CONT ROLS Corporation 


5900 TRUMBULL «+ DETROIT 8, MICHIGAN 
Division of American Radiator & Standard Sanitary Corporation 


Representatives in Principal Cities « Canadian Representatives in Montreal, Toronto, Winnipeg—Railway and Engineering Specialties, Ltd 


AUTOMATIC CONTROLS for REFRIGERATION 
AIR CONDITIONING + DOMESTIC HEATING + AVIATION + TRANSPORTATION + HOME APPLIANCES + INDUSTRIAL USES 


Sewing home and industry 


OL ea ee ee Me a Me aa ae 2 ee) 2 a 
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Cee Pere mew ewes eereeee 
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Se eeeTOeeeeeees sete 


Ralph A. Patterson, general 
sales manager for Bell & Gossett 
Co. for the past 

11 years, has 

been named 

vice president 

of the firm. He 

will transfer to 

New York City 

where he will 

establish a new 

Bell & Gossett 

office. In addi- 

tion to supervising the New York 
office, Patterson will also be respon- 
sible for all of New England, east- 
ern New York State, New Jersey, 
eastern Pennsylvania and Delaware. 


Stuart B. Leigh has been 
named manager of the newly 
created Summer Air Conditioning 
Div. of Thatcher Furnace Co. Prior 
to this appointment, Leigh had been 
associated with Thatcher Furnace 
in various sales positions, including 
Pennsylvania sales representative 
and New England district manager. 


Carl W. Millsom has been ap- 

pointed Vice President, Field Sales 

Div. and Ad- 

vertising, by 

the board of 

directors of 

Acme Indus- 

tries, Inc. Pre- 

vious to coming 

with Acme, 

Millsom was 

associated with 

Chrysler Air- 

temp in various executive sales and 

engineering capacities, among them 

regional manager with headquar- 

ters in Cleveland. He has been with 

Acme Industries since 1950, first as 

sales manager of the Flow-Cold 

Div., and since 1952 as sales man- 
ager of all field sales. 
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G. O. Kuhen has been named 
technical assistant to the manager 
of Servel’s air conditioning divi- 
sion, and R. L. Kirse has been 
appointed as assistant service mana- 
ger of the air conditioning division 
of the firm. With Servel for nearly 
25 years, Kuhen was named assist- 
ant air conditioning service mana- 
ger in 1952. Kirse, formerly a field 
service representative, will operate 
out of Servel’s Evansville, ind. 
headquarters. 


Martin B. Beline and Arden 
Krell have been appointed district 
sales managers for Typhoon Air 
Conditioning products. Beline will 
handle an eastern seaboard terri- 
tory between New York City and 
Virginia, making his headquarters 
in Philadelphia, while Krell will 


supervise Typhoon’s far west sales 


A. Krell M. B. Beline 


territory, including California, Ari- 
zona, and New Mexico. Beline has 
been in the air conditioning field 
for nearly twenty years, both as 
engineer and salesman. Krell has 
been associated with a number of 
leading manufacturers in the air 
conditioning field. 


H. Dewey Jones, president of 
the H. Dewey Jones Co., Columbus, 
Ohio air conditioning and heating 
equipment firm, has been appointed 
representative for Marlo Coil Co., 
St. Louis, in the Columbus area. 


A. F. Woods, former Marlow 
district engineer, has succeeded 
“Andy” Rubin as sales manager for 
Marlow Pumps Div. of Bell & 
Gossett Co. Woods’ primary job is 
to help and co-ordinate Marlow’s 
selective dealer organization. For 
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the past 5 years, he has been a 
district engineer for Marlow cov- 
ering Michigan, Ohio, western 
Pennsylvania, and parts of Ken- 
tucky and Canada. 


James E. Barker has been ap- 
pointed sales engineer with Cope- 
land Refrigera- 
tion Corp. He 
will maintain 
liaison between 
the manufac- 
turer and job- 
ber - wholesaler 
accounts on en- 
gineering appli- 
cations and dis- 
tribution meth- 
ods for Copeland refrigeration 
units. Immediately prior to joining 
Copeland, he was associated for five 
years with McCray Refrigerator Co. 
as service manager and as a district 
sales manager. 


Jerry Kaufman, of Jerry Kauf- 
man Associates, Pittsburgh, has 
been appointed factory sales repre- 
sentative for Jordon Refrigerator 
Co. Kaufman will handle the 
domestic line of the company in the 
western Pennsylvania and western 
West Virginia areas. 


W. T. Ireland has recently been 
appointed sales representative for 
the Wolverine 
Tube Div. of 
Calumet & 
Hecla, Inc. Ire- 
land, formerly 
with Bundy 
Tube Co. will 
be assigned to 
work on Wol- 
verine’s ex- 
panded steel] 
tubing program. His headquarters 
will be in the firm’s general sales 
office in Detroit. 


a 


Henry G. Strong has been 
named executive secretary of the 
Refrigeration Industry Safety Ad- 
visory Committee. This committee 
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is sponsored jointly by the Air-Con- 
ditioning and Refrigeration Insti- 
the Compressed Gas Associa- 
tion, Inc., and the National Elec- 
Manufacturers 


tute, 


trical Association. 


William P. 


Louis, 


Myers, Jr., St. 
has been named local sales 
representative of Superior Valve & 
Fittings Co. in Missouri, Kansas, 
Southern Illinois and parts of Ken- 


tucky and Tennessee. From 1950 


through 1953, he was sales mana- 
ger, Controls Div. of Jackes-Evans 
Mfg. Co. 


Samuel L. Johnson has been 
appointed southeast field repre- 
sentative for Fogel Refrigerator Co. 
His territory will include North 
Carolina, South Carolina, Georgia 
and western Virginia. He was form. 
erly with Bastian-Blessing, Liquid 


Theodore Skoglund, product 
promotion manager for residential 
air conditioning, has been promoted 
to the newly-created post of director 
of sales training, Unitary Equip- 
ment Div., for Carrier Corp. Skog- 
lund began his career as a sales- 
man, and was president and sales 
manager of his distributing 
company in Westchester County, 
N. Y., before coming with Carrier. 


own 


Carbonic Corp., and Borden Co. 


The Exclusive, Patented Operating Principle 
of Carbonic Dispenser 


Beverage Dispen 


sing Equipment... 


Opens the door to great new sales volume 
and profit for you 


SODAMASTER Self-Contained, 
Refrigerated Dispensers 


SUPERCHARGER 
CARBONATORS 
100 Gals 
Per Hour Capacity 


MIX-MONITOR 5S-in-!| FAUCETS, 3 

Carbonated Flavors Plus Jet and 

Soda Stream, or Other Combina- 

tions with Still Drink and Plain 
Drinking Water 


MAIL THIS COUPON TODAY 


For literature outlining the opportunity now 


THERE IS NOTHING to match the superior 
performance of Carbonic Dispenser Bever- 
age Equipment . . . and there is nothing to 
match the peak sales volume and profit 
waiting for you as a Carbonic Dispenser 
It adds up as simply as A, B, C. You 
that soft 
drinks and mixers served by Carbonic Dispen- 


outlet. 


can guarantee your customers 
ser equipment equal or better the quality 
of bottled beverages in every sense. The 
logical customers for this equipment right 
in your area are almost countless, the 
market unlimited. And Carbonic Dispenser 
will provide you the simple proof to pass 
along to each prospect, explaining how the 
equipment costs him absolutely nothing but 
actually PAYS FOR ITSELF from savings. 

. and Carbonic 


Dispenser would like nothing better than the 


These are the facts . . 


opportunity to discuss with you the amazing 
successes of other distributors and dealers. 


Why delay any longer getting full details? 


ONLY CARBONIC DISPENSER BEVERAGE EQUIP- 


MENT HAS THE PUMP SENTINEL, AUTOMATIC, 


UNFAILING PUMP PROTECTION DEVICE. 


ARBONIC 


open 


to make bigger profits selling Carbonic Dispenser 


Sodamaster, Mix-Monitor Faucet and Supercharger 


Carbonator Equipment. 
Name 
Address 


City State 


DISPENSER 


Geheral Offices: Canfield, Ohio 
Branch Offices: 
1851 Randolph St., 


IN CANADA: GENERAL EQUIPMENT CORP., LTD., TORONTO, ONT. 
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INC. 


Los Angeles, Calif. 


C. Weston Goode and H. J. 
Smith have been appointed district 
managers for Gustin-Bacon Mfg. 
Co. Goode has been named district 


H. J. Smith Cc. W. Goode 


manager for the southeastern United 
States and H. J. Smith will handle 
the Kansas City sales division. With 
the firm 1944, will 
operate out of the newly opened 
Atlanta, Ga. office. Smith 
will direct sales in Colorado, 
Wyoming, Nebraska, Kansas, Okla- 
homa, Arkansas, Texas Panhandle, 
southern Illinois, western Tennessee 


since Goode 


district 


and northern Mississippi. 


John M. Barnhart has been ap- 
pointed executive director of Indus- 
trial Mineral Fiber Institute, Inc. 
An association of 14 manufacturers 
of mineral wool insulation in the 
United States and Canada. Barn- 
hart was most recently with Western 
Electric Co. in New York City and 
was previously engaged in power 
plant design for the New York 
Central Railroad. 


Edgar L. Disbrow has been ap- 
pointed sales engineer in the Mid- 
west District for Bush Mfg. Co. and 
its wholly-owned subsidiary, Heat- 
X-Changer Co. Working out of the 


Chicago offices, Disbrow will cover 
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ANACONDA REFRIGERATION PRODUCTS 


4 
‘ 
i 
4 
z 
4 
4 


OFF TO A GOOD INSTALLATION ... 


Why? Because the copper piping on this 
installation, as on all he makes, is going 
to be an all-Anaconda job. Uniform tem- 
per and exact fitting for fast connection 
speed up his work . . . help maintain his 
reputation for quality. He buys only 


THE AMERICAN BRASS COMPANY, Waterbury 20, Conn. 


In Canada: Anaconda American Brass Ltd., New Toronto, Ontario 
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from his regular wholesaler and gets the 
prompt, reliable service he wants. Your 
own jobber will meet all your piping 
needs with the same dependable service. 
Ask for ANACONDA Refrigeration Prod- 
ucts. Look for the ANACONDA Trademark. 


AnaCowoA 


ses 
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COMPLETE LINE OF 
ANACONDA REFRIGERATION PRODUCTS 


4 QUALITY PRODUCTS, EACH THE RESULT 
OF MODERN MANUFACTURING METHODS 
1. Copper tubes in 50-ft. coils. 

2. Hard copper tubes in straight lengths. 
3. Fittings (elbows, tees, couplings, unions, 
adapter and reduction combinations, 
etc.). 


. American Vibration Eliminators. 





Minnesota, lowa, North and South 
Dakota, Nebraska, and a portion of 
Wisconsin. 


Ernest E. Mankowski has been 
appointed chief engineer for 
Fresh’nd-Aire Co. His responsibili- 
ties will center around the develop- 
ment of products in the residential 
and air conditioning 
field. He was formerly air condi- 
tioning engineer with Coolerator Co, 


commercial 


John H. Zauner has been 
named chief engineer for Mills, 
Inc. Before joining Mills, he was 
chief engineer of all Ordinance 
development and production pro- 
grams at Eureka Williams Co. 


Wiliam A. Bours, III, has been 
named assistant sales director of 
Kinetic Chemicals Div., E. I. Du 
Pont De Nemours & Co. replacing 
Emory M. Fanning who will head 


“My Service-Master 
saves me up to one hour of lost time 
». every day” 


THE IDEAL AIR CONDITIONING AND 
REFRIGERATION SERVICE BODY 


Here’s the body that takes a completely 
equipped shop to the job, and saves up to 
75 minutes per day. Using the latest 
average service base rate of 6 cents a 
minute and an average saving of 30 min- 


MAKE YOUR PICK-UP TRUCK 
A SERVICE TRUCK, TOO! 


These easy-to-install tool and material 
compartments are finished in baked-on, 
medium-dark green enamel. Parts bins are 
built-in. Doors have slam-action catches, 
with locks keyed alike. Available with 
overhead rack. 


McCABE-POWERS AUTO BODY CO. 


Please send me complete details on 
Name __ 

Company —___ 

Address 


5900 NO. BROADWAY - 


SERVICE-MASTER [| 


utes a day Service-Master saves 
$478.00 worth of time a year. Available 
in sizes for 1/2, 34, 1, and 114 ton chassis 
— regardless of age or make. The coupon 
below will bring complete details. 


for Y2 and % ton 
pick-up trucks 


3) ee 


SERVICE-TWINS [_] 








City 


Zone State 


on 
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the new sales training section of the 
Organic Chemicals Department. 
Since 1952 Bours has been sales 
manager of the Chemicals Div. 


“Alex”? Dawson, owner and 
operator of the F. A. M. Dawson 
Co., has been 

appointed 

agent for Spor- 

lan products in 

the eastern 

Canadian prov- 

inces, Nova 

Scotia, and the 

Maritimes. The 

F. A. M. Daw- 

son will 

occupy warehouse and office space 
at 1730 Dundas St., London, 
Ontario where it will carry a com- 


Co. 


plete line of Sporlan products. 
2 


O. S. MeGuffey, who has han- 
dled research and development 
work in many phases of transport 
refrigeration for Tranter Mfg. Inc., 
has been named chief engineer of 
the firm. Carl I. 
Bloomquist, who died last February. 


He succeeds 


Frank J. Davis has been ap- 
pointed southeastern sales repre- 
for 
the refrigera- 


sentative 


tion sales de- 
partment of 
Virginia Smelt- 
ing Co. Davis 
will cover the 
territory includ- 
ing Georgia, 
Florida, South 
Carolina, Ala- 
bama and part of Mississippi. He 
was formerly connected with Elec- 
tro Metalurgical Co., Div. of Union 
Carbide & Carbon Co. 


Joseph H. Fallon has been 
named Cincinnati district sales 
manager for Sterling Electric 
Motors, Inc. Prior to joining Ster- 
ling, Fallon served as manufac- 
turer’s representative in southern 
Ohio and Kentucky for Automatic 
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Not one but two crimps are made in each end of DRYSEAL. This 
is the final step in manufacturing, that immediately follows a spe- 
cial cleaning and dehydrating operation, which keeps dirt and mois- 
ture from entering the tube. 

The seal is made in such a way that the diameter of the tube 
does not change, which permits DR YSEAL to be passed through any 
opening large enough for the tube itself. 

As for bendability—the soft temper of the copper used in COPPER AND BRASS INCORPORATED 
DRYSEAL allows you to make the most intricate bends by hand. Founded by Paul Revere in 1801 
And its ductility and soft temper make it extremely easy to flare 230 Park Avenue, New York 17, N. Y. 
for compression a without oa of splitting. Economical isin tiniatinns cies oe cad a ia 
tube sizes range from %” to %4’’ O.D. . Mich: eiapetes Sa yh SA ig a n° ae 

In addition, .. DRYSEAL carton has been attractively designed Jan Rome NV Sales Offices in Principal Cotsen 
for easy identification in stock. It contains one 50-foot coil of ” eovantensnystlbmtey anon 
DRYSEAL .. . is easier to handle, light weight, economical. SEE “MEET THE PRESS” ON NBC TELEVISION, SUNDAYS 


Circle No. 20 on Reader Service Card 


and AIR CONDITIONING °* SEPTEMBER, 1954 





pm, DRIERS 
Ying Efficiency 


Today, more than ever before, the IMPERIAL 
Torpedo is the leader in drying efficiency .. . 
contains 100% PA 400 Silica Gel which has 
COPPER AND BRASS : A up to 98% greater moisture adsorption capacity. 
CONSTRUCTION. ken Z Provides greater filtering area . . . dependable 
One piece stream- one piece shell construction, Economical in 
lined copper shell me P a cost. No wonder the Imperial Torpedo is always 
gives greater anys oes FIRST CHOICE with so many! 
strength, fewer RN ae 7 hme 
joints . . . assures 


Sosieat tialiien. r REFILLABLE DRIERS 


Furnished with Forged Flare Nuts ond Copper Seal Caps 
FILTERING AREA . 4 HP. Cubic Size of Flare List Price 
INCREASES WITH ; ; Cat. No. Rating Inches Connections Each 
DRIER CAPACITY. : 806-C M4 to V2 6 1/4" $ 4.25 
Larger monel metal 809-C 2 to 9 4” 4.90 
screens provided in a" 5.50 
larger driers assur- 812-C 4 to 1 12 8” 5.80 
ing ample filtering 4" 6.40 
capacity in all sizes. j 818-C ; 
Pp y 8” 7.00 


4” 9.15 
3” 9.45 
2" 9.75 
8” 12.20 
= 12.80 
8” 13.10 
8” 17.05 
2” 17.65 
Pa /8" 18.90 
SIZE INTERCHANGE- } A *Have flared unions—giving size interchangeability. 
ABILITY — 30, 50 


and 75 cu, in. sizes NON-REFILLABLE DRIERS 


of refillable driers ; é , Furnished with Forged Flare Nuts and Copper Seal Caps 


have flare unions. , HP. Cubic Size of Flare List Price 
To change size, use Cat. No. Rating Inches Connections Each 


reducing union. 903-C Ve to Va 3 1/4" $2.80 
906-C Ma to 12 6 1/4” 3.45 
909-C 12 to % 9 1/4" 4.10 


SEE YOUR JOBBER THE IMPERIAL BRASS MFG. CO., 536 So. Racine Ave., Chicago 7, Ill. 


In Canada: 334 Lauder Ave., Toronto, Ontario 


1 to 1'2 18 


CHARGED WITH . . 

PA 400 SILICA GEL. S| ee = 
Has up to 98% 

more moisture ad- ’ f 

sorption capacity * 50 
with Freon 12 than 

former type used. 4 s 

Dust free. i . : ‘ 875-C* 5 to 7'2 75 


ue wu We We We woo 


Ask for Catalog No. 81 


FITTINGS @ VALVES @ DRIERS @ FILTERS 
FLOATS @ CHARGING LINES @ TOOLS for 
Cutting, Flaring, Bending, Pinch-off, Swedging 
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Temperature Control Co., Sherman 
Electric Co., Krome King Co., and 
Titan Valve and Manufacturing Co. 


T. E. Cunningham has been 
appointed Pittsburgh district mana- 
ger for Superior Valve & Fittings 
Co. Cunningham had been assist- 
ant sales manager since 1941. Suc- 
ceeding Cunningham is A. M. 
Eaches, with the firm since 1945. 
Also, Frank E. Davis, Jr., has 
been appointed sales promotion 
manager for Superior. Davis form- 
erly was with Bond & Starr, the 
company’s advertising agency. 


COOL SERVICING 


oe 


= 


A NEW WRINKLE in retail gasoline 
merchandising is the service of providing 
cool, fresh air to the inside of an auto- 
mobile when the car pulls into a service 
station after a long, hot drive. This cool, 
fresh air comes from a portable air cooled 
3-ton capacity air conditioner manufac- 
tured by Chrysler Airtemp, which has 
produced several dozen such units in the 
past year for gasoline dealers in the west 
and southwest. 


G-E OPENS INDEPENDENT 
DISTRIBUTION IN TENN. 

General Electric Co.’s Weather- 
tron Dept. has announced the estab- 
lishment of franchised independent 
distribution in Tennessee with the 
appointment of Radio and Appli- 
ance Corp. as a wholesale sales 
outlet. 

The Tennessee area had prev- 
iously been a marketing research 
area handled direct by a G-E sales 
ofice in Chattanooga. Marketing 
programs, sales plans, and new 
selling techniques were tested there 
prior to introduction on a national 
scale. 

Radio and Appliance Corp. has 
its headquarters in Nashville and 
maintains 


branches in Knoxville 


and Chattanooga. 
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WORTHINGTON RELOCATES 
TWIN-CITIES OFFICE 

As part of a modernization and 
facilities improvement program, 
Worthington Corp. has announced 
a new location for its Twin Cities 
District office, at 807 Thirteenth 
Avenue, South, Minneapolis. 

W. M. Fine, district manager, 
states that the new location near 
Central Minneapolis is only five 
minutes by car from rail depots, 
with ample parking space for cus- 
tomers’ cars. The new offices are 
fully air-conditioned. 


Drying action starts immediately 
when you use Thawzone. The moisture 
problem is PERMANENTLY overcome 
very quickly. 

A cartridge drier usually requires a 
long time to pick up moisture. Only a 
small part of the refrigerant is in con- 
tact with the water-holding material at 
a given time. Meantime, you cannot tell 
whether the unit will freeze-up. 

But Thawzone travels immediately to 
the expansion valve, the receiver, the 
coil, etc. to destroy the moisture. You 
know the unit will not freeze up. Thaw- 
zone is truly a liquid drier . . a patented 
product in a class by itself. No other 
drier has all these features... 


1. Reaches all parts of the unit. 

2. Actually destroys moisture ... not 
a mere antifreeze. 

3. A patented invention . 
copied. 


. . cannot be 


Left: Exposed 8 months to refrigerant 
containing .03% water. 


The system is maintained in a clean, 
corrosion-free condition when Thawzone 
is present. If a mere anti-freeze, regard- 
less of name, were used, the moisture 
would still attack such parts. Ask your 
wholesaler for Thawzone today. 
Highside Chemicals Co., Clifton, N. J. 


SERVEL CHILLERS HELP 
PRESERVE ART TREASURES 

Two 25-ton Servel water chillers 
have been installed as the heart of 
the air conditioning system in 
O’Shaughnessy Hall of Liberal and 
Fine Arts at the University of Notre 
Dame, South Bend, Ind. 

Operated by steam from a central 
power plant, the water chillers pro- 
vide the temperature and humidity 
control necessary to preserve the 
priceless art treasures in five gal- 
leries and in the storage room. 
Zone control is used throughout. 


. No pressure drop possible. 

. Not subject to oil clogging. 

. Neutralizes acids,helps prevent 
corrosion. 

- Helps prevent copperplating. 

. Prevents moisture trouble in new 
units, too. 

. Costs less. On!y about 8¢ per lb. oi 
refrigerant treated. 

. One preduct for all “Freon” and 
methyl units. 

. Only % oz. per lb. of refrigerant 
required. 


PREVENTS 
CORROSION 
OF VALVE 
PLATES, ETC. 


Right: Exposed 17 months to refrigerant 
containing .03% water and1% Thawzone. 


THAWZONE’ 


the Only Product That 
estroys Water... 
and Reaches All of it 
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"it sparkles like a diamond” 


Almost all ice makers accumulate 
impurities from the water supply 
and from the air. Deposits of lime, 
slime and dirt are the result. These 
contaminants not only ruin oper- 
ating efficiencies, but cause such 
common complaints as opaque ice, 
cube lock, slow freezing, offensive 
odors and tastes. 

Ice Machine Cleaner Powder is 
the safe, sure way of cleaning auto- 
matic cube or flake ice machines. 
It is packed in individual 8 oz. 
pliofilm bags. One bag dissolved in 
the water tray or freezing com- 
partment and allowed to circulate 
for a few minutes cures the trou- 


24 


ble. It will not injure the machine 
or its polished surfaces. It is not 
harmful from a health standpoint 
when used as directed. 

“‘Virginia’”’ also distributes two 
other good remedies for sick cool- 
ing towers, ““evaps’’ and condensers. 
One is Solvex Cleaner Tablets and 
Grains,* for thoroughly cleaning 
fouled equipment and reducing high 
head-pressures in a matter of min- 
utes. The other is Solvex Main- 
tenance Tablets and Grains,* for 
preventing accumulations which 
cause the trouble in the first place. 
Both are as reliable as the name 
“Virginia” which is back of them. 
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Ask your wholesaler for these fine 
products, or write Refrigeration 
Division, VIRGINIA SMELTING 
Co., Dept. 64, West Norfolk, Va. 


*Manufactured by the 
Cuemicat Sotvent Co., Birmingham, Ala. 


ESOTOO « KINETIC CHEMICAL’S “FREON” REFRIGERANTS 
V-METH-L © CAN-O-GAS © PERMAGUM e PRESSTITE TAPE 
SOLVEX PRODUCTS © SUNISO REFRIGERATION OILS 


Available in Canada and many other countries 
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MUELLER BRASS CO. 


deluxe drier... the one that 
covers all bases 


THE ONE PROVED BY 3,000,000 IN SERVICE 

Three million Mueller Brass Co. Deluxe Driers have been 
installed in commercial refrigeration systems. The completely 
satisfactory service they have given wherever they have been 
used is certain proof of the thoroughly effective cleaning and 
drying job they do. 


THE ONE WITH THE EXCLUSIVE CONE SCREEN FILTER 

The cone screen filter of Mueller Brass Co. Deluxe Driers is a patented filter-strainer 
unit filled with chemically cleaned pure wool. And the filter area has been increased 
30%, providing a cleaning capacity approximately seven times that of the usual disc. 


Sie Ae! Pee ee 
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THE ONE THAT REALLY REMOVES MOISTURE AND ACIDS 

. - « AND ALWAYS HAS! PA 400 Super Silica Gel, a new, more effective 
desiccant in Mueller Brass Co. Deluxe Driers, provides up to 98% more drying 
capacity. In addition, PA 400 not only removes moisture that may cause 
formation of acids in a system but also removes these acids if they are already 
present prior to the installation of the drier. 


THE HOME OF MUELLER BRASS CO. DELUXE DRIERS . . . the large, modern 
plant in Port Huron, Michigan. Mueller Brass Co. was one of the pioneers in 
the development of reliable refrigeration and air conditioning equipment. 
Complete laboratory, research and manufacturing facilities insure the 
production of valves, driers, fittings and copper tube bends and coils 

to the highest standards of quality. 


Driers Wrot Copper — Liquid Valves Write today for big, new 
and Fittings and Ftiane Indicators Streamline Refrigeration 
Filters Copper Tube tia Products Catalog . . . just 


Se Si. ap released! 
MUELLER BRASS co. PORT HURON 10, MICHIGAN 


Cirele No. 24 on Reader Service Card 
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For year-round home air conditioning 


Which do you prefer- 
constant or 


intermittent fan ? 


Heating-cooling engineers disagree 


onstant or intermittent fan has become the 
C subject of some friendly controversy among 
heating-cooling engineers in the year-round 
residential air-conditioning field. 
Many engineers insist that only constant 
fan controls give satisfaceory performance, while 
others contend that intermittent fan operation 


Intermittent fan advantages 


is preferable. Both sides have good reasons for 
their recommendations (as outlined below). 
But the Honeywell T 830 control system, with 
intermittent or constant fan, offers both you 
and your customers exactly what you want: 
Complete adaptability to best fit the type of 
installation involved. 


1. Relative humidity is reduced and held more constant. Intermittent 


fan operation allows the condensation on the evaporating coils 
g 


to drain, instead of evaporating back into the system. 


2. Fan runs less, cuts down on power bills. 


3. Eliminates customer complaints of fan running without compressor. 


Constant fan advantages 


1. Moving air prevents stagnation, reduces stratification of room air, 
gives maximum cooling. Constant flow of air over the 
thermostat lowers thermostat differential. 


2. Continuous fan keeps cooling equipment noise level constant. 


3. Constant fan provides more even room temperature control, due to 


air movement. Fan can be used for pure circulation or ventilation 


when no cooling is desired. 
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The Honeywell T 830 offers you both! 


New W 203 Control Panel 


Heavy-duty, pre-assembled unit. This sturdily constructed 
heating-cooling control panel gives faultless year-round 
operation. Incorporated accessory terminals for damper 
motors, cooling tower pumps, solenoid valves, refrigeration 
pressure controls. 


New M 828C Damper Motor 


More rugged, more powerful. New, highly-durable, two- 
switch, unidirectional motor, gives increased torque. De- 
livers more power, more positive control in operating 
dampers for by-pass air conditioning system. 
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Backed and serviced by Honeywell’s 


nationwide service organization 


. 


SYSTEM 
wr 


auto 


New T 830 
Heating-cooling Thermostat 


Precision-made, trouble-free. This high-precision heating- 
cooling thermostat gives complete year-round control. 
It has three manual switches. One for heating or cooling. 
One for automatic or constant fan. And one for auto- 
matic thermostat control or positive “‘off.’’ Sturdy bi- 
metal element. Models of the new T 830 are available 
for either heating and single stage cooling, or heating 
and two stage cooling. 


Features finger tip control 


Here’s a precision-built system 
that puts year-round heating and 
cooling control at your custo- 
mers’ finger tips. It’s a system 
that you can feature as the finest in the industry. And 
one that is built to deliver the kind of permanent trouble- 
free performance that means complete satisfaction for 
your customers, with fewer service headaches for you. 


For complete details on the entire Honeywell line of 
air conditioning controls, call your local Honeywell 
office. Or write the home office — Honeywell, Dept. 
CR-9-174, Minneapolis 8, Minnesota. 


Honeywell 
Hi Tit we Controls 


112 OFFICES ACROSS THE NATION 





Timely comments of interest to users of “Freon” refrigerants 


“FREON” REFRIGERANT < 


—.) or REG. U.S. PAT OFF 


Better Things for Better Living 


Re Te 


““Freon’’ is Ou Pont's registered 
trade-mark for its fluorinated 
hydrocarbon refrigerants. 


E. |. du Pont de Nemours & Co. (inc.), “Kinetic” Chemicals Division, Wilmington 98, Delaware. 


Louisville Plant Will Add 
to Production of ‘“FREON-22” 


Cylinders Tested to 
Protect “‘Freon’’ Quality 


Rigid standards governing manufacture 
of Du Pont “‘Freon”’ refrigerants include 
inspecting, testing, cleaning, drying, 
evacuating and repainting cylinders be- 
fore filling. It’s important that these 
cylinders be clean and moisture-free. 
Other quality tests are conducted on 
the raw materials, moisture content and 
purity of ‘‘Freon’’ refrigerants all 
through production. Du Pont has manu- 
factured ‘‘Freon’’ refrigerants to these 
rigorous specifications for 23 years. You 
know you can rely on the quality and 
uniformity of Du Pont “‘Freon”’ refrig- 


erants. 


° 


Ad Campaign Spurs Food-Field Interest 


Today’s food industry could not operate 
without refrigeration. By the same token, 
the food industry is one of the refrigera- 
tion industry’s best customers. That’s 
why Du Pont felt it was important to 
talk up-to-date refrigeration featuring 
“Freon”’ refrigerants in the magazines 
Quick Frozen Foods and Food Engineer- 
ing. 

One of the ads in the series (shown on 
right) describes the modern, safe, effi- 
cient refrigeration system installed in 
the Merchants Terminal Warehouse, 
Landover, Md. The aim of the campaign 
is to impress food management people 
with the importance of carefully planned 
and maintained refrigeration systems 

. using “‘Freon’’ safe refrigerants. 
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INDUSTRY GROWTH MAKES 
NEW PLANT NECESSARY 


This summer has been another 
successful season for the air con- 
ditioning and refrigeration in- 
dustry. Wholesalers and service 
engineers throughout the coun- 
try have contributed to the ex- 
pansion of the industry. 

The growth of the field is re- 
flected in the increased demand 
for Du Pont “Freon’’ refriger- 
ants. This is particularly true of 
“Freon -22’’ monochlorodifluo- 
romethane. As a result of this 
growth Du Pont has planned a 
program that will assure ade- 
quate supplies of ‘“‘Freon’’ re- 
frigerants to the industry as it 
expands. Our new plant to be 
erected at Louisville is part of 
that program, 


CHARLES WIRTH, Sales Manager 


Why they chose ‘Freon’ refrigerants 


USE OF THESE REFRIGERANTS MAKES POSSIBLE EFFICIENT. DIRECT 
EXPANSION SYSTEM WITHOUT FEAR OF FOOD CONTAMINATION 


Circle No. 25 on Reader Service Card 


SEPTEMBER, 1954 ° 


Refrigerant 


New production facilities at Louis- 
ville, Ky., are planned to meet the 
refrigeration industry’s needs for 
Du Pont ‘‘Freon-22” monochlorodi- 
fluoromethane. Construction will be- 
gin this summer, and completion is 
expected by early fall of 1955. The 
new plant will feature the most mod- 
ern open-type construction with cen- 
tral controls. 

The capacity of the plant is based 
on long-range estimates of the need 
for ‘“Freon-22”’ refrigerant. Demand 
for this refrigerant has been increas- 
ing the boom in home air con- 
ditioning and low-temperature in- 
dustrial refrigeration. ‘“‘Freon-22”’ 
refrigerant has become especially im- 
portant because its great refrigera- 
tion capacity allows use of the smaller 
mechanical units necessary for home 
equipment. 


in Refrigeration 


for the modern «~~: Warehouse 


reo Anes SPCR 
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BECAUSE 
PERFORMANCE 


starts | INSIDE 
still another 


AIR CONDITIONER 
MANUFACTURER 
chooses... 


ARROW-HART 


RADICALLY SMALLER SIZE AND WEIGHT . . . than any other 


control on the market. Saves space, leaves more room for other 
operating components. 


folcs SUPERIOR PERFORMANCE AND DEPENDABILITY . . . 
exclusive A-H “Right Angle’ Mechanism utilizes a bell crank 
fulcrum that increases contact pressure allowing a much smaller 
magnet to easily outperform old-fashioned, direct-acting types. 


EASIER TO INSTALL, MAINTAIN . . . Straight-Thru Wiring elim- 


To attain maximum performance in minimum space, The TRANE mates looping, U-bending, saves space and time. All wiring, 
: : ‘ i terminals and contacts are easily accessible from the front. 
Company of La Crosse, Wisconsin, manufacturing engineers of 


7 ae y rl : Smaller starter size leaves more room for wiring and easy access. 
air conditioning, heating, ventilating and heat transfer equip- 


ment, utilizes three Arrow-Hart Type “RA” (Right Angle) RUGGED CONTACTS . . . positively aligned, withstand heavy 
Starters — one Size 2 and two Size 1 — in its new, unique Type inrush loads, assure dependable operation, long life. Individual 
SCE Commercial Self-Contained Air Conditioner. arcing chambers provide fast, complete quenching. 


Build improved electrical performance and dependability into A COMPLETE LINE. . . for all your Motor 
your Air Conditioning and Refrigeration units by starting inside Control needs. 
with Arrow-Hart starters and contactors. WRITE NOW FOR COMPLETE INFORMATION 


ARROW -HART INDUSTRIAL CONTROL DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
103 HAWTHORN STREET, HARTFORD 6, CONN. 


(C0 Send me Free Folder — “Motor Controls for Heating, Ventilating, Air 


‘ s Conditioning”. 

og ee a yey omy Ataate, (CD Send me Free Wiring Device Folder — Big Idea In Air Conditioning For 
Dallas, Detroit, Houston, Indianapolis, Los Angeles, ‘34" — that tells “How” in detail. 

Milwaukee, Minneapolis, New York, Philodelphia, NAME 

Pittsburgh, St. Louis, San Francisco. In Canada: 

Arrow-Hart & Hegeman (Canada) Ltd., Mt. Dennis, POSITION 

Toronto. In England: Arrow Electric Switches, Ltd., 

Ealing, London W5. COMPANY 


Quality MOTOR CONTROLS e¢ WIRING DEVICES CO. ADDRESS 
ENCLOSED SWITCHES e¢ APPLIANCE SWITCHES City ZONE STATE 


sound du Geceweseeesceesesessseeesaasese 


RIAL CONTROL DIVISION 


103 HAWTHORN ST., HARTFORD 6, CONN., U.S.A 


Circle No. 26 on Reader Service Card 
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for more efficient 
refrigeration and 
air conditioning! 
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Cooling water temperature must be right! 

If it’s too low . . . refrigerant head pressure 

drops and compressor capacity goes down. To 

prevent this, the Penn Series 277 Control keeps its 
“finger” in the cooling water. ‘ 


Then ... when ambient temperature drops, humidity is low 
or load varies to lower cooling water temperature, the 
Series 277 controls a bypass valve or fan to maintain 

proper head pressure. Result? More efficient operation 

for commercial refrigeration and air conditioning 


. compressors. 
Drip-proof, 


all-weather Learn more about this Series 277 Control. Get complete 
installation data from your wholesaler or write 

Penn Controls, Inc., Goshen, Indiana. Export Division: 
13 E. 40th Street, New York 16, N. Y., U.S.A. 

In Canada: Penn Controls Limited, 

Toronto, Ontario. 


case with 
non-corrosive 
abrasion-proof, 
power element. 


CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS. ENGINES 
Circle No. 27 on Reader Service Card 
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ROOM AIR CONDITIONER shipments by manufacturers during the first four months of 1954 were 
about 84.8% over the same four months of 1953, reports managing director George S. Jones, Jr. of 
the Air-Conditioning and Refrigeration Institute. A study just completed by ARI shows that about 
795,850 room air conditioning units were shipped by manufacturers during the first four months of 
1954 compared with 430,670 units during the same period of 1953. 


TOTAL SALES OF FOOD FREEZERS in the United States last year were only slightly less than 
during the boom year of 1952, according to figures compiled by the National Electrical Manufacturers 
Association. Based on reports from about 25 manufacturers of home freezers, the number of units 
sold in 1953 was 763,629 or a decrease of about 27,000 units compared with 1952 figures. Last year 
the 12.5 to 17.4 cu. ft. size units continued most popular with the 17.5 to 21.4 cu. ft. size ranking 
second. Upright freezers amounted to 28% of total sales as compared with only 8% in 1952. Ohio 
led in purchases in 1953 while Texas ran a close second. 


HOME AIR CONDITIONING means more than just comfort. It means money savings, too. It has 
been estimated that excessive humidity this year may cause more than $2 billion damage to U. S. 
homes — an average of $40 per home among the nation’s 50 million urban and rural homes. A 
recent study revealed that a 3-ton air conditioner takes 64 quarts of water from the average 6-to-8 
room home per day. Another survey shows that homeowners who installed air conditioning saved 
from $30 to $550 per year in costs of clothing, rugs, furniture and stored articles because indoor 
humidity was decreased and the air was cleaned by filtering. 


BULK MILK COLLECTION has recently been started in Scotland, and comparisons are now being 
studied between this newer method and the. traditional method using milk cans and flat-bed trucks. 
Holding tanks of either 180 or 300 gallons capacity, kept at 40 F by a direct expansion refrigerat- 
ing system, are installed on the 23 farms presently in the bulk milk collection program. The tank 
truck has 1,500 gallons capacity and is not reirigerated, but heavily insulated. Although there is 
much enthusiasm among all those involved in the new plan, the Scottish Milk Board emphasizes that 
all phases of the idea must be studied before future policy is determined. 


DISPELLING THE FEARS that air conditioned areas can be detrimental to people with excess weight, 
research -sponsored by the American Society of Heating & Ventilating Engineers and the United 
States Public Health Service in cooperation with the Illinois College of Medicine has revealed that 
there is definitely no unfavorable reaction when people with abnormalities in regulation of body 
temperature undergo sudden climatic variation. Also proven was that abrupt change from hot to 
comfortable atmospheres and back again caused no shock sensation detrimental to the health of 
any subject. 


FROZEN "PACKAGED" MEALS apparently are achieving popularity after several false starts. It is 
estimated that close to 5 million frozen complete dinners will be sold this year, for a total sales 
volume of about $4.5 millions. Several types of frozen dinners are now available, turkey, Swiss steak 
and roast beef being most popular. Best customers, according to surveys, are smaller families, or 
couples where the wife is also working. With the growth of this new frozen product, new low tem- 
perature display space will be needed in many food stores. 
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SALESMEN 


Accent on Youth 


¢¢¢ ‘ATCH ’em young, train ‘em right— and get 

your money's worth out of them as they go 
along.” That’s the key to the admittedly experimental 
program of recruiting new salesmen which has been 
launched by Cable-Wiedemer, Inc., commercial refrig- 
eration distributor in Rochester, N. Y. 

Cable-Wiedemer is an old, established firm, and 
most of its salesmen have been with the organization for 
a considerable number of years. Recently, however, in 
attempting to augment its sales staff, the company’s 
management has undergone a series of bitter disappoint- 
ments in trying to hire experienced salesmen from 
other fields. For one reason or another, these men 
simply didn’t seem to pan out. 

It was these unfortunate experiences which deter- 
mined George Wiedemer, president of the firm and 
also Ist vice president of the National Commercial Re- 
frigerator Sales Association, to try a new tack in his 
policy of hiring new salesmen by placing the accent on 
youth and establishing a full-fledged three-year sales 
apprentice program. 

To get this new program under way, Wiedemer has 
decided to try his hand at hiring young men fresh out 
of high school — youths who obviously have had no 
sales experience, but who evidence a definite desire to 
become proficient in this field. He then plans to sub- 
ject these young men to a practical three-year training 
program involving active employment in various de- 
partments of the organization, thus giving them a solid 
grounding in every phase of the firm’s business. 

Wiedemer freely admits that finding just the right 
applicants is not an easy matter, for he makes every 
effort to thoroughly qualify them first, before putting 
them on the payroll. To this end, he works closely with 
the placement service of the local school board and 
with the state employment service, both of which aid 
in the initial screening. 

Once a young man has been recommended by either 
of these agencies, Wiedemer then interviews him ex- 
haustively in order to determine as nearly as possible 


George Wiedemer interviews a young pros- 


pect for his firm's new program of apprentice 


training for salesmen . . . 


ee 


. - » you'll get your hands dirty, but 
youll learn salesmanship the way 
salesmanship should be learned — 
from the ground up!” 


his aptitude and qualifications for the sales apprentice 
program. 

He inquires into the applicant’s long-range plans to 
find out whether he really is interested in making a 
career out of this type of work, or looks on it merely 
as a stepping stone to something else. He even goes so 
far as to meet with the boy’s parents to outline the 
training program to them and obtain their approval, 
for he feels that if the boy has the backing and encour- 
agement of his family he will be more apt to complete 
his apprenticeship and develop into a good salesman. 

The three-year training program shapes up like this. 
For the first year the new apprentice works as a regular 
employee in the stock and shipping room; during the 
second year he works strictly with the delivery and 
installation crews; at the beginning of the third year, 
if he has shown satisfactory progress, he moves into 
the company’s display room as a floor salesman. 


32 SEPTEMBER, 1954 *© COMMERCIAL REFRIGERATION 





At the end of this three-year period, Wiedemer feels, 
the trainee should be ready to take on a territory and 
cut his teeth on regular outside selling. 

This whole program is carefully outlined in detail 
during the initial interview, so that the apprentice will 
know exactly where he is going and what to expect at 
each stage of the game, both from the standpoint of 
responsibilities and remuneration. 

While he clearly points out the opportunities offered 
by this training program and its ultimate goal of com- 
mercial refrigerator salesmanship, Wiedemer makes no 
attempt to glamorize the deal. He makes certain each 
applicant understands that the training period will in- 
volve good hard work, and that the payoff is a long way 
away. “You'll get your hands dirty,” he tells him, 
“but you'll learn salesmanship the way it should be 
learned — from the ground up!” 

This is no idle statement, for George Wiedemer 
knows from his own personal experience the value of 
this type of training. He did all these things himself 
as he was brought up “the hard way” in the business 
which his father founded, and today, as head of the 


oe 


... you'll spend your first year here 
in the stock and shipping department, 
learning all about the types of equip- 
ment we handle.” 


firm, he doesn’t regret a minute of that thoroughgoing 

The aim of the whole program is to give each ap- 
prentice not only a solid grounding in the fundamentals 
of salesmanship, but also a thorough knowledge of 
those other phases of the company’s operations which 
a salesman must comprehend if he is to operate most 
effectively. 

That’s why, during his first year with the firm, the 
apprentice is assigned to work in the stock and shipping 


department. Here he handles incoming shipments of 
equipment and supplies and refills stock bins as needed. 
He puts up orders and possibly helps out on the supply 
delivery truck. This experience gives him a first-hand 
knowledge of all the types of equipment, parts, and 
supplies handled by the company, so that he learns the 
proper nomenclature and comes to know what suppliers 


Continued on page 46 
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“, . . during your second year you'll 
work on delivery and installation, to 
become familiar with the problems 
in this part of the business.” 


“. .. youll get your first taste of 
actual selling in your third year, which 
you will spend as a floor salesman, 
converting lookers into buyers.” 


“. . . at the end of this three-year ap- 
prentice program you shoud be ready 
to take this briefcase and ‘hit the 
road’ as a full-fledged salesman.” 
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PINPOINTING PRODUCT INFORMATION by showing specific equipment applications, C.S. White, head of 


Modernized Equipment Co., makes a point to his salesmen as J. J. Kelly, vice president, operates the projector. 


SPECIAL CABINET for storing and 
using all visual training materials was 
designed by White and built in the dis- 
tributing firm's own shop. Mounied on 
casters for complete mobility, this cabi- 
net measures 48" long, 24"° wide, and 
37" high. Top surface of the cabinet is 
used as a projection stand, while sep- 
arate storage compartments are pro- 
vided as follows: 


Conveniently divided space 
for the storage of phonograph 
records which accompany the 
slide films used for training 
purposes. 


Drawer for the storage of 
carefully filed film strips and 
full-color slides. 


Open storage space to house 
both the slide projector and 
the slide film projector with 
sound attachment. 


Separate compartment, equip- 
ped with sliding doors, for the 
storage of sales literature and 
other materials used in con- 
junction with the visual sales 
training programs. 
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HOW TO 


(Gn: 


SALESMEN 


SEEING LEADS TO SELLING 


6éPPXODAY’S selling of commercial refrigeration 

equipment is not a nuts-and-bolts business. It is 
built on a merchandising and profit story for the 
customer, not on the 


equipment. 


features of the 
Visual training of a distributor’s sales 
force is ideally suited to this purpose.” 


mechanical 


That’s the simple, straightforward explanation offered 
by C. S. White, president of Modernized Equipment 
Co., when asked why he has made such an investment 
in time and money to develop an integrated program 
of visual sales training for his salesmen. White’s firm, 
one of the leading distributors of commercial refrigera- 
tion equipment in Cincinnati, Ohio, maintains a 9-man 
sales organization. 

To tutor this group in the fine points of how the 
equipment which they sell can best be adapted to their 
customers’ needs, White has spent more than $500 on 
photographic and projection equipment, and has de- 
signed a special cabinet to house it and also to serve 
as a projection stand. 

White’s equipment consists of a 2.x 2-inch slide 
projector, a 35-mm slide film projector with provision 
for playing accompanying phonograph records as a 
sound track, and a 40 x 40-inch tripod-type projection 
screen. A stereo camera and viewer completes the 
firm’s visual sales training layout. 


Equipment Gets Regular Use 


Some part of this rather elaborate visual training 
setup is put into use each Saturday morning during 
the company’s weekly sales meeting. Such training, 
White points out, offers many advantages. 

Most important, it enables the distributor to pinpoint 
for his salesmen the manufacturer’s generalized product 
information by adapting it to specific installations. 
Also, it holds the attention of the salesmen much better 
than other forms of presentation. Furthermore, it 
provides a definite outline for a carefully planned 
sales meeting. 
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The slide film projector, with the sound attachment, 
is used to present factory-prepared training material or 
various types of institutionalized slide films, both in 
black-and-white and color, available from other sources. 

The slide projector is used to show full-color pictures 
of actual installations featuring pieces of equipment 
sold by Modernized Equipment Co. Some manufac- 
turers also provide color slides of other outstanding 
installations throughout the country. 

All of these can be used to show the salesmen how 
specific problems can be handled through the use of 
certain types of equipment or the application of certain 
tricks of store planning. 

The stereo camera and viewer are used in a similar 
manner, and provide the added impact of 3-dimensional 
quality to all views shown. 


Important as a Sales Tool, Too 


In addition to their sales training uses. all of this 
visual equipment is frequently made to “double in 
brass” by being employed as the sales clincher on 
actual customers. 

That, in fact, is one of the primary reasons why 
White designed and constructed the special cabinet to 
keep all of the visual presentation materials together. 
and mounted this cabinet on casters so that it could 
be readily moved from place to place. In this way, 
the projection equipment can be swung into action in 
a matter of minutes in order to graphically demonstrate 
to a customer the points which the salesman has been 
making verbally. 

And for those customers who can’t or don’t come to 
the store, the stereo camera and viewer are always 
available for on-the-spot selling. 

What does White think of the effectiveness of this 
intensive visual sales training program after having 
used it for a considerable period of time? His answer is 
emphatic. “I'd hate to have to get along without it! 
It does far more than pay its own way!” 
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To help balance out sales — and salesmen's income — 
throughout the whole year, this distributor uses 


a plan that is designed to... 


a 
SALESMEN 


~ the ante in the off season 


ROVIDING salesmen with a 
compensation plan that helps 
them make more money during the 
seasons when selling is usually the 
toughest is the system that was 
started this year by Humphreys, 
Inc., Tyler commercial refrigerator 
distributor in New Hampshire and 
Vermont. H. E. Humphreys, presi- 
dent, says that the new system seems 
to be working out very well so far 
but he believes that it should be 
operated for a full year before 
making any final judgment as to its 
worth as compared to other plans. 
There are two principal elements 
to the compensation plan: 

1. Salesmen (the company has 
eight of them) are paid a base mini- 
mum wage (nota drawing account) 
of $50 a week. In addition. each 
salesman is paid a commission 
based on his accumulated sales 
volume. 

2. Each salesman is furnished a 
new car each year. The company 
pays all expenses for operation of 
the car. and the salesman is per- 
mitted to keep it for reasonable 
personal use. 

In addition to his $50 base salary, 
each salesman is paid an additional 
commission depending upon his ac- 
cumulated sales volume. The rate 
of commission is based on the fol- 
lowing schedule: 
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2% on all sales up to $40,000 
accumulated volume. 

3% on sales from $40,000 to 
$60.000 accumulated volume. 

4% on sales from $60,000 to 
$80.000 accumulated volume. 

5% on sales from $80,000 to 
$100.000 accumulated volume. 

6% on sales over $100,000 ac- 
cumulated volume. 

“If a salesman sold nothing dur- 
ing a certain week,” Humphreys ex- 
plains, “he would receive $50 
salary, plus the use of the car. 


Commission Rate Grows 


“If his sales amounted to $1,000 
during the week, he would receive 
$50 plus $20 (2% of $1,000), or 
$70, plus the use of the car. Ac- 
cumulated sales totals are kept, so 
that, when a salesman’s total volume 
in the fiscal year passes the $40,000 
point, his commission increases 
from 2% to 3%, and so on. 

“Our fiscal year coincides with 
the calendar year,’ Humphreys 
points out, “and since the possibili- 
ties for commissions increase pro- 
gressively with total sales volume, 
they can reach their highest point 
during the last quarter, when we are 
most in need of sales.” 

It is this time of year, also, when 
sales are considerably less easy to 
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close — so it works out beneficially 
for the salesman as well as for the 
distributor. 

“By supplying the salesmen with 
automobiles, we hope to overcome 
the difficulty salesmen seem to have 
in controlling their car expense,” 
Humphreys continues. “We also are 
trying to encourage our salesmen 
to give closer attention to possible 
accounts they may otherwise be in- 
clined to neglect because of the 
distances from our home office. 

“Our territory is roughly 200 
miles long and 150 miles wide 
we cover the entire states of New 
Hampshire and Vermont in order 
to obtain adequate sales volume (we 
run between $500,000 and $750,000 
a year). Also, our territory con- 
tains many mountains, so it’s not 
always convenient for the salesmen 
to get into the far corners of their 
particular territories. However, with 
all car expense bills ‘on the house’ 
so to speak, there’s no reason why 
all prospects shouldn't be seen 
fairly regularly. 

“We furnish our men with a new 
car each year. The cars we've been 
using are 6-cylinder. two-door Ford 
sedans, equipped with heater and 
defroster. This is minus any luxury 
equipment a man might buy for a 
car he personally owned, but it’s 
satisfactory for our purposes and 
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we haven’t had any complaints from 
the men who drive them. 

“Our ‘wage plus bonus’ plan is 
an effort to assure every salesman 
a definite sum each payday, and 
provide an incentive to make as 
many sales as he can. So far, it 
seems to be working fairly well — 
but it will take a full year’s ex- 
perience to prove the plan for all 
seasons. 

“In addition to commercial re- 
frigeration equipment, we also dis- 
tribute food service equipment to 
hotels, restaurants, etc. This divi- 
sion is supervised by our merchan- 
dising manager.” 


How Paydays Differ 


Under the Humphreys plan, 
salaries are paid weekly and com- 
mission compensation is computed 
at the end of each month. Com- 
missions are computed only on sales 
which have been installed or de- 
livered; conditional sales contracts 
and down payments must be in be- 
fore commissions become payable. 
Commission checks are paid on the 
10th of the following month. Re- 
possessions and returned merchan- 
dise are charged back at the rate 
of commissions paid at the time of 
sale. 

Following are the rules govern- 


ing sales: 


Rules Governing Sales 


1. Territory assignments remain 
the same, but are subject to change 
at any time. 

2. Each salesman continues to 
specialize in the lines he is now 
selling. 

3. Salesmen are allowed to sell 
everything the company handles 
and get credit for each sale they 
bring in. 

In the interests of fair play, re- 
frigeration salesmen are encour- 
aged to avoid selling hotel and 
restaurant equipment wherever pos- 
sible; also hotel and _ restaurant 
salesmen are asked not to contact 
grocery stores, markets, etc. 

1. Disputes regarding the above 
are ruled on by the sales manager 
and his ruling is final, 

5. Sales made out of a salesman’s 
territory are discussed with the 
other salesman and sales manager 


Continued on page 50 


The industry’s No. 1 problem: SALESMEN 


by Paul Allen, owner 
Paul Allen Refrigeration Co. 
Little Rock, Ark. 


HOW TO 


, 


UR best men have come up through the 

organization. By this | mean young men 
introduced to the business through office work 
and trained through natural contact with 
customers on our salesroom floor. We also 
have used local employment agencies which I think are very capable 
in screening men so that we will have sent to us men who want this 
work and who have some suitable background for it. The agencies 
help eliminate the interviewing of a large number of applicants, which 
is impossible in a small company with no personnel department. 


SALESMEN 


HOW TO 


Ln): 


‘SALESMEN 


EN brought up through our regular 

channels get training automatically, 
but I shave found that a good course in sales- 
manship, such as that offered by the Dale 
Carnegie Institute or local success schools 
helps bring out and develop the best sales personality, which seems 
the most important part of the selling job. Training in store planning 
problems is of the utmost importance so that salesmen will have a 
sounder basis for the presentation of the equipment they sell. They 
must be well acquainted with the uses of the product and its function 
as a profit-maker for the customer. Our factory’s sales promotion de- 
partment is relied upon to furnish us this data, and our salesmen are 
trained to make use of it. 


HOW TO 


' 
‘ HERE is only one answer to this ques- 
‘ 


tion: Make them make money. A sales- 
man not making the proper income is a detri- 
ment to any organization. Therefore, it is 
necessary that management see to it that these 
men produce sufficient volume, rather than furnishing obstacles or 
hindrances for them. Our job is to give these salesmen plenty of 
merchandise to sell for which there is sufficient demand, and make it 
possible for them to be on an equal basis with the competition. They 
should be given sufficient closed territory which will let them reap the 
benefits from any efforts made. We see that they get cooperation from 
our advertising department by furnishing them with a good supply of 
ready-made prospects. | am a great believer in the “Saturday Morning 
Sales Meeting” held every week so that any problems can be discussed 
and all the “gripes” aired. These contacts keep the sales manager 
currently posted on what is happening before he loses some good men. 


a ~~ 
SALESMEN 


37 





SHERER 
NO-GLASS-FRONT 
CASES 


help customers 
help themselves 


It's the greatest advance in re- 
frigerated display case design 
Model 38 10 in years. The front glass is 
SELF-SERVICE : 
FROZEN FOOD gone in these all-new Sherer 
MERCHANDISER cases. Merchandise is at shop- 
Exterior matches 3910C and 4010C. Full ten feet long. Interior ping cart level, easier to see, 


finished in sparkling white Nubelite. Interior shelf sections form easier to reach. Sure to in- 


floor of display section, are metal, insulated sandwich-type con- crease impulse sales! You save 
struction. Pe ‘ . 
too while increasing sales with 


the patented “Sherer RA-15 coil- 
ing ... the system that uses 
cooled air over and over — 
cutting operating costs to the 
bone. *Patent No. 2630684 


Choice of Canopies 


STAINLESS STEEL CAP 
(No superstructure) makes 
41” overall height. 


LOW SUPERSTRUCTURE 
— Fixed mirror type. 59” 
Model UL4010C high overall. 


OPEN PRODUCE 


DISPLAY CASE HIGH SUPERSTRUCTURE 
Ten full feet of self-serve merchandising. Exterior appointments — Saang mirror type. 
match 3910C. Display well finished in light green Nubelite. Front See. eee 


: “bs Superstructures equipped 
merchandise level only 36” high. ail, uctheebins Geameneet 


lights. 


Write today for complete information 
and specifications. 


SHERER-GILLETT CO. 
Marshall, Michigan 


‘SELF-SERVICE SHERER 
MEAT CASE 


A ten foot case with gleaming white Nubelite hi-baked enamel fin- : Bx 
ish, trimmed in stain-proof easy cleaning aluminum, with square- PUPP (CIee> (id Tea) eter Maleate little) 
embossed aluminum air deflector in pastel blue finish. Convenient 

36” front selling level height. 
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SALESMEN 


THE RIGHT MAN for that refrigeration 
sales job is easier to pick if you know 
what questions to ask. Here is a sug- 


gested outline for the first 


interview 


with would-be salesmen. 


10 Steps to Successful Sales 


Ll there a “secret formula” involved in attracting 


and keeping — competent commercial refrigeration 
salesmen? A quick cure-all for solving the problems of 
salesmen selection? 

Definitely not, says William J. Stelpflug, president of 
Hussmann Refrigeration, Inc., whose firm can lay claim 
to a notably low rate of salesman turn-over. 

“It boils down to selecting the right man.” Stelpflug 
points out. “And that means that the biggest improve- 
ment we all can make toward attaining the goal of get- 
ting better salesmen is to take more time selecting them.” 

Salesmen, as a whole, fall into three broad classes 
good ones. “medium” ones, and bad ones, he feels. The 
good ones and the bad ones aren’t much of a problem, 


iring 


because their respective assets and liabilities become 
quickly obvious. 

“It’s the ‘medium’ man that you've got to take some 
time with,” he says, “because he usually looks just 
good enough to make you believe that if you stay with 
him long enough he'll make the grade. That kind of a 
salesman can cost you real money if you guess wrong.” 

The 10-point program that Stelpflug advocates for 
hiring salesmen is based on the premise that the more 
you know about a man before you hire him, the better 
off both you and the potential salesman will be in the 
future. The provisions can be applied by any sales 
manager. he believes, and they'll go a long way toward 
reducing salesman turn-over. The 10 points: 


4, Get as many prospects for the 
job as possible before you begin to 
screen them. 

2, Qualify the applicants by a 
set of minimum standards you uave 
for the particular job (such as age, 
availability for travel, etc.) Several 
applicants will drop out at this stage. 


and AIR CONDITIONING °* 


Carefully check the written 
applications of the remaining ap- 
plicants — “they give you a flash 
of the man’s life history.” Make 
sure the applications contain no 
missing links. Follow up the more 
promising men with telephone con- 
tacts to former employers. 
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4, A personal interview, by a 
man “old enough to win the appli- 
cant’s confidence and wise enough 
to know how to handle an inter- 
view.” The interview should bring 
out such points as appearance, avail- 
ability, education, general intelli- 

Continued on page 112 
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SALESMEN 


“Our 
Best 


Salesman Is Service” 


66 
Or: R best salesman is our rep- 


utation for good service,” says 
Jess Baker, of Baker & Hauser. 
McCray refrigerator distributor of 
Peoria, Ill. 

Not that Baker doesn’t think 
highly of his two commercial re- 
frigerator salesmen. He rates them 
as good as they come. But he as- 
serts—and his salesmen agree with 
him, in principle at least—that hav- 
ing a reputation as a first-rate serv- 
icing organization has made sell- 
ing new refrigeration equipment a 
whole lot easier for them than it 
otherwise would have been. 

Baker & Hauser’s emphasis on its 
service reputation stems from the 
fact that it was strictly a servicing 
company to begin with. Both part- 
ners are expert refrigeration me- 
chanics and keep a hand in that end 
of the business right along. The 
sales activity came as a later de- 
velopment, and its importance in 
the over-all picture is fully recog- 
nized; but not at the expense of 
service. 

Baker has general responsibility 
for the company’s sales activities, 


40 


and his ideas on how to manage 
this end of the business may be 
summed up about as follows: 

1. Get experienced men to do 
your selling. Preferably, they 
should be men with some measure 
of financial independence, who 
don’t need 
week. 


“eatin? money” every 


2. Pay your salesmen well—as 
well as you can afford. At Baker & 
Hauser the salesmen are, in effect, 
in business for themselves. 


Pay Is Important 


3. Operate with a minimum of 
supervision, but be ready to help 
close sales whenever you're needed. 
Don’t restrict territories, and allow 
full commissions on all sales, with- 
out any restrictions. 

1. Once you've established your 
scale of compensation, don’t cut it 
down. Let your salesmen make 
plenty, if they earn it. You'll make 
more money, if they make more. 
Salesmen who are well paid spend 
their time selling equipment—not 
looking around for better jobs. 
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Going back to the first point, 
both of the Baker & Hauser sales- 
men are men of wide experience 
in refrigeration. One of them, Har- 
old Studyvin, was formerly head 
of a distributorship for another 
manufacturer, and the other, E. A. 
Bardelmeier, was for several years 
one of the top salesmen for still 
another refrigeration concern. Be- 
sides knowing refrigeration, these 
men know the food business inti- 
mately at the retail level 
pects listen to what they have to 


so pros- 


say. 

Besides being able to tell pros- 
pective customers things to help 
them operate their businesses better, 
Baker & Hauser men also make ef- 
fective use of model store plans. 
Being able to show the customer 
where the equipment will work 
best into his store scheme not only 
helps close the sale, Baker says; it 
also helps sell additional pieces 
that fit into the complete store plan. 

“Once a food store operator sees 
a plan of his store layout”, Baker 
says, “it seems to give him ideas. 
Where before he was trying to im- 
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POINT OF SALE of $35,000 in commer- 
cial refrigeration units to a Peoria food 
market in a soon-to-be-opened shopping 
center is indicated by Jess Baker. The 
man who made the sale, E.A. Bardel- 
meier, is at left; seated is Art Hari, office 
manager. 


rn EL 


agine things as they would be, now 
he can really ‘see’ what they'll be 
like. It’s one of the best sales closers 
we can use.” 

As has already been noted, both 
of the Baker & Hauser salesmen are 
men of experience. Also, both of 
them are men who have been mak- 
ing good money, so they don’t face 
the problem of having to make 
quick sales to pay the week’s gro- 
cery bill. Both men understand 
thoroughly about costs, and profits; 
that is where their long experience 
in the business is valuable. The men 
work on a strict commission basis. 
and pay their own traveling, en- 
tertainment and other expenses. 


Net Profit Is the Key 


The salesmen are paid a com- 
mission of 33-1/3% based on the 
net profit; selling price does not 
enter into the figuring at all. This 
arrangement, the company finds, 
works out most satisfactorily all 
around. It makes for profitable 
deals—for if there is a relatively 
low profit, the sales commission 
reflects it. By the same token, the 
salesmen can be realistic in their 
handling of any particular sales 
situation. 

In effect, the arrangement puts 
the salesmen in business for them- 
selves. They virtually decide for 


themselves their earnings on any 
individual sale; and there is seldom 
a basis for argument as to fair and 
equitable treatment on the com- 
pany’s part. 


In the matter of used equipment. 
this is carried by the company at 
its net cost figure. There is no 
“watering” of price, because every- 
body concerned knows what they 
all have in it. Pricing of used re- 
frigeration equipment is realistic— 
the principal idea being to move it 
out of stock just as quickly as pos- 
sible. 

Sales territories don’t exist in 
the Baker & Hauser system. Every- 


ge 
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The industry's No. 1 problem: SALESMEN 


by Philip W. Herman, general manager 
Allied Store Equipment Co. 
Minneapolis, Minn. 


HOW TO 


ECAUSE our industry is so closely asso- 

ciated with the food industry, we have 
found that we have had the best luck in look- 
ing to that industry as a source of good sales- 
men. Some 90% of our men at the present 
time had previously been associated with the food industry in one way 
or another, such as food store proprietor, meat cutter for both whole- 
sale and retail operations, supervisor for wholesale grocer, warehouse 
operator, driver of milk truck calling exclusively on food store oper- 
ators, and salesman for frozen food packer. Some of these men came 
to us through employment agencies, others were referred to us by 
customers, and still others were contacted at one time or another in 
their previous lines of endeaver. Before a man is hired, a thorough 
screening job is done, in interviews not only with the man but also 
with his family. We do this in an attempt to ascertain whether or not 
the entire family would be in accord with the type of job under con: 
templation. After that, we give the man an aptitude test that is specif- 
ically slanted toward our business. Then, providing everything is 
satisfactory, we hire him. 


SALESMEN 


HOW TO 


NCE the man has been hired, we orient 
w him in the organization by having him 
spend time in each separate department — as 
SALESMEN aa stock man in the shipping department, in 
the supply department, in the service depart- 
ment, and in the office, working with the different department heads 
before we even begin to give him instructions in our complete line of 
products. This normally takes a week to 10 days. Then the format 
training period is begun in regard to the products, with each depart- 
ment head thoroughly acquainting the new man with all of the items 
handled by that department. This phase of the program takes another 
week to 10 days. Next, the man is sent out into the territory with 
other men, making calls with them so that he may become acquainted 
with the policies and programs of our company. After a week of this, 
the man is brought back into the office where any questions are an- 
swered and any problems straightened out. Then he is sent back out 
into the territory for another week. Following this second week, the 
general manager of our company usually will arrange to spend a week 
or so working with the new man in the territory, pushing doorbells. 
This method seems to get the men moving along the right track. 
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fe Hn AY RADIO is being con- 
sidered by an increasing num- 
ber of refrigeration and air condi- 
tioning service and installation or- 
ganizations as a means of getting 
more and better work 
done more quickly and efficiently 
by their present servicing staff. 

To the 


service department 


work 


company president or 


head who is 
presently pondering this problem, 
several questions occur: 


Will the 


work tor 


radio 
Will it improve 
the efficiency of his service set-up ? 
Will it “down time” of 
customers’ equipment? Will it save 
money ? 


two-way system 


him? 

reduce the 
Here are some interesting figures 

compiled by the Coca-Cola Bottling 


Co. of Baltimore, which last Septem- 
ber began experimenting with two- 


42 


way radio on five trucks in its bev- 
erage cooler service department. In 
January of this year the system was 
extended to all 25 of the company s 
mobile units. From a central control 
station at the plant, the dispatcher 
with all 
vehicles and routes them from out- 
let té outlet as calls come in. 


maintains contact service 


In answer to the questions asked 
earlier, here are operational statis- 
tics from this company’s service 
department: 

The average service time per call 
has been cut from nearly 44 
utes to 36 minutes... 


min- 


Average travel time per call has 
come down from nearly 3 miles to 
2.5 miles... 

Calls per man per day have in- 
creased from 7.5 to an average of 
9 —which, in a service organiza- 
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Radio Control 
of Trucks Eases 
Service Load 


(eee eee eee ee eB ee ee ee ee eee ee ee eee 


IN THE CAB of the truck the driver 
communicates with the central con- 
trol station by using the dashboard 
microphone. The speaker is mounted 
just under the dash (below), while 
the compact 39-pound unit (left) is 
fastened by four bolts to the rear of 
the truck cab. 


tion averaging 20 service salesmen 
in the field daily, means that radio 
control has given the company 30 
additional calls per day with the 
number of 
equivalent of four extra men and 
trucks per day. 

Plant Manager Erroll Eckford, 
Superintendent Ed Weber and Serv- 
ice Manager Bill Bond cite addi- 


same men or the 


tional advantages of the new system 
over the old: among them, reduc- 
tion in paper work, improvement of 
outlet goodwill, quick resumption 
of sales, and some very definite 
psychological angles. 

To get the real picture on the 
company s radio control it’s neces- 
sary to know something of the 
cooler service setup as a whole. 

Every cooler in the territory has 


its own card in the central files of 
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the service department. Every card 
carries all the essential information 
on the cooler: Its ownership, its 
location, its repair history, every- 
thing. 

A simplified “code” of break- 
downs identifies any cooler casualty 
easily and quickly identified, with- 
out going to a lot of words. Code 1, 
for example, means refrigeration 
trouble. Code 3 means dispensing 
trouble. And so on. There are 
seven classifications that cover 
everything. 

When radio came along, it was a 
comparatively simple matter to 
move these files into the control 
room and thus have the whole 
setup within arm’s reach of the dis- 
patcher who is the nerve center of 
the entire operation. 


Here's How It Works 


To see how the operation works, 
let’s take Service Salesman No. 5 
and go with him as he starts a day 
doctoring the coolers of the town. 
He goes by number, rather than by 
name, because it’s simpler to con- 
tact him that way. 


IN THE CONTROL ROOM, the dispatcher directs all operations. 
The switch panel at his left operates the light pane! in front of 
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When Service Salesman No. 5 
came in last night he checked in 
with radio control and read off his 
mileage. The dispatcher recorded 
it on the master control sheet, and 
knows where No. 5 is starting from 
this morning. 

No. 5 comes in at 7 a.m. and 
draws his first assignment — a serv- 
ice order that gives the name and 
address of his call, plus what infor- 
mation is available on the trouble. 
Note that he starts out with only 
one call—no matter how many 
calls are piled up in the control 
room. (He'll be routed to the others 
in due time). 

No. 5 rolls out of the garage and 
picks up his dashboard microphone. 
“No. 5 in service,” he transmits. 
“Okay 5,” says the dispatcher, and 
he’s on his way. Now the dispatcher 
puts a copy of the service order in 
a slot, and with a map of the city 
right in front of the panel he knows 
exactly where No. 5 is — and like- 
wise all the others. 

So No. 5 rolls up to the outlet. He 
picks up his mike again. “This is 5. 
Qut of service.” That means he’s 
leaving his truck (and radio) to go 


t 
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inside the outlet. Control acknowl- 
edges and notes the situation on a 
board. 

No. 5 fixes the cooler. He comes 
back to his truck and reports in. 
“This is 5, back in service.” Then 
he reports what he did, about like 
this: “Cooler No. A-63, Code 9.” 


Saves Travel Time 


Those few words tell the dis- 
patcher all he needs to know for 
the record. He has the number, the 
address, the ownership of the cooler. 
And he knows what was done to it: 
A jackpot trouble was fixed. 

Now the dispatcher gives No. 5 
another assignment — usually a 
cooler in the same neighborhood. 
And that’s where the time and mile- 
age are saved. 


Sometimes the service salesman 
will reach a location and find he 
needs something he doesn’t carry. 


He radios in, and the nearest super- 
visor (there’s one for every 10 
Service men) drops by with the 
needed part from a compressor 
to a complete carrier assembly. It 

Continued on page 48 


him to keep track of calls from the various trucks. The wall mounted 
microphone leaves both hands and desk top free for paper work. 





Daily Follow-Up Is Key To 


THE F. D. STELLA PRODUCTS CO. 
4011 Fenkell Detroit 38, Mich. 
SERVICE DEPARTMENT RECORD 


a CUSTOMER'S BUSINESS NAME 
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Proper Service Records 
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HE Service Department Record 
fills a vital need in our organi- 
zation. You will note that one is 
prepared daily, and that a code 
clearly indicates whether the serv- 
ice call in question is a warranty 
call, a C.O.D., or a charge call. 
One particularly important point 
is that the telephone number of the 
customer is always passed on to the 
serviceman. At the end of each day, 
all service requests not honored are 
called by telephone so that the 
customer may be advised when to 
expect service on the following day. 
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The industry’s No. 1 problem: SALESMEN 


by L. D. Gale, president 
Warren Mfg. Co., Inc. 
Beaumont, Tex. 


HOW TO 


: : OW and where to find good salesmen? 
‘ i There is no certain place. First-class 
- ww commercial refrigerator salesmen come off a 
SALESMEN bread truck, or a milk route, or off a good 
car lot. A good salesman may be a college 
graduate; or, perhaps he is a man who has obtained his learning the 
hard way. Perhaps one of the very best places to find them now is 
among men who have been selling meats or groceries. We name these 
only as examples — because we know that it takes the type of man who 
is willing to work and call on a good many people to be a successful 
sales representative of a commercial refrigerator company. 


HOW TO 


t O man should be allowed to start calling 
' ' on customers in the commercial refrig- 
— ‘™ erator business until he has had reasonably 
SALESMEN = 2°°¢ training, not only from the technical 
aspects, but from company policies as well. 
That training must first include a knowledge of the company and its 
history, a knowledge of company personnel, then a complete knowledge 
of the products to be sold. Whenever possible, a new sales representa- 
tive should be allowed to work with one of the older men in the organi- 
zation for as long a period as is reasonable. A sales school should be 
held at least twice a year, but close contacts, at least weekly, should 
be had with each sales representative. 


HOW TO 


: 5 ems is very simple—let them make 

‘ money, and they won't leave. In addition, 

a of course, a man must be treated with respect, 
SALESMEN and his opinions must be held in high regard. 
If the structure of the company permits, no 

man should be strictly on commission or a profit-sharing basis, but 
should be given some reasonable salary over and above commission 
or other methods of payment. This gives him self-confidence, and 
assures him that the company is 100 percent behind him. One of the 
most important factors in solving the “salesman problem”, we have 
found, is to take your salesmen into your confidence, let them know 
costs and profit structures, keep no secrets from them, If you do this, 


you will keep your good men — if they are men with real ability to 
start with. 


ACCENT ON YOUTH... 


Continued from page 33 


sell what equipment to Cable-Wied- 
emer. 

During his second year, working 
in the delivery and installation de- 
partment, the apprentice will aid 
the crews in setting equipment in 
the customers’ establishments, un- 
crating it, leveling it, and running 
the necessary refrigerant and water 
lines. This will familiarize the 
trainee with all of the many and 
varied mechanical problems which 
are an important factor in virtually 
every installation of commercial re- 
frigeration equipment, and which 
all too few salesmen really under- 
stand. 


Sales Training Starts 


When he goes on the sales floor 
during the third year of his ap- 
prenticeship, the trainee will get his 
first real taste of merchandising 
problems as he handles sales of the 
various items of equipment and sup- 
plies to customers who come to the 
store to shop around. Here he will 
learn to properly evaluate customers 
and their willingness to buy, to 
answer sales arguments as they arise, 
and in general to acquire the fine art 
of turning prospects into customers. 


“Home Work" Is Added 


While the company’s manage- 
ment plans to keep a close eye on 
these apprentices all along the 
route, the most intensive supervi- 
sion will come during the third and 
final year of the program when the 
trainee is serving as a floor sales- 
man. During this period the firm’s 
executives will impart to the ap- 
prentice as much as they can of 
their own hard-earned sales knowl- 
edge. In addition, the trainee will 
participate in all of the company’s 
sales meetings, and he will be given 
manufacturers’ literature and gen- 
eral sales training material to study 
on a “home work” basis. 

If anything can, Wiedemer feels. 
a comprehensive program of this 
type should prepare a young man 
for a successful selling career in 
the commercial refrigeration field. 

Frankly admitting the experi- 
mental nature of this program, 
Wiedemer fully realizes that not 
every young man who enters into 
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READING "LEKTROSEAL F 
COPPER REFRIGERATION TUBE 


Soft temper for easier forming . . . dehydrated—with 
crimped ends to seal out all moisture and dirt . . . and keep 
the inside surface absolutely clean. Comes in handy 
50-foot coil packed in its own convenient protective 
carton, clearly labeled for easy identification. 
To be sure of the job—be sure to specify Reading. 


Circle No. 30 on Reader Service Card 


and AIR CONDITIONING °* SEPTEMBER, 1954 





Circle No. 32 on Reader Service Card 


PROPORTIONING 


BARBER 


mit) Motor-operated Valve 


Compact... 
Costs less... 


@ For heating coils on package heating 


and air conditioning units. 


@ Tight-closing, low-pressure, for 
proportioning (modulating) control. 


Extremely compact—largest size 
not over 14%” x 4%”. 


Sizes Y2” to 2”, inclusive 


@ Greatest valve value 
on the market. 


Consult nearby Field Office or write us 


BARBER-COLMAN COMPA 
For Bulletin N 
F.3622-2- yin Dept. |, 1338 Rock St. 
plete data, in- 
cluding ratings 
and dimensions. 


Automatic Controls « 


Products « 


Air Distribution Products « 
Aircraft Controls * Small Motors * OVERdoors and Operators * Molded 
Metal Cutting Tools « 


NY, ROCKFORD, ILLINOIS, U.S.A, 
* Fieid Offices in principal cities 


Industrial Instruments 


Textile Machinery 


Machine Tools « 
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Allin Manufacturing Company 
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Sold by leading Wholesalers. Send for new Allin pocket 
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perfect refrigerant visibility. 
strate-thru flow. 
leak-proof—high safety factor. 
spring loaded gaske’s. 
standard wrench flats. 
instant analysis of refrigerant 
condition. 


-size booklet showing all Liquid Eye sizes & styles 


1153 W. Grand Ave. 
Gtr ley eames 
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this apprenticeship arrangement 
will stick through the full three 
years, but he is convinced that those 
who do will be well worth to the 
company the time and effort spent 
in training them. 

In the case of those trainees who 
don’t complete the program, Wiede- 
mer points out, the company doesn’t 
stand to lose a thing. Each appren- 
tice will be paid on the basis of 
the work that he is doing at each 
stage of the program, so that for 
every dollar of wages paid out the 
company will he receiving a dol- 
lar’s worth of labor in return. 


RADIO CONTROL... 


Continued from page 43 


saves many a round trip back to 
the plant. 

Before the radio control system 
was installed a supervisor could 
work with only one man at a time, 
by riding with him. Now he can 
remain in touch with all his men, 
and can be called to any trouble 
spot immediately. Or he may drop 
by anyiime without being called — 
because he knows where all his men 
are at all times. That has a psycho- 
logical effect of its own. 

Also, all calls are timed by an 
automatic time-stamping device in 
the control room. 

The two-way radio system oper- 
ates on a frequency assigned by the 
Federal Commis- 
sion, on what is called the “citizens 
band.” It was put in and is main- 


tained by RCA. 


Greatest initial cost was installa- 


Communications 


tion of the base station, which was 
$2,100. Mobile units for the trucks 
cost $695 each. Under a mainte- 
with RCA the 
plant gets all the gear looked after 
at a monthly cost of $20 for the 
base station, $8.25 for each mobile 


nance agreement 


unit. 

All things considered, the Com- 
pany figures its radio control sys- 
tem has reduced down-time of 
coolers, increased customer good- 
will, cut service department paper- 
work to the bone, and given its 20- 
man squadron the effectiveness of 
24 men, complete with trucks and 
equipment. 

All this at a saving of nearly 
$5,000 a year, even while paying 
for the installation. 
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Temprite Oil Separators maintain high efficiency 
of air conditioning system at Denver Post! 


Keep oil away from the low side and in the compressor where it be- 
longs! Lower temperatures are then easily reached, the compressor 
operates on minimum time only, and the crankcase oil level remains 
constant. The refrigerant remains at its true boiling point—heat trans- 
fer is increased 15% to 20%—and the expansion valve operates more 
efficiently, free from oil, dirt and corrosion. Do it all with a Temprite 
Oil Separator. 


The Denver Post air conditioning system, installed by the T. C. 
Alexander Company of Denver, has been in operation for 314 years, 
performing at very high over-all efficiency—thanks, in large measure, 


: ‘ ; : Temprite Oil Separators are available 
to eight Temprite Oil Separators (two to each 100 ton machine). in clans Coo ULE oe tO ee. 


TEMPRITE PRODUCTS CORP. 
P.O. Box 72-B, Birmingham, Michigan 


Please send me complete data on Temprite 
Oil Separators 


‘ 3, 
| 1} I} i j ck | 
® | a r 
C VJ th YUL €& 
: IN) p [| E Selt- Contained Remote Cooler Contre! instantaneous Oil Beer 
Water Coolers Water Coolers Carbonators Valves Liquid Coolers Separators Coolers 


PRODUCTS CORPORATION * BIRMINGHAM, MICHIGAN 
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UP THE ANTE... 


Continued from page 37 


to arrive at a fair and equitable 
distribution of commission. 


Daily sales reports showing 


10. Trade-in allowances on used 
equipment must be approved by the 
sales manager or the assistant sales 
manager. 

ll. Appraisal forms must be 
made out on each piece of used 
equipment to be traded-in. 


representatives for Unarco heating 
and air conditioning units by Union 
Asbestos & Rubber Co. 

Sebree-Huff will represent Unarco 
products in northern New Mexico 
while Walsh & Sons will cover New 
York north of Westchester county 


; ‘ . and east of Syracuse. 
customer's name and address must 12. If : the company ’ 
may require salesmen to collect 
from meters; make special contacts, 


collections, etc. 


necessary, 
be furnished to provide each sales- 
man protection in case a customer 
the 
purchases, or 


SCHOOLS FIELD MEN 
ON AIR CONDITIONING 

Seven one-week air conditioning 
schools for all field personnel are 
held in Detroit by United 
States Radiator Corporation. 

The school faculty is headed by 
Lorin G. Miller, former dean of the 
college of engineering, Michigan 
State College. 

The schools cover all phases of 
air conditioning: 
the U. S. 
heat 
sors; 


show-rooms and 


another 


comes into 

13. Special orders on equipment 
or merchandise not stocked will re- 
quire down payment, deposits, and 
signed orders before being accepted. 

“Further rules may be added 
from time to time to take care of 
These ad- 
ditions will be furnished each sales- 
man in writing and with explana- 
tion.” 


salesman 
takes the order. 

7. Salesman must have called on 
customer at least once during the 
before date of sale 
made at the show-rooms to qualify 
for commission credit. 


being 
three months 


unforseen circumstances. 


“house ac- 
in each territory. They are 
not to be solicited by the salesman. 
Names of these accounts are furn- 
ished each salesman. 

9. Each sale made other than at 
list prices furnished by 
pany must be approved by the sales 
manager, 


8. There are certain 
counts” 


new products in 
line of air conditioners; 

calculations; 
controls; 


UNARCO NAMES TWO gain 
SALES REPRESENTATIVES 
Sebree-Huff Equipment Co., Al- 
buquerque, New Mexico, and Avery 
M. Walsh & Sons, East Greenbush. 


N. Y., have been appointed sales 


compres- 
piping and ducts; 
and plan layouts. 


the com- 


assistant sales manager, 
BUY FROM YOUR 


REFRIGERATION WHOLESALER 


or merchandising manager of Food 
Service Equipment Division. 


Big Market for PINNACLE 


WALL TYPE BEVERAGE CASE 
means BIG PROFITS FOR YOU! 


Quality constructed throughout, 


the Pinnacle 
Wall Type Beverage Case is available in 
either gleaming white life-time Porcelain or 
Stainless Steel. Model W8526 (pictured here) 
is 6-feet wide, 78°° high and 30" deep with 
four sliding doors. Has 50 sq. ft. of shelf area 
and will hold 48 cases of 12-ounce bottles. 
Eight and ten foot models have 8 sliding 
doors and will hold 67 and 85 cases respec- 
tively. Cooling system: ceiling hung forced air 
evaporators. Economical, trouble-free service! 


Every store, res- 
taurant, hotel and 
tap room a pros- 
pective customer! 


OPEN SELF SERVICE — Dairy- ™ 
Meat-Vegetable Cases. Self-De- 
frosting Freezers. DELICATESSEN 
CASES 


REACH-IN BOXES. BAKERY FULL VISION CASES. WALL 
FREEZERS. BUTCHER CASES . . BOXES . Dairy and Beverage 
Double and Single Duty DOUGH RETARDER BOXES, etc 


A few Pinnacle Territory Franchises 
are still available. Wire or write 
today for full information and 
illustrated literature 


EQUIPMENT CORPORATION 
EXPORT DEPARTMENT — 39 Broadway, New York FLEETWOOD, PENNSYLVANIA 
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Refrigerated trailer, insulated with Styrofoam, built 
by Brown Trailers, Inc., Toledo, Ohio. Trailer with 
tractor attached weighs 22,275 Ibs., permitting a 
30,000-Ib. payloai. It is 33’ long and is 11’8” high 
and refrigerated to —20°F. and holds temperatures 
well in all weather conditions. Styrofoam may be 
mechanically fastened to stiffening members or adhered 
with suitable adhesives. 


FEATHER-LIGHT STYROFOAM INSULATION 
INCREASES TRAILER PAYLOADS 


Builders of Brown refrigerated vehicles install long-lasting Styrofoam 


low-temperature insulation to reduce dead load, eliminate extra trips. 


This new, lighter, larger-capacity refrigerated trailer can 
service more retail dairy stops in one trip . . . making 
possible faster service as well as gaining impressive savings 
in mileage expense and driving time. And the savings are 
built in to last, because Styrofoam® (Dow expanded poly- 
styrene) stands up to hard service; it resists crumbling 
and is rigid enough to withstand easily the vibration and 
pounding that it will encounter on the road. The superior 
water resistance of Styrofoam is a vital feature because 
of the constant presence of water in insulated vehicles 


from melting frost, ice or washdown. The elimination of 


| se MEDIC wen 


| MONDAY EVENINGS-SEE YOUR PAPER FOR TIME & CHANNEL 


heavy and costly vapor seals is another advantage due to 
Styrofoam’s “water barrier” composition. 


Styrofoam’s easy, low-cost installation saves you money 
right from the start and its ability to maintain its con- 
tinued low “‘K” factor assures economical cooling effi- 
ciency. The name of your Styrofoam distributor is quickly 
available through your local Dow sales office. For your 
free copy of the booklet describing Styrofoam character- 
istics and installation techniques in detail, write to THE 
DOW CHEMICAL COMPANY, Midland, Michigan, Plastics Sales, 
Department PL 667B. 


you can depend on DOW PLASTICS 
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SERVEL NAMES TWO AIR 
CONDITIONING OUTLETS 


Two air conditioning distributors 
have been named by Servel, Inc. to 
serve sections of Florida and New 
York. The two distributors are: 
Southside Fuel Oil Co., Jackson- 
ville, Fla.; and Louis N. Picciano 
& Son, Endicott, N. Y. 

Headed by John C. Kirkpatrick, 
president, Southside is primarily re- 
sponsible for sales in Duval county. 
The territory covered by the Pic- 


ciano firm includes ten counties in 
south central New York. Louis N. 
Picciano, Sr., is president of the 
wholesale equipment firm. 


UNITED CORK EXPANDS 
United Cork Companies have ex- 
panded its manufacturing opera- 
tions by acquiring facilities in Wil- 
mington, Delaware, for the produc- 
tion of cork pipe covering and cork 
fitting covers. It will operate as a 


division of United Corp Companies. 


. . . With temperature scales for 


Freon-12 ond Freon-22 


The finest of testing instruments have 
been made still better. Pictured above are the new models of 
Marsh pressure and compound testing gauges . . . with two 
scales in color showing corresponding temperatures of Freon- 
12 and 22... with greater pressure ranges in both gauges. 

In the Compound gauge, the important retard scale has 
been increased to read from 0 to 80 lbs., and maximum 
reading is increased to 250 lbs. The range of the pressure 
gauge has also been increased . . . to 400 lbs. 

Their precision bronze-bushed movements give them 
the remarkable accuracy of 1% of reading. Like their dis- 
tinguished predecessors, they have the handsome, highly- 
polished brass cases with sparkling beveled-glass crystals. 
Threaded rings make it easy to remove the crystal, giving 
instant access to the Marsh ‘“‘Recalibrator’’—quickest and 
best way to maintain the high degree of accuracy vital to 
testing. Gauges are standard with %” N.P.T. male bottom 
connection with restriction screw in connection. Dial size, 21". 

No servicing kit is complete without this testing set. 
Write for details or SEE YOUR JOBBER 


MARSH INSTRUMENT CO. sates AFFILIATE OF JAS. P. MARSH CORPORATION 
Dept. P, Skokie, Ill. 


Ri nat 


WATER REGULATING VALVES « SOLENOID VALVES ¢ HEATING SPECIALTIES 
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Continued from page 41 


thing is open, but the way things 
work out the men interfere with 
each other little, if at all. Neither 
of the partners take any “cut” for 
any sales work of their own. If a 
prospect comes in, they will turn 
the business over to one of the 
salesmen; the same arrangement 
works regarding sales closing help. 
Here again, fair play comes in, so 
that in the over-all picture things 
balance out. 

This is a cardinal rule, Baker be- 
lieves, if you want to keep good 
salesmen satisfied and working for 
you. He doesn’t believe in protected 
or “house” accounts and he doesn’t 
believe that the manufacturer 
who chops the so-called national 
accounts out of a distributor’s sales 
territory is building business (or 
distributor and salesmen good-will) 
for himself either. 

Baker agrees that good equip- 
ment, and a manufacturer who 
gives his sales outlets the range of 
models, sales tools, and helpful co- 
operation they need are—and al- 
ways have been—very important to 
successful merchandising. He _ in- 
sists, though, that if a distributor’s 
reputation for good service is 
strong, the food store owner “buys” 
this feature as much as he buys the 
equipment that’s actually installed. 

His two salesmen go along with 
him in this viewpoint: they find 
that, working for a firm with a 
first-class reputation for keeping 
what it sells in first-class operating 
condition, their own sales work is 
much easier. 


A-P NAMES TWO NEW 
WEST COAST JOBBERS 

A-P Controls Corp. has named 
2 new jobbers as authorized whole- 
salers to handle the complete line 
of A-P valves, filters and driers. 

The new wholesalers and their 
territories are: Phillips Refrigera- 
tion Supplies Co., San Diego, Calif. ; 
and the new branch of Refrigerative 
Supply, Inc., Yakima, Washington. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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AUTO COOLING FIRM 
OPENS SERVICE CENTERS 

A.R.A. Mfg. Co. of Fort Worth, 
producer of the Refrigair line of 
automotive air conditioners, has the 
established sales and service centers 
at Lubbock and Odessa, Texas. 

Both centers will be under the 
supervision of D. A. Brown, West 
Texas division manager. 


CARRIER NAMES OUTLET 
FOR MOUNTAIN-WEST AREA 

To implement sales, installation 
and service of Carrier Corp. air 
conditioning and refrigeration 
equipment in the Inter-Mountain 
West, the newly formed firm of 
Climate Enginering Co. has been 
named distributor for the states of 
Utah, Idaho, northeastern Nevada, 
western Montana and western 
Wyoming. 

Dealer service and limited direct 
sales will be carried on from the 
Climate Engineering central office 
located in Salt Lake City, Utah. In 
addition, warehousing of parts and 
supplies is planned, along with com- 
plete engineering services. 

Principal officers of the new Car- 
rier outlet are Ralph E. Woolley, 
president, Jay A. Quealy, Jr., vice 
president, secretary and treasurer, 
and Wilson K. Abbott, vice presi- 


dent and general manager. 


RECOLD OPENS TWO 
EASTERN WAREHOUSES 

Refrigeration Engineering, Inc. 
has established new warehouse 
facilities in Philadelphia, Pa. and 
St. Louis, Mo. 

A complete range of Recold re- 
frigeration units, including the 
water defrost coils and “Dri-Fan” 
evaporative condensers, as well as a 
full line of air conditioning coils, 
will be 


Ww arehouses. 


carried in stock at both 


G-E RENAMES DEPT. 

General Electric Co.’s Commer- 
cial Products Dept. has been re- 
named the Commercial and Indus- 
trial Air Conditioning Dept. accord- 
ing to G. K. 
general manager. 


Iwashita, department 
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ULTRA LOW TEMPERATURE 
CONFERENCE IS SET 

Problems of very low tempera- 
ture refrigeration will be discussed 
at the 1954 Conference of Cryogenic 
Engineering Sept. 8 to 10 at the 
NBS-AEC Cryogenic Engineering 
Laboratory in Boulder, Colo. The 
National Bureau of Standards is 
sponsoring the conference. 

Dealing with engineering prob- 
lems in the range below 150 K 
(-123 C), the conference will con- 
sider the problems encountered in 
the production, storage, transporta- 


tion and use of low temperature 
liquified gases 
gen and oxygen. 


- hydrogen, nitro- 


NEW PENN COAST AGENT 

Consolidated Controls Co., 225 
Westlake North, Seattle 9, Wash., 
has been appointed warehousing 
agent for Penn controls in the 
Seattle territory. The Penn district 
office will remain at 3010 First 
Ave., Seattle 1. E. K. Knudson is 
manager. 


TH 
shipment 


EVAPORATIVE CONDENSERS 


COOLING TOWERS 


- -- in most popular sizes. 


Contact your local representative or — 


BALTIMORE AIRCOIL COMPANY, INC. 


2615 MATHEWS STREET @ 


BALTIMORE 18, MARYLAND 
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fecursefe's WEW vet / 


completely redesigned . . . / 


7 


THE ONLY CONVENTIONAL 
COMPRESSOR WITH A 


BUILT-IN POSITIVE OIL 


to give you all these improvements / stparation vevict 


3 


y} 


Special oil pockets to feed oil to crank- 
shaft and seal. 


Screen in suction chamber. 
Check valve eliminated. 


Simple slinger type oil system. No 
mechanical parts to wear out. 


Oil pickup tube in discharge muffler 
chamber to prevent oil accumulation. 


Blades incorporated into spokes of 
flywheel. Air movement is directed 
over seal and crankcase by cast-in 
shroud. Improves water cooled appli- 
cation. 


New long-life seal designed for higher 
temperatures. 


/ 
/ FOR P 


New type rods to maintain out-of- 
round limits. 

Sump is eliminated. Reducing overall 
height. 

Centrifugal force positive lubrication 
through crankshaft to rods, bearings, 
pistons, etc. 

Tank acts as oil reservoir when start- 
ing, making oil charge less critical. 
Provides simple method of returning 
oil to crankcase during operation. 
Oil pump eliminated, reducing pos- 
sible mechanical failure and improper 
lubrication. 


TECUMSEH PRODUCTS 


TECUMSEH, 


ROPER LUBRICATION 


@ Minimum recirculation of oil 
© No high side oil separator 
@ No oil trap 


e Will operate successfully 
at low temperatures on 
deep vacuum and long 
suction lines 


The world's largest 
producer of Compres- 
sors for the refrig- 
eration industry. 


EXPORT DEPT.: 2111 WOODWARD AVE., DETROIT, MICH. 
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NEWS e ACTIVITIES ¢ PLANS 


FTC Kills Dairies’ Attempt 
To Get “Settlement” Action 


FEDERAL Trade Commission 

hearing examiner has rejected 
proposed settlements of three cases 
in which ice cream manufacturers 
are charged with unfair methods of 
competition in the sale and distri- 
bution of ice cream and related 
frozen products. 

Examiner Everett F. Haycraft has 
declined to accept proposed consent 
orders in each of the following 
cases: Carnation Co., Los Angeles; 
Arden Farms Co., Los Angeles; and 
Foremost Dairies. Inc., Jackson- 


ville, Fla. 


RACCA Urged Action 


The Federal Trade Commission 
had issued its complaint earlier this 
year, after lengthy and persistent 
demands by Refrigeration & Air 
Conditioning Contractors Associa- 
tion, National Commercial Refrig- 
erator Sales Association, and other 
industry groups, the basis being un- 
fair practices by the dairies espe- 
cially concerning the “giving away” 
of refrigeration equipment to get 
dealers to handle their products. 

After a number of scheduled 
hearings had been postponed, the 
three companies named above had 
asked for a “settlement,” and it was 
thought this might be the way in 
which the entire matter would be 
handled. 

However, RACCA, which had 
originated the FTC action against 
the dairy firms, used a “telegram 
campaign” to U. S. Senators and 
Congressmen, claiming that the 
settlement would not solve the basic 

and that the direct sell- 
“giving away ) 


problem 
ing (or practice 
would continue to cost refrigeration 
dealers and distributors millions of 
dollars a year in business. 


Ray Kromer, executive vice presi- 
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dent of RACCA, said that more 
than 700 telegrams were sent to 
senators and congressmen protest- 
ing the “settlement” action. He be- 
lieves it was this “telegram cam- 
paign” that scotched the “soft” de- 
cree. 


Hearing dates will be rescheduled 
after the rush season, Kromer says. 
He says both the refrigeration deal- 
























































ers and the ice cream companies 
will be able to afford the time bet- 
ter after Labor Day. 

Documents and complaints of un- 
fair trade practices will be pre- 
pared this fall charging wholesale 
drug and grocery houses with ac- 
tivities damaging to the refrigera- 
tion and air conditioning industry, 
RACCA reports. Kromer’s office 
has asked local contractors and 
groups to gather instances of unfair 
activities by these concerns as a 
basis for future action by FTC. It 
is hoped to have enough evidence 
by late September to warrant 
formal action. 


BUY FROM YOUR 


REFRIGERATION WHOLESALER 
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EXPENSE-PAID VACATIONS 
ARE CONTEST PRIZES 

Four all-expense-paid vacation 
trips for salesmen and their wives 
are the grand prizes offered in 
“Operation Carriertown”, the resi- 
dential air conditioning sales con- 
test sponsored by Carrier Corp. 

The contest, which opened August 
15 and closes October 9, will award 
these trips for two to any part of 
the continental United States or to 
Acapulco, Mexico City, Nassau, 
Bermuda, or Havana to the winning 
dealer salesmen in each of the four 
Carrier regions. 

Additionally, bonus points will 
be given retail salesmen for each 
sale of Carrier's Home Weather- 
makers-points which can be ex- 
changed either for merchandise or 
for vacation trip expenses. Distri- 
butor salesmen will also receive 
points for equipment sold to dealers. 

Under contest rules, sales will in- 
clude all models of year-round 
home units in tonnages ranging 
from 1.7 to 7.5 and may include 
installations other than residential. 


QUESTION LEGALITY OF 
COMPULSORY UNION FUND 
Refrigeration and air condition- 
ing contractor groups in Los 
Angeles and in Fresno, Calif., have 
taken steps to ascertain whether 
compulsory payments to a labor- 
management fund are legal. 

Recently the Associated Plumb- 
ing Contractors of Central Cali- 
fornia, operating in the San Joaquin 
Valley, and the United Association 
lecal plumbers agreed to a 10 cents 
an hour payment into a_labor- 
management trust which would be 
compulsory on every contractor em- 
ploying plumbers, steam _ fitters, 
pipe fitters, and refrigeration fitters 
in the San Joaquin Valley. 

“The issue is not whether or not 
this labor-management trust will be 
operated wisely or recklessly,” 
points out Henry B. Ely, executive 
secretary of Southern California 
RACCA. “The issue is whether it 
is within the power of a labor 
union to demand that an employer 
pay money to a joint fund for the 
welfare of the industry.” Ely 
asserts that this has never been de- 
cided in the courts. 

To indicate what such a fund 
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could amount to if it were generally 
imposed, Ely points out that a 10- 
cent an hour payment for the con- 
struction industry in the Los 
Angeles area would net almost $20 
million in a year. 

A conference between RACCA 
representatives and the general 
counsel of the U. A. is being sched- 
uled. The contractor groups con- 
tend that such compulsory pay- 
ments to a_ good-of-the-industry 
fund are not protected activity for 
labor unions under the National 
Labor Relations Act, the Norris- 
LaGuardia Act or other federal law. 
nor under California state law. On 
the contrary. they contend that un- 
der the Anti-Racketeering Act (18 
USCA, Sec. 1951) and the Taft- 
Hartley Act (18 USCA, Sec. 196) 
such a demand by a labor union is 
illegal. 


7 CENTRIFUGAL MACHINES 

COOL U.S. NAVY’S CARRIER 
Seven centrifugal refrigerating 

machines will be installed by Car- 


rier Corp. in the U. S. Navy's yet 


unnamed super aircraft carrier to 
handle all air conditioning and re- 
frigeration requirements. 

Total cooling capacity slightly 
exceeds that required to maintain 
comfortable temperatures in 
Chicago's Convention Hall during 


the 1952 political conventions. 


METHODS AND COSTS OF 
HOTEL COOLING OUTLINED 

Sterling Nicholson, president of 
Nicholson, Inc., Durham, N. C., and 
Chrysler Airtemp’s oldest dealer- 
distributor, outlined the various 
systems of air conditioning to North 
Carolina’s hotel men meeting here 
recently. 


According to Nicholson, air con- 
ditioning in hotels costs from 
$300.00 to $1.200.00 per room, de- 
pending on the type used. All types 
cost about $15.00 per room per sea- 
son to operate in North Carolia 
and produce from $100.00 to 
$200.00 extra revenue per room per 


season. 


In addition, Nicholson cited his 


views on four types of installations. 

Individual Koom Air Condi- 
tioners: Nicholson said that he 
would lease rather, than buy these 
units, if he were a hotel man. The 
advantages are: low initial cost: the 
building can be air conditioned 
room by room; individual room 
contro] of temperature; quick and 
easy installation; readily available 
from dealers, and low maintenance 
cost for five years (if you lease 
them, the company does mainte- 
tenance). 

However, Nicholson also listed 
some disadvantages for room air 
conditioner installations in hotels. 
He indicated that the hotel cannot 
get away from the outside appear- 
ance; electrical wiring is necessary ; 
the room air conditioner cannot do 
an adequate job of winter heating: 
the window installation obstructs 
vision; there is a maintenance cost 
after five years (compressor); me- 
chanics must enter the room to serv- 
ice the units: also, he said the op- 
erating costs were relatively high. 

Packaged Unit System: This is 
at least a 25 year installation and 
the lowest-priced type of good air 
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MULTI-TEMP COOLERS 
WALK-IN FREEZERS 


Uniflow specializes in 
meeting your unusual and 
eat ee ie he ee als) 
us your problem and our 
Engineering Department 
will furnish recommenda- 
tions, quotations and blue 
prints within forty-eight 
lee 

This is your opportunity 
to use our facilities to bid 
on businesses you were 
unable to handle before. 


Write to THOMAS A. MARTIN 
Pit mrurrig 


UNIFLOW MANUFACTURING CO. 
East Lake Road, ERIE, PENNA. 
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There’s money in the air . . . when you sell CHRYSLER AIRTEMP! 


ALL MAJOR ASSEMBLIES. 


made for 


each other 
. and by 


Caen aaah ie 


Quiet 
Vibration-free Fans 
Sealed Radial Compressor 


Simplified 
Control Panel 


“Maxi-Fin” 
Efficient 
Cooling Coil 
Efficient Low-Pressure 
Drop Condenser 


Cat eames 


heating + air conditioning for homes, business, industry 


Airtemp Division, Chrysler Corporation, Dayton 1, Ohio 


The now-famous sealed radial compressor was de- 
signed by Chrysler Airtemp in the process of develop- 
ing the original “‘Packaged’”’ Air Conditioner way 
back in 1937! Today, this compact, exclusive 
compressor and all other major components of 
Chrysler Airtemp “Packaged” Air Conditioners are 
“‘made for each other’? by Chrysler Airtemp in our 
own plant. We are not ‘‘assemblers’’—we make our 
own product in the full sense of the word to give 
you and your customers a better product! 


Chrysler Airtemp’s complete factory quality control 
is one of the big reasons why you can count on every 
Chrysler Airtemp “Packaged”’ Air Conditioner you 
sell to perform efficiently and dependably right from 
the start. But it’s only one of many reasons why it 
will pay you more to sell Chrysler Airtemp! Send 
coupon now for all of the facts! 


“Packaged” Air Conditioners 
in 6 water-cooled models, 
from 2 to 15 H.P. 


Airtemp Division of Chrysler Corporation 
P. O. Box 1037, Dayton 1, Ohio 


| would like to know more about the Chrysler Airtemp 
“Packaged” Cooling Franchise. 


Nome 


Address. 
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conditioning. Use of a cooling tower 
is recommended. 

Advantages of this system are: 
Relatively low initial cost; quick 
and easy installation, with furred 
ceilings; corridors act as return air 
ducts; the remainder of the building 
will be air conditioned if one unit 
fails; there is a fair degree of indi- 
vidual room control; and this system 
provides heating, cooling and venti- 
lation through one set of ducts. 

Chilled and Hot Water Sys- 
tem: According to Nicholson, it 
costs about $1,500 a room to install 
in existing hotels, and will operate 
with the same efficiency as a system 
including packaged units. This type 
of air conditioning costs much less 
and can perform an excellent job 
when it is designed to new hotel 
construction specifications. 

High-Pressure Duct System: 
This will cost about $700 per room. 
Nicholson said. And cool or warm 
air is delivered to each room as the 
room atmosphere demands. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


FORMS DIVISION TO HELP 
SOLVE SEALING PROBLEMS 

A new research-consulting divi- 
sion has been established by Perma- 
tex Co., Inc., Brooklyn, N.Y., to 
work directly with manufacturers 
and industrial users of sealing com- 
pounds in the air conditioning, pip- 
ing, plumbing and other fields. 

The division will be headed by 
Wallace M. Langton and A. J. 
Bevalac, under direction of H. J. 
Enders, Permatex vice president in 
charge of sales. 


COAST MEN LOOK AT 
MANPOWER PROBLEMS 


Establishment of a permanent 
industry committee to coordinate 
educational training facilities for 
refrigeration and air conditioning 
was decided upon at an all-industry 
meeting July 21 in the Rodger 
Young Auditorium, Los Angeles. 
The meeting was sponsored by the 
Refrigeration & Air Conditioning 
Contractors Association of South- 
ern California. 


With Henry B. Ely. 


executive 


Largest Fertilizer Plant in 
Latin America 


Guanos y Fertilizantes de Mexico S.A., the largest fertilizer plant 
in Latin America, produces 200 metric tons of ammonia sulphate 
daily, as well as large quantities of liquid ammonia and 200 metric 


tons of super phosphate. 


Frick refrigeration is used to cool a circulating solution of cuprous 
ammonium formate, a purifying agent in the synthesis process; and 


Two Frick 4-Cylinder 11" x 10" Ammonia Compressors 
and a 15" x 10" in Service at Plant. 


secretary of RACCA of Southern 
California, as moderator, the open 
forum discussion of industry man- 
power requirements had as partici- 
pants Arthur Hess, president of 
ASRE; Ralph Manns, president of 
RACCA of Southern California; 
Ross Rathbun, sales manager of 
Drayer-Hanson; Herbert S. Wood, 
director of Los Angeles Trade-Tech- 
nical Junior College; Gene Bullard, 
secretary of the joint apprentice- 
ship committee for the refrigeration 
and air conditioning trade; Norman 
Sharpe, head of the refrigeration 
and air conditioning department 
of California State Polytechnic 
College. 

Concensus of the meeting was 
that the greatest shortage of man- 
power in the industry today is 
among men in the “intermediate” 
bracket 
personnel who do the estimating. 


the quasi-engineering 


sales, and similar work. 

Ralph Manns of RACCA said 
there was a shortage of engineers 
a contractor could employ imme- 
diately after their graduation from 
college, and expect them to have the 
all-around background needed for 


to cool high pressure synthesis ammonia gas to 
condensing temperature to produce liquid am- 
monia. In addition, a Frick booster compressor is 
employed to maintain gas pressures in the system. 


This is but one of the hundreds of different 
industrial applications of Frick cooling systems 
now in operation throughout the world. 


No matter what type of cooling is required, 
there's a Frick-engineered system to fill the bill. 
Write today for literature and quotations. 
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Magnesium Foundry Ventilating System... 


Sixty-two Allen-Bradley Combination Starters which 
control the ventilating system of a magnesium foundry. 


Wherever reliability is essential, you will usually find operated by “oe 


Allen-Bradley controls . . . 
Why? 


Allen-Bradley starters are so popular because they do not A L L r N = be Q A D L EY 


require regular attention; they are trouble free. Only ONE 
moving part. No pivots, pins, or bearings to corrode or stick 


. . No jumpers to break. You install them . . . and forget them! Trouble Free 


No contact maintenance . . . Allen-Bradley cadmium silver 
alloy, double break contacts never need cleaning, filing, or 


dressing. Motor Controls 


Dependable overload relays . . . Allen-Bradley thermal 
relays are dependable and remain accurate in their opera- 
tion, even after many years of service. 


The Allen-Bradley trademark stands for millions of trouble 
free operations. 


Allen-Bradley Co., 1340 S. Second St., Milwaukee 4, Wis. 


Allen - Bradley 
Solenoid Motor Controls 


QUALITY MOTOR CONTROLS FOR HEATING, VENTILAT- Special selrigore Combination 
ING. AIR-CONDITIONING, & REFRIGERATION INDUSTRIES tien contrat panel Storter 
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contracting sales and engineering 
work. 

One point was agreed upon 
that it is the industry’s job to co- 
operate with the school and college 
system to recruit the persons best 
qualified to serve the industry's ex- 
panding needs. 


NEW DUBUQUE DEALER 
Appointment of Rafoth Furnace 

and Sheet Metal Works, Dubuque, 

lowa, as a direct served retailer 


for G-E home heating and cooling 
equipment has been announced by 
the General Electric Home Heat- 
ing and Cooling Department. 


DEALERS NEED FINANCING 
SUPPORT, SAYS EXECUTIVE 

Distributors and dealers in air 
conditioning products must have the 
active support of financial institu- 
tions in their territories if they are 
to take full advantage of the tre- 
mendous potential market in 1954. 


“some combinations 


can't be beat!” 


Wenney 


For it takes a combina- 
tion—a well integrated 
team of sound engineer- 
ing and quality crafts- 
manship — to produce 
the most efficient and 
durable Coil and Pan 
Combinations. That’s, 
why, for either stand® 
ard or special insta 
tions, it pays to 

it to TENNEY { 


Coils And Coil & Pan Combinations 


on we re 
Commins tions 
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2. Super-sensitive fins 3. Electro- 

ically molded bond of facetized fin 

|heavy aluminum alloy 6. Scientifically 

Yed air circulation 7. Louvers tempera- 

nt dripping 8. Adjustable pull hook 
lation and cleaning 


Coils And Coil & Pan Combinations 
For 10 Walk-in-Coolers 


(0) AmD Pam 
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A complete range of standard sizes 


Special sizes built to order 


ENGINEERING, INC. 
1090 SPRINGFIELD ROAD, UNION, N. J. 
Plants: Union, N. J. and Baltimore, Md. 
Engineers and Manufacturers of Refrigeration and Environmental Equipment 


Circle No. 42 on Reader Service Card for more details 


SEPTEMBER, 1954 ° 


This was the theme of a recent 
series of addresses before Fedders 
distributors throughout the country 
by Donald C. Jackson, manager of 
the Sales Finance Div., Fedders- 
Quigan Corp. 

“You have heard a great deal 
about credit being tight and that it 
is difficult to obtain financing,” 
Jackson said. “It certainly is true 
that bank loan portfolios are bulg- 
ing and banks are no longer beating 
at your door for business. 


Banks Are Interested 


“However, I firmly believe that 
all financial institutions are vitally 
interested in doing a constructive 
job for manufacturers, distributors 
and dealers. They are interested in 
listening to the distributors’ and 
dealers’ story and, I believe, they 
will continue to play a very impor- 
tant role in inventory and consumer 
financing,” he said. 

‘Banks are interested in seeing 
your distributorship, so invite them 
to your meetings so they can learn 
first-hand your merchandising meth- 
ods and something about the prod- 
ucts you sell. They will appreciate 
knowing that you are working with 
your dealers to generate a good 
class of contracts and to see that 
dealers give customer service and 
satisfaction. 

“These things are important to 
your bank. They are also important 
to you,” Jackson explained. 


Aid Dealer's Financing 

“So my message to you is to work 
closely with your banks and finance 
companies and ask them to arrange 
financing for your dealers. If you 
have dealers who do not have floor- 
ing lines or means of selling the 
paper they generate from retail 
sales, go with them to the banks and 
do everything you can to get them 
proper financing. 

“This will not be a hard thing 
to do for when it comes to making 
arrangements for room air condi- 
tioner financing you will find the 
financial institutions enthusiastic 
about this paper. It really means 
a lot when you have the banks on 
your side. 

“Don’t let them down, cooperate 
with them in every way and you 
will be surprised with the job they 
will do for you. The contacts you 
make will do only one thing for 
you, they will increase your sales.” 
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LOOK TO THE LEADER—LOOK TO PEERLESS 


For the Successful 
5-Point Plan for Assur- 
ing Profits from Pumps 


FLUIDYNE LINE 
CHARACTERISTICS 


HEADS: | Up to 260 ft. 


CAPACITIES: | 5 to 5500 
Tt 


MOTOR SIZES: | 4 to 150 
hp 


Ya-1% hp FACEMOUNT yr PM mS tlt a 


Peerless is America’s MOST 

COMPLETE LINE of End-Suction 
Transfer Pumps. 

é€ 

Peerless Pumps sell at com- 
petitive prices, yet provide a 
GENEROUS PROFIT to you. 

Choose Peerless Pumps FOR 
AVAILABILITY—one pump or a 


truckload from Indianapolis or 
Los Angeles. 


eT eg meet) | sey 


Trained Peerless Pump sales 
ENGINEERS HELP YOU with your 
pump sales to see to it you'll 
make both sales and money. 


Peerless Pumps MEET ALL 
air-conditioning REQUIREMENTS. 
Thousands sold for: 


@ COOLING TOWERS 
@ CHILLED WATER SERVICE 


They're ECONOMICAL. Designed 
with economy in first cost, instal- 
lation, maintenance and operation 
in mind, all without compromise 
in quality. 

They're DURABLE. Every consid- 
eration has been given in design 
and construction to assure long 
service life even under abnormal 
service. 

They’re EFFICIENT. In all sizes, 
types and models the Fluidyne 
line is characterized by high per- 
formance records. 

They’re VERSATILE. Indoors or 


@ HEAT EXCHANGES 


@ COMMERCIAL AND RESIDENTIAL 
AIR CONDITIONING 


@ BOOSTERS 
@ TRANSFER SERVICE 


Mail Coupon Today for 24-page Bulletin 


PEERLESS PUMP DIVISION 
Food Machinery and Chemical Corporation 
301 West Avenue 26, Los Angeles 31, Colifornia 


out, every general utility pumping 

service can apply Peerless Fluidyne 

Pumps. Please send me a copy of Peerless Fluidyne Line Pump 
Bulletin No. B-2300 


ME 
PEERLESS PUMP DIVISION - 
FOOD MACHINERY AND COMPANY 
CHEMICAL CORPORATION 
Address Inquiries to Factories at: STREET 
Los Angeles 31, California or Indianapolis 8, Indiana Me 


Offices: New York; Atlanta; St. Louis; Dallas, Plainview and Lubbock, Texas; 


CITY 
Albuquerque; Phoenix; Los Angeles; Fresno. 


CRAC 
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COLEMAN DEVISES PLAN 

TO HELP HOME BUILDERS 
“Coleman Comfort Week,” a new 

approach to merchandising the air 


public with all aspects of indoor 
comfort. 

The idea of a parade of air con- 
ditioned homes ranging in price 


from $15,000 to $39,750 was con- 
ceived by Coleman Co., Inc. and 
Colemen’s Wichita distributor, Sie- 
bert & Willis, Inc. 


The initial step in the city-wide 


conditioned home, has been intro- 
duced with the public showing of 
six new houses by four Wichita 
builders. 

An estimated 1,500 persons 
visited the climatized houses dur- promotion was the preparation of 
ing the first six hours the houses a series of 13 fifteen-minute educa- 
tional telecasts Wichita’s 
KEDD.-TV. 

The TV shows. designed to famil- 
iarize homeowners with the essen- 


were open to the public. The city- over 


wide demonstration followed ex- 
tensive television and newspaper 


promotion aimed at acquainting the 


w 


AIR CONDITIONING 
ENGINEERS AND 


TACO “CONTROLLED VELOCITY” CHILLERS MEAN: 
1. Improved heat transfer 
2. No oil logging or slop over 
3. Rapid response to Thermal Expansion Valve 


HERE ARE THE FACTS... 


@ All incoming liquid is carried to the top of the Chiller in the first pass. 

e@ All refrigerant and oil are in constant movement forward. 

®@ No liquid (refrigerant or oil) can accumulate in any part of the Chiller. 

@ At each head pass, liquid refrigerant and oil are agitated by a constant stream of 
expanding gas. 
Flow of refrigerant and oil is unretarded .. . free of “traps” and short radii. 


For full details and application data, send for 
Bulletin CWF and schematic on “Controlled Velocity”. 


Circulating Pumps 


TACO HEATERS, INCORPORATED 


oe 1160 CRANSTON STREET, CRANSTON 9, R. I. 
* 
(; v 


Tank Heating Units 


Condensate Coolers 
Converters 

Fuel Oil Heaters 
Oil Coolers 
Radiation Heaters 
Water Heaters 


Chillers 
r 


‘ , “> 
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tial steps in planning or buying a 
new home, afforded Wichita build- 
ers, architects and suppliers with 
an opportunity to offer construc- 
tive and helpful advice and infor- 
mation. Officials of the Wichita 
Association of Home Builders sup- 
plied advice and also 
participated in some of the telecasts. 


technical 


Builders of the air conditioned 
homes and their architects gave 
week-to-week progress reports and 
used drawings, photographs and 
motion picture film strips to drama- 
tize their product and take TV 
viewers behind the scenes of the 
home building industry. 

Special emphasis was put on de- 


sign factors which influence the 


SPECIALLY DESIGNED for application 
in tropical climates, this 5-ton highboy air 
conditioner and 26 identical others were 
made for the Army's Corps of Engineers 
by Union Asbestos & Rubber Co. Some 
of the design changes include: use of open 
type compressor instead of a hermetic 
unit to facilitate field service; addition of 
a reheat water coil to increase dehumidi- 
fication capacity; and application of 
moisture and fungus controls. 


performance and operating cost of 
air conditioning equipment. 

Public showing of the houses was 
preceded by a 3-color tabloid sec- 
tion in the issue of the Wichita 
Eagle. The entire 12-page section 
was given over to descriptions of 
the houses and stories on home 
air conditioning. 

With final results of the program 
still undetermined, the Coleman 
distributor already is making plans 
for a similar promotion next year 
but on a much larger scale. 
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RAME 


COIL and BAFFLE Combinations 
in all STOCK SIZES 


Tm a) Ve aes 4 


TRIPLE TROUGH BAFFLES 

The addition of a third trough—a unique Kramer 
feature—permits the use of a deeper primary 
trough and reduces the dripping to a minimum, 


making the baffle practically drip-proof. 


LONG LIFE 


Made of non-corrosive metal to last the life of 


the cooler. 


EASY INSTALLATION 


Baffles shipped completely assembled — takes 


minimum installation time. 


TEMPERATURE LEVEL 


For average refrigerator temperatures, 35°F and 
higher, normal air defrosting can be used. For 
temperatures between 35° and 32°F, a time 


clock must be used to insure positive defrost. 


WRITE FOR BULLETIN CB-276-A 


KRAMER TRENTON CO.- Trenton 5, N.J. 
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VENTILATION OF ATOMIC 
PLANTS POSES PROBLEMS 

Ventilation at an atomic energy 
plant isn’t merely a matter of put- 
ting fresh air in a building — it’s 
practically a matter of life and 
death, 

That’s the gist of what Thomas 
G. Marshall recently told the north- 
west (Seattle) section of the Amer- 
ican Society of Refrigeration Engi- 
neers. Marshall, a General Electric 
Co. mechanical engineer at Han- 
ford, told about the unusual prob- 
lems a ventilation engineer faces at 


a plant handling vast quantities of 
radioactive materials such as the 
Hanford plant GE operates for the 
AEC near Richland, Wash. 
Marshall explained that ventila- 
tion plays a vital role in preventing 
workers from breathing poisonous 
or radioactive materials. He also 
pointed out that special provisions 
have to be made in the ventilation 
systems so that people in the sur- 
rounding countryside won't be ex- 
posed to this dangerous material. 
The ventilation requirements of a 
plant like this “are fundamenially 


A FREIGHT ELEVATOR 
ON THE BACK OF 


© YOUR TRUCK... with 


those of the chemical industry with 
the addition of severe hazard im- 
posed by the presence of radioac- 
tive materials”, he said. 

Three types of equipment have 
been developed to accomplish the 
kind of ventilation that prevents 
the “undesirable movement” of 
radioactive materials in the air, ac- 
cording to Marshall. 

He listed them as hoods or cano- 
pies to closely control the move- 
ment of air around dangerous ma- 
terials, ducts capable of carrying 
away contaminated air without con- 
centrating the harmful materials at 
any one point, and equipment to 
collect the radioactive contamina- 


20-YEAR TRIBUTE 


only one lever, one cylinder 
TO DO ALL OPERATIONS 


Efficient material handling into and out of trucks is now at its peak of 
perfection. So simple—so safe one man can handle loads up to 4000 
Ibs.—at cne time. Loed or unload anything, anywhere. Anthony design 
eliminates time-consuming operations—does this without extra cylinders, 
valves, controls, etc. A complete range of capacities for all trucks and 


semi-trailers. 


New Brochure shows HOW you can save up to 50% on your trucking 


costs. Send for your copy today. 


POWER 


OPENING 
CLOSING 

LIFTING 
LOWERING 


Patd. & Pats. Pend. 
U.S. and Foreign 


ANTHONY > 


J 
ts 


LIFT 2 GATES 


The Power to lower delivery costs 


ANTHONY COMPANY ¢ ° "Over coce: 


FOR HIS 20 YEARS service as a fran- 
chised distributor for Carrier Corp., 
Alexander Orr, Jr., president of Condi- 
tioned Air Corp., was awarded a com- 
memorative plaque by John M. Bickel, left, 
vice president of Carrier. Orr received 
the award at a dinner at Miami Beach, Fla. 


tion before the air is put back into 
the atmosphere. 

A hood is simply a box in which 
work with poisonous or radioactive 
material can be carried on without 
danger of spreading harmful ma- 
terials. By constantly pumping air 
out of the hood and carrying the 
contaminated air away, air moves 
from the room into the hood and 
airborne contamination can’t move 
into the room. 

The ducts carrying contaminated 
air have to be built so that chemi- 
cals cannot collect inside. 

Usually, filters are used to take 
the contamination out of the air be- 
fore it is released. This air clean- 
ing process has to be so thorough 
that, Marshall said, it “presents fil- 
tration requirements unheard of 
only a few years ago”. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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HOLD POSITIONS 


OF TRUST 
AT 122% 


The air conditioning system of the National 
State Bank Building, Newark, New Jersey, 
is regarded as a sound, long-term invest- 
ment in business efficiency. Initially in- 
stalled to air condition ten floors of which 
three are now in operation, the other seven 
floors may be added at the bank’s option 
without changes or additions to the basic 
refrigeration cycle. 

pc Freon Coolers are an integral part 
of this system. Two of these coolers provide 
a total capacity of 125 tons of refrigeration 
cooling water at the rate of 300 gpm from 
52°F to 42°F. Even at 1212% total 


National State Bank Building in Newark, 
New Jersey. p-4« Freon 22 Coolers were spec- 
ified by Delta Engineering and Condition- 
ing Co., Inc., East Orange, New Jersey. “We 
specify them because they are the best” says 


William Adelman of Delta. 


capacity, proper gas velocities are main- 
tained for efficient operation. 


Men who specify p-le coolers once are 
very likely to specify them again. pk 
coolers were chosen for the National State 
Bank on the basis of previous experience. 
Efficient and economical, they now occupy 
positions of trust in countless commercial 
and industrial buildings. 


pc is a pioneer in the development of 
many types of heat exchange equipment. 
Whatever your heat exchange needs—heat- 
ing or cooling—talk to p+ about them. 


Write for literature or engineering help. No obligation, of course. 


the Pafferson-Kelley Co., inc. 
390 Burson Street, East Stroudsburg, Penn. 
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KENNARD NAMES TWO 
OHIO SALES OUTLETS 

F. W. Jenike Co. has been ap- 
pointed sales representative for 
Kennard Corp. for the Cincinnati 
trading area, formerly handled by 
Kennard’s Dayton sales office, and 
Frey Equipment Co., has been 
named the new sales representative 
in the Dayton and Columbus areas. 

Heading the Jenike Co. are Frank 
Jenike, Roger Anderson and Wal- 
ter Stevenson. R. A. Frey, who 
operates Frey Co., was formerly 


with Gary G. Schulz and Associates 
who transferred the account to 
Frey Equipment Co. 


PREDICTS CENTRAL PLANTS 
WILL COOL WHOLE CITIES 

An America in which whole cities 
will be air conditioned from cen- 
tral plants has been pictured as pos- 
sible “within the lifetime of many 
of us” by Claud Wampler, president 
of Carrier Corp. 


lou. bet tw, particular ! 
Horo'c why | inaizt on YORK oil: 


| York Oils aren 


't the lowest in price -- 


“I see also an America of win- 
dowless air conditioned factories, of 
air conditioned streets and air con- 
ditioned homes,” Wampler said. “I 
am very sure that long before this 
century is ended there will be few 
if any homes built in this country 
that will not be completely air 
conditioned. 

“Our best judgment is that within 
ten years year-round air condition- 
ing will be a standard feature in 
nearly all new homes in those areas 
of the country where summer 
weather is uncomfortable. It will 
seem as foolish ten years from now 
to build a house without air condi- 
tioning as it would seem today to 
build a house without central heat- 
ing. The house would be obsolete 
upon completion.” 


TEMPLETON CO. NAMED 
UNARCO DISTRIBUTOR 


John F. Templeton Co., 65 Alex- 
ander St., N.W., Atlanta, has been 
appointed sales representative for 
Unarco heating and air conditioning 
units manufactured by Union As- 


bestos & Rubber Co. of Chicago. 
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[| They do not form exept down! 


— .. pead pressure i 


TYPHOON ACQUIRES 
NEW PLANT BUILDING 
Typhoon Air Conditioning Co. 
has acquired a new factory building 
at 505 Carroll St., Brooklyn. The 
new site, near the company’s pres- 
ent building on Union St., will 
more than double the amount of 
floor space for manufacturing. 
According to board chairman 
James F. Dailey, the building will 
allow enough space for a 1,000-ft. 
assembly line, and future expansion 
facilities. Typhoon’s factory and 
general offices will be moved to the 
new address about Sept. 1, during 
the annual plant vacation period. 


sed York il for 


as have 
+ More plant other brand! 


more years than @ 


-_ hom the ork outhariedjbbe 


[| York Oils are immediately eves lane 
—~ from my York Authorized Jobber. He 


knows his business and he ie 

a like | 

j ke the way 

mine. You'll li : 
business with you, too! eS 
York Authorized Jobber -- ° 


: a4 
you're thinking about it! 


IT ALWAYS PAYS TO USE YORK ACCESSORIES AND SUPPLIES 
Air Filters ¢ Automatic Controls e Charging Connections e Coils and 
Piping @ Cold Storage Doors e Freon Refrigerants « Gas Masks e 
Hand Oil Pumps e ice Cans @ Motors and Pumps e Oil e Oil Traps 


© Purge Devices @ Receivers « Renewal Parts e Suction Traps e 


HONEYWELL EXPANDS 
System Cleaners e Valves and Fittings. 


FAR-WEST FACILITIES 

Expanded facilities for the sale 
and service of automatic controls in 
the Pacific Northwest and Alaska 
will be provided by Minneapolis- 
Honeywell Regulator Co. with the 
opening of a new 7,500 sq. ft. office 

| and warehouse in Seattle, Wash. 


accessories and supplies by york 


YORK CORPORATION 


YORK, PENNSYLVANIA 


HEADQUARTERS FOR MECHANICAL COOLING SINCE 
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{ CONTROLLED GASKET THICK. 


WESS ASSURES UNIFORM 
PISTON VALVE-PLATE CLEAR 


VALVE PLATE PRECISION 
GROUND AND LAPPED. REEDS 
ARE FINEST SWEDISH STEEL. 


ALL MOVING PARTS CON 
TROLLED TO 0005 TOLER 
ANCE THROUGHOUT 


ALL OVERSIZE BEARING AREAS 
—AN ASSURANCE OF LONGER, 
TROUBLE-FREE WEAR. 


HEAVY DUTY HARDENED 
SHAFT TO CONTROLLED 
STRAIGHTNESS. 


CHOICE OF CONNECTIONS 


PERMITS CONVENIENT IN- 
STALLATION OF CONTROL 
LINES. 


Illustration shows typical installation 
of Lehigh unit on truck engine — for 


refrigerated transportation. 


ALL CASTINGS OF FINEST 
CLOSE GRAINED ELECTRIC 
FURNACE GREY IRON FROM 
LEHIGH'S OWN FOUNDRY. 


LEHIGH HEAVY DUTY UNITS 
FROM ¥% HP. THRU 5 HP. ARE 
EQUIPPED WITH MULTIPLE 


COMPRESSION RINGS. 


REMOVABLE CYLINDER BLOCK. 
WO NEED TO REMOVE COM. 
PRESSOR BODY FROM SYSTEM 
TO SERVICE, REPAIR OR CLEAN 
CRANKCASE AREA. A REAL 
TIME & LABOR SAVER! 


LARGER CRANK CASE CAPAC. 
ITY ASSURES AMPLE OIL 
SUPPLY FOR CONTINUOUS 
HEAVY DUTY OPERATION. 


...on the road ...in the shop 


Whether they are powering market equipment or cooling a truck 
load of dairy products, Lehigh HEAVY DUTY units can be expected 
to deliver unfailing service under all conditions. That's because 
Lehigh has always believed in building units properly keyed to 
specific jobs — and rating them accurately and correctly. Lehigh 
“HEAVY DUTY” for example, means over-size bearing areas, larger 
crank case capacity, larger condensers, specially hardened shafts, etc. 
* These are some of the features that account for the greatly ex- 
panding use of Lehigh PACKAGED SYSTEMS for truck refrigera- 
tion — and the popularity of Lehigh HEAVY DUTY units in food 
display, preservation and freezing. 


NOW AVAILABLE! 


Lehigh WERMETICS 


1/5 thru 1/2 H.P. 


For service replacement and new 
equipment. Backed by a broad 5-Year 
Warranty. Packed with quality features! 


See your jobber or write for new catalogs: * Lehigh 
HERMETIC UNITS * Lehigh PACKAGED TRUCK SYS- 
TEMS * Lehigh CONDENSING UNITS “4 H.P. thru 5 H.-P. 


CONDENSING UNITS and SYSTEMS 


Lehigh Manufacturing Co., Lancaster, Pa. 
DIVISION OF LEHIGH FOUNDRIES, INC. 
Export Dept. 13 E. 40th St., N. Y. . 


WLU RS ES AR Se se Lea LL Las 
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LODGE TO DIRECT SALES 


9 OF MITCHELL’S NEW DIV. 
....». OFFERS TO AIR 


CONDITIONING DEALERS 


A commercial and residential 
packaged air conditioning division 
has been organized by Mitchell 
Mfg. Co. to manufacture larger size 
units in the 2 to 15-hp range. 

Robert H. Lodge, formerly sales 
and design engineer for a Chicago 


with each one dozen “IFCO” Air 
Conditioning Covers this Genu- 
ine, Top Grain Leather Tool 


Pouch — a $3.00 Value. 


“IFCO" COVERS ARE MADE 
IN SIZES TO FIT ALL 
FAMOUS MAKE UNITS 


- - DUCK MATERIAL OR 
HEAVY DUTY LEATHERETTE 


Individually boxed. 
Completely Weatherproof. 


Metal Reinforced Sides and 
Corners. 


@ One Piece Face Construction. 
®@ Easily installed. 
@ Suggested List Price—$6.95. 


IROLITE FINISHING CO. 


357 Greenwich St. 


KARYALL COMPARTMENTS 


Keep Your Tools and Parts Organized 
Make Your Service Calls More Profitable 


mail 

KARYALL COMPARTMENTS give you 
more room, more strength for less 
money. They are built in 78” — 88” — 
96” and 108” sizes to fit full length of 
truck bed on any one-half, three- 
quarter, or one ton pick-up. One key 
fits both locks and drip mouldings pre- 
vent ice freeze and rust. Shipped com- 
plete with mounting brackets for easy 
installation with ordinary tools. 


Immediate Delivery from our complete 


Call ATlantic 1-0470 
or write for prices today 


Company 
Address 


KARYALL BODY, INC. 


£221 Clinton Road Cleveland 9, Ohio 
Department C 
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New York 13, N. Y. 


MAKE 
EXTRA PROFITS 
with new 80-page 


KOCH CATALOG 


Let Koch help you supply your cus- 
tomers. Profitable line of more than 
2,000 items needed by locker plants, 
cold storage plants, meat packers and 
processors, restaurants, institutions. 

New KOCH CATALOG is your 
stock and show room. Koch Free Engi- 
neering Service and “know-how” will 
help you sell! 


Write today for Free a of 
Catalog 79 and Dealer 


KOCH SUPPLIES 
2520 Holmes St., Kansas City 8, Mo. 
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air conditioning and refrigeration 
contractor, has been appointed sales 
manager for the new division. He 
will develop the distribution and 
sales under the direction of E. A. 
Tracey, vice president. Introduction 
of Mitchell’s new packaged com- 
mercial air conditioning unit is 
planned for September. 


NAMES SOUTHERN REP. 

John W. Parker and Associates, 
Atlanta, Ga., has been appointed 
sales representative for Jamison 
Cold Storage Door Co. 

The Parker firm will represent 
Jamison in Georgia, Florida, Ala- 
bama, Mississippi, Louisiana, Ten- 
nessee, South Carolina and the 
southeastern part of North Carolina. 


QUALITY COOLERS YOU 
CAN FIT INTO YOUR LINE 
AND SELL AT A PROFIT 


ACCESSORIES 


You sell quality, trouble-free cooling in these elec- 
tric units that operate wet or dry. In 3 sizes... 4, 
5, 6 ft. Unobstructed interiors. Baked Enamel 
finish for beauty and sanitation. 


SEND FOR CATALOG C-WI 


The BEVCO Company, Inc. 


3316-28 S$ BROADWAY + ST. LOUIS 18, MO 
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DU PONT OPTIONS 
CALIFORNIA PLANT SITE 


The Du Pont Co. has announced 
acquisition of options on land in 
California looking forward to the 
possibility of construction of a 
plant for the manufacture of tetra- 
ethyl lead and “Freon” refrigerants. 


FIRM BUYS 20,000 
UNARCO CONVECTORS 


In one of the largest single orders 
received to date by the newly or- 
ganized heating and cooling divi- 
sion of Union Asbestos and Rubber 
Co., New York Plumbers’ Special- 
Inc., purchased 20,000 
Unarco convectors through Heating 
and Cooling Materials Corp., Un- 
arco distributor in the Metropolitan 
area. 


ties Co., 


According to Pat Savage, execu- 
tive vice president of Heating and 


“Please try to sell the boss 
an ice cube machine!” 


Cooling Materials Corp., retail 
value of the convectors is approx- 
imately $320,000. 

The convectors will be installed 
in the Greystone Apartments at 
Yonkers, a large Bridgeport, Conn.., 
housing project and in a number of 
smaller developments in the New 
York area. 


AIRTEMP NAMES EASTERN 
AS NEW ENGLAND OUTLET 

The Eastern Co. of Providence 
and Cambridge, R.I., has been 
named to distribute Chrysler Air- 
temp’s complete line of packaged 
residential and commercial air con- 
ditioners in a five-state New Eng- 
land area. 
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PORTABLE RECORDER 


OF TEMPERATURE & HUMIDITY 


...easy to carry as a camera 
...graphs combined on one chart 
... professional accuracy 


Here’s a portable precise record- 
ing instrument . . . of special value 
in connection with selling, instal- 
ling, testing and servicing air 
conditioning equipment. 


It’s compact. Rugged. Con- 
venient. It records on one graph 
. . . temperature and relative 
humidity. The recorder is spring 
driven. The charts record ver- 
tically, downward with the pen 
tracing from bottom to the top 
of the charts. 


The graphs are convenient file 
sizes (3’’ x 5’’). The instrument 
records for 10 or 30 hours. 


Elsewhere in this notice we 
give you the technical details. 


CLOSED: 


The humidity sensitive element is 
a specially treated assembly of 
multiple human hair strands, so 
arranged in a leverage system that 
relative humidity is recorded directly 
on the chart in percent. No wet 
bulbs, wicks or recourse to psychro- 
metric tables are required. The 


temperature sensitive element is a 
strip of thermostatic bimetal with a 
leverage system similar to that for 
humidity recording. The timing 
mechanism is a spring wound chart 
drive specially selected for this 
particular instrument. 


OPEN: 


The open view of the Recorder il- 
lustrates the unique, vertical move- 
ment of the chart platen, the auto- 
matic means for setting the pens 
against the chart when the door is 
closed, and the compact, efficient 
design of the instrument. The accu- 
racy of recording possible to obtain 
with this instrument is only limited 
by the readability of the chart, and 
the rugged construction insures long 
life and trouble-free operation in the 
kind of service for which it is designed. 


FRIEZ INSTRUMENT Division of 


1410 TAYLOR AVE., BALTIMORE 4, MD. 


AVIATION CORPORATION 


EXPORT SALES: Bendix International Division 
205 E. 42nd St., New York 17, N. Y., U.S. A. 
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NOW YOU CAN 
COMPETE! 


...here’s your EXTRA 
PROFIT line of 


ECTRIK-ICE 


WATER YOUR 

COOLERS % LOW PRICE \ 
151 32.00) 

NOW -WITH ‘ 

TOE-TRONIC 


FOOT CONTROL 


MODEL E-554 
SHOWN 


UNIFLOW offers a 

complete line of low 

cost Water Coolers 

(up to 14 gallons ca- 

pacity) for dealers’ 

EXTRA PROFITS and Custo- 
mer’s satisfaction. Write for 
@ FREE @ brochure TODAY. 


UNIFLOW 


MANUFACTURING COMPANY 
1513 East Lake Road 
ERIE, PENNA. 


“A Leader In The Water Cooler 


Field For Over 20 Years”’ 
Circle No. 53 on Reader Service Card 


70 


G-E NAMES TWO 
WESTERN OUTLETS 

Appointment of Warberg Broth- 
ers, Twin Falls, Idaho, as a retailer- 
wholesaler for G-E home heating 
and cooling products has been an- 
nounced by General Electric Co.’s 
Home Heating and Cooling Dept. 

The Warberg firm will distribute 
the G-E line, including the G-E “Air- 
Wall” in the Twin Falls 
area. 

Also named was the B. M. Me- 
Donald Co. 
as a retailer for G-E home heating 
and cooling products in the Las 
Vegas, 


system, 


Refrigeration Service 


Nevada, area. 


WESTINGHOUSE NAMES 2 
AIR CLEANER OUTLETS 

Westinghouse Electric Corp. has 
awarded two franchises to sell the 
Westinghouse home “Precipitron” 
electronic air cleaning unit. 

Borstein Electric Co., Camden, 
N. j., serve 7 New Jersey 
counties and Air-Heet Corp., Chi- 
cago, Ill., will serve as distributor 
for the Chicago area. 


VYixine 


a sign of strength 


will 


Viking copper tube Is annealed 
with precision uniformity insur- 
ing speedy, efficient, trouble-free 
fabrication and strength. 


Triple-sealed Viking tube re- 
mains extremely dry and abso- 
lutely free of dirt. The seal is 
made to pass through any open- 
ing large enough for the tube 
itself. 


Viking refrigeration 
soft and pliable—can be formed, 
flared and expanded quickly 
without danger of fracturing and 
splitting. 


tubing Is 


copper tube co. 


CLEVELAND 106, OnIO 


PRECISION DRAWN SEAMLESS 
COPPER AND ALUMINUM TUBING 
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FoR Supersensitive, 
Dependable, 
Leak Detecting . . . 


Use a 
PREST-O-LITE 


Trade-Mark 


Leak Detector Outfit 


| 


Outfit includes leak detector 3 ft. of 
suction hose, and tank adapter with needle 


stem, 


valve for economy and exact flame ad- 
Justment. 


Even the most minute leaks of halide 
refrigerant gases can’t escape this ex- 
tremely sensitive, leak detector outfit. 
Just attach to the valve of a lightweight 
MC acetylene tank. 


tank, this unit fits handily into tool 


Detached from 
box. Ask your jobber for a demonstra- 


tion. Or write Linpe Arr PrRopucts 


Company. a Division of Union Carbide 
and Carbon Corporation, 30 East 42nd 
Street. New York 17, N.Y 


Dominion Oxygen Company, 


. In Canada: 


‘Toronto 


GET IT 
FROM 
YOUR 


LINDE 


JOBBER 


**Prest-O-Lite”’ and “‘Linde”’ are trade-marks 
of Union Carbide and Carbon Corporation. 
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Containing 330,000 sq. ft. of storage space, this warehouse of the Associated 
Grocers Co-Op in Seattle is the largest of its kind in the Pacific Northwest. 


High JAMISON Doors 
Fit into Novel Time-Saving 
Method of Handling Bananas 


It takes only one trip and a minimum of time to move 
numerous bunches of bananas to the ripening rooms in 
this Associated Grocers warehouse. Bananas suspended 
from a cross-bar are carried by fork lift truck to one of the 
20 doors. Here, Jamison Standard Doors provide such 
ample head room that the truck can easily pass through 
and place the cross-bar on supporting beams. 


Completely metal-clad, the Jamison Doors offer the 
strength needed to withstand hard usage. Two Wedgetight 
Fasteners assure a tight seal and are interconnected to 
release simultaneously at a touch of the handle. 


For additional information about cold storage doors, con- 
sult your architect or write to Jamison Cold Storage 
Door Co., Hagerstown, Maryland, U. S. A. 


Architect 
Robert Ross 
Consulting Engineer 
Richard Stern 
General Contractor 
Morrison Knudsen 
Insulation Contractor 
Northwest Cork and Asbestos 
Seattle, Washington 


Bananas move quickly in and out 
of ripening rooms through this battery 
of 20 Jamison Metal-Clad Standard 
Doors. Stored bananas can be inspected 
through peep-holes without opening 
doors. 
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FOR ACCURATE, DEPENDABLE 
TEMPERATURE CONTROL 
SPECIFY 


‘“TWO-TEMPERATURE”’ TYPE 019-1559 CONTROLS 


Made right to fit right to work right in either natural 
or forced convection units, the Ranco Type 019-1559 
provides better protection for perishables, helping to 
prevent drying out, shrinkage and spoilage. 


This control assures uniform fixture temperatures and 
uniform high relative humidity. Defrosting of the coil is 
completely automatic, regardless of weather or load con- 
ditions, or cold location of the compressor. The Ranco 
Type 019-1559 automatically changes its differential to 
suit the load of each running cycle 


FLORIST BOXES 
and similar installations 


Ranco Replacement 
Reference .. . No. 1544 
lists almost 5,000 replace- 
ment controls . . . the most 
complete line in the indus- 
try. Purchase your copy of 
this big, new manual from 
your Ranco wholesaler 
now. (Available only 
from wholesalers.) 


COLUMBUS 1, OHIO 


WORLD'S LARGEST MANUFACTURER OF REFRIGERATION CONTROLS 
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THE SERVICE MAN'S DEPARTMENT 


More Tips on Running 
Refrigerant Lines 

Erection of refrigerant lines is, 
in most cases, a major phase of the 
installation of any cooling equip- 
ment. The success of the installa- 
tion depends, to a great extent, on 
the care with which the refrigerant 
lines are run. Furthermore, if these 
lines are run carefully and neatly 
the job will have a workmanlike and 
professional appearance which will 
prove a definite asset in future sales 
efforts. 


Neatness Counts 


Just remember, a serviceman is 
judged by the installation he makes 

and the installation is judged 
primarily by the neatness with which 
the refrigerant lines are, run. So 
here are some further pointers on 
how to do a top quality job of 
handling all copper tubing runs: 

It is sometimes necessary to in- 
sulate the suction line, as well as 
the inlet water line (water-cooled 
units), to prevent the objectionable 
condition of condensate collecting 
on the lines and dripping on the 
surrounding objects. This is espe- 
cially true of large air conditioning 
installations. 

Often it is desirable to use hard 
drawn tubing for the sake of neat- 
ness, especially in the larger sizes. 

It is advisable to thoroughly clean 
such tubing after it is erected. This 
cleaning should be done with a 
cloth saturated with methyl alcohol 
and fastened to a long wire to be 
pulled through the tubing to re- 
move any loose sediment or foreign 
matter that may have found its way 
into the tubing during the erection 
process. 

The ideal way, of course, is to 
clean the entire length in one oper- 
ation, but this cannot always be 
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- SILVER soldering stainless steel 
tubing or any other stainless steel 
to another piece, when it is neces- 
sary to build up or fill in, | find that 
if you first tin the pieces with 
“Easy-Flo" it is no problem at all 
to then fill in the low spots as neces- 
sary with "Sil-Fos". 
Harold E. Boettcher 
Green Bay, Wis. 


* * * 


This serviceman earned $5 by 
submitting the above item to our 
Here's How Editor. Why don't 
you send in your favorite service 
idea, and earn $5 too? 


done due to various connections 
being made. ‘n such cases the tub- 
ing should be cleared in sections. 

After the wire is drawn through 
the tubing with the saturated alco- 
hol cloth, it should be followed 
with a dry cloth that does not give 
off lint. A chamois is ideal for 
this purpose. 

The use of good quality, dehy- 
drated and sealed tubing will more 
than pay for itself in the reduction 
of service calls and call-backs. This 
also applies to all accessories, such 
as expansion valves, hand valves, 
strainers, driers, etc. 

During the installation, be sure to 
keep the tubing and accessories 
sealed until they are ready to be 
installed. If the job is going to be 
left overnight, be sure the tubing 
that has been run in the installation 
is properly sealed. This will pre- 
vent the infiltration of moisture and 
dirt that could cause unnecessary 
work when the installation is 
completed. 
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Preventing Oxidation 
Of Soldered Joints 


Brazing or soldering joints in the 
field with any one of the hard 
solders is the cause of most of the 
scale which often interferes with 
proper operation of commercial and 
industrial refrigeration equipment. 
This has long been known — the 
problem has been how to prevent 
oxidation during soldering opera- 
tions, which forms the scale on the 
outside of the tubing. 

Some servicemen are solving the 
problem by blowing CO, through 
the tube during the soldering op- 
eration, to keep oxygen at a mini- 
mum. One end of a rubber hose is 
connected to the pressure regulator 
on the CO, tank and the regulator is 
set to bleed CO g at as low (but 
steady) a rate as possible. The other 
end of the rubber tube is inserted 
in an open end of the copper tub- 
ing being soldered, and taped or 
sealed so as to close up the space 
between the two tubes. 

The CO, replaces the air in the 
copper tube and prevents oxidation 
while soldering. Result: a tube 
that’s just as bright and clean after 
soldering as it was beforehand. 


FOUNTAIN FREEZER SERVICE 
Control Bulbs 


It cannot be stressed too strongly 
that capillary tubes of control bulbs 
should be secured and the bulb in 
the correct position. Temperature 
control bulbs of the straight tube 
type should be fully inserted into 
the bulb well, and in every case 
the end of the bulb well should be 
fully sealed against moisture. 

Expansion valve bulbs should 
make good, clean metal to metal 
contact with the suction line. They 
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should be well insulated and mois- 
ture proofed so that outside tem- 
erature or build-up of ice does not 
affect their operation. 

Should there be any paint or 
other foreign substance on the sur- 
face of the suction line tubing, it 
is essential that it be cleaned with 
emery cloth before the sensing bulb 
is secured tightly to it. 


More Tips on Proper 
Sealed System Drying 

Many factors must be taken into 
consideration in the dehydrating of 
any hermetically sealed refrigera- 
tion system which has been opened 
to the atmosphere for any length of 
time whatever. Many of these fac- 


tors have been discussed in the 


“Here’s How” columns of previous 
but here are some further 


points to keep in mind: 


issues, 


(1) To measure low pressures, 
such as those required by the pro- 
cedures described in previous items, 
always use a mercury manometer. 
Vever use a@ vacuum pointer-type 
fLauge. 


Pumps and 


Condensate Disposal 
Units 


A large selec- 
tion of heav’ 
duty pumps for 
continuous duty 
under severe 
operating condi- 
tions. 
Eastern condensate units are available 
for normal or high temperature operation. 
Completely automatic and foolproof. 


Send for full information . . . 


INDUSTRIES, INC. 


296 Elm St., New Haven, Conn. 
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WANT TO EARN $5? 


You don't have to be a literary 
genius to pick up a fast five-spot. 
All you have to do is jot down 
some of the shortcuts you've de- 
veloped in your maintenance or 
installation work and send them 
to Here's How Editor, Commer- 
cial Refrigeration and Air Con- 
ditioning. If the Editor votes “yes” 
on your contribution, your $5 will 
be paid promptly when your main- 
tenance tip is published in the 
magazine. Let's hear from you! 


(2) Do not attempt to run a 
hermetic compressor motor while the 
system is evacuated or being evacu- 
ated by the vacuum pump. The 
space around the motor under these 
conditions has poor electrical re- 
sistance and may allow the applied 


voltage to arc from winding to 


JARENE CEMENT 


i$ ta SS 
FORMULATED 


For Bonding Rubber Refrigerator 


DOOR GASKETS 
To Metal and Wood Surfaces 


@ Jarene Cement provides a fast, 
easy method for installing refrigera- 
tor door gaskets. Supplied in liquid 
form and easily applied with o brush. 


@ Holds permanently. In many cases 
a “pull test” shows the rubber will 
tear before the cement releases. 


@ Sold in handy '/2 and | pint cons 
by wholesalers everywhere. 


ll PRODUCTS 
ee 
Pe mee erry CHICAGO 
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winding in the motor, causing it to 
fail then, or to weaken the motor 
so that its life is appreciably 
shortened. 

(3) Some benefit may result 
from heating the system during the 
evacuating process, but not unless 
the entire refrigerant containing cir- 
cuit can be heated evenly and simul- 
taneously. If heating is not uni- 
form, the moisture simply travels 
from the heated parts to the parts 
that the heat cannot reach. Since 
the motor which holds the moisture 
most tenaciously is the hardest part 
to heat, the procedure is hardly 
worth the effort. 


JORDON TO BUILD 
$100,000 ADDITION 

Jordon Refrigerator Co. has an- 
nounced it will construct a $100.- 
000 addition to its new million- 
dollar plant in Philadelphia, Pa. 

The addition, which will com- 
prise about 12,000 sq.ft. on the rear 
of the main building, will be used 
primarily to stock and ship finish- 
ing merchandise, 


LARKIN 


MEANS DURABILITY 


THE ORIGINAL, PATENTED 
CROSS-FIN COIL 


The refrigeration coil that changed 
an industry stands today unchal- 
lenged for performance, user satis- 
faction and lasting durability. Made 
from the finest materials by skilled 
craftsmen under exacting standards, 
every Larkin Coil features imbed- 
ded fin-to-tube contact, swaged con- 
nection, silfos welded construction, 
and staggered tubing. Write for 
complete details. 
a 


Manufacturers of the original Cross-Fin Coil 
¢ Humi-Temp Units « Frost-O-Trol Hot Gas 
Defroster ¢ Evaporative Condensers « Cooling 
Towers « Air Conditioning Units and Coils 
¢ Direct Expansion Water Coolers « Heat 
Exchangers ¢ Disseminator Pans. 


ry 
WATCHDOG OF THE NATION’S FOOD SUPPLY ham 


LARKIN ColLe>” 


S19 MEMORIAL DR.,S.E. + ATLANTA, GA. 
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AIRTEMP UNITS INCLUDED 
IN DETROIT DEVELOPMENT 

Sixty-one new homes to be con- 
structed in Oak Park, Mich., will 
include Chrysler Airtemp year- 
around air conditioning. P. J. 
Dalton, Airtemp Detroit regional 
manager, has announced. 

The development is the area’s 
first large-scale realty venture to 
specify air conditioning as standard 
equipment in every home. 

Dalton said that 27 
winter air conditioners 


oil-fired 
with two 
or three-horse-power water-cooled 


CANNED COOLANT 


FIRST FOR ESTON is the packaging of 
Freon-22 in disposable Charg-A-Cans, 
it is claimed. Freon-22 is being pack- 
aged in a 2-pound container, the usual 
charge required in field servicing. Eston 
also packages Freon-!2, Freon-114 and 
sulfur dioxide in |-pound Charg-A-Cans. 
Showing off the 
Beverly Hantla, refrigerant sales order 
clerk for the Eston Chemicals Div. Shown 
atop the container is the detachable dis- 
penser valve. 


new container is 


summer air conditioners are or- 
dered for the first section of the 
program, consisting of 27 homes. 
The homes are expected to sell 
for $25,000 to $35,000, including 
air conditioning. Floor areas meas- 
ure from 1,500 to 1,850 sq. ft., on 
70 to 100’ wide lots. Extensive use 
of 8 and 12’ wide “panaview” 
sliding glass wall sections will 
join interiors with exteriors. 
Low-pitched roofs, wide over- 
hangs and heavy wall insulation 
will add immeasurably to the effi- 
ciency of the air conditioning. Air 
distribution will be handled 
through a diffusing low-wall reg- 


ister perimeter outlet system. 
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“1 can check appliance current at plug” 


save hours 
this way! 


Did you read the comments under 
the photos? They’re typical reports 
from Amprobe users in the field, 
telling us how much easier their 
work has become now that they can 
measure current and voltage in- 
stantly and accurately, with one 
pocket tool, without having to shut 
down equipment. 


There’s an Amprobe for every 
job, every budget: from 10 amp 
and 250 volts to 1200 amp and 600 
volts AC; from $19.85 to $67.50. 
See them at your jobber’s today. 


Send for valuable Amprobe serv- 
ice bulletins showing many more 
ways to save time and eliminate 
guesswork. Mail coupon now to: 
PYRAMID INSTRUMENT 
CORP., LYNBROOK, N. Y. (Ex- 
port Div.: 458 Broadway, N. Y. 
14), world’s largest manufacturer 
of snap-around volt-ammeters. 


Amprobe 


snap-around volt-ammeters 


Ti a ae oe Sd 
P 


yramid Instrument Corp. 
Dept. CR-94. Lynbrook, N. Y. 
Please send me the Amprobe service bul- 
letins checked below: 
[] How to cut costs and land more jobs 
) Trouble-shooting electric motors 
[_] How to boost service profits 
(] Electrical servicing of hermetic units 
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PENN TO BUILD NEW 
OFFICE, LABS 

Penn Controls, Inc. has an- 
nounced plans for a new engineer- 
ing and research building to be 
erected on the site of the present 
main office and plant in Goshen, 
Indiana. 

The building will be constructed 
by Austin Co., nationally known de- 
signers and builders. Austin Co. 
built Penn’s main plant in Goshen 
and several additions to that plant. 

The new building, ultra-modern 
in appearance, will house engineer- 


ing offices, library, drafting room, 
laboratory and model shop. 

It will be of steel and concrete 
construction incorporating the latest 
in exterior finish, porcelainized 
steel panels with continuous hori- 
zontal window areas of thermopane 
glass. Face brick will be used to 
blend the ultramodern appearance 
with the main plant building which 
was completed in 1937. 

The two-story building will be 
completely air conditioned, 
lighting will be 


and 
fluorescent used 


throughout. 


CONDUIT SYSTEM TO COOL 
PITTSBURGH BANK 

A contract for air conditioning 
the upper 22 floors of the First 
National Bank Building, owned and 
occupied by Peoples First National 
Bank & Trust Co. has been an- 
nounced by Charles V. Fenn, vice 
president of the machinery and 
systems divisions of Carrier Corp. 

Work will begin immediately on 
the 40-year-old, 26 story structure 
located at Fifth Avenue and Wood 
Street in the heart of the Pittsburgh 
business triangle. The four lower 


floors are already air conditioned. 
The air conditioning system pro- 
viding year-round control of tem- 
perature and humidity will supply 
heating this winter and be ready 
for year-round conditioning by the 
Spring of 1955, Fenn said. 
Individual controls will permit 
occupants to dial their own weather 


KEEP OUT 


sludge —flux — chips — 
solder—rust—carbon 
and other impurities 


STOP 


plugged driers — poor 
heat transfer —dam- 
aged parts — pressure 
drop — excessive run- 
ning — shutdowns 


LOW TEMP CABINET USE 
NOW AVERAGES 48 FEET 


HE NATION'S food stores are 

averaging 48 feet of frozen food 
cabinets in new store construction, 
according to a survey of stores 
opened in the past six months. 

Range of cabinet space reported 
by the stores was from a low of 14 
feet to a high of 144 feet. Cabinet 
footage averaged 3.94% of store 
selling space. Some stores devoted 
as much as 10% of selling space to 
frozen foods. 

Allocation of space, the survey 
showed, was on the basis of 17.77 
feet for vegetables, 8.65 for juices, 
8.17 for specialties, 4.8 for fruits, 
4.8 for seafoods, and 3.85 for meats. 

Back-room storage space was pro- 
vided in 84% of the stores reporting 
in the survey. Average reserve space 
was 132 sq. ft., with the range of 
storage area being between 24 and 
360 sq. ft. 


Protect your 
installations 
with .... 


o 
MUL AA |) 
ata 


Depth Fiitration! High capacity! Most complete line! 


McIntire 


ince introduced this newly-designed line of 
“Permaclean” Filters over a year ago, servicemen are install- 
ing them by the thousands as a low-cost safeguard against 


operating troubles, costly callbacks, expensive cleansing jobs 


Use them three ways—running in new jobs, cleaning up estab- 
lished units, for permanent service to prevent future trouble 
Exclusive “Permaclean” Filtering Tube has large surface area on the 
and graded density that progressively filters particles down to 
one micron. Sold by leading wholesalers 


911 Weathermaster room 
units to be installed in the “U” 
shaped structure. The units will 
be encased in wood construction to 
match the dark mahogany of the 
building’s interior styling. 

Chilled water for the Weather- 
master system and for air handling 
units serving interior zones will be 
provided by a large Carrier cen- 
trifugal refrigerating machine lo- 
cated in the sub-basement. 

The system will be installed dur- 
ing regular working hours with a 
minimum of interruption to normal 
transaction of business, Fenn said. 

Two large conditioning units, one 


Complete line of STRAINERS 


“Pencil” Type 
Factory-sealed 
Demountable type 
— straight thru 
—angle type 
—"*Y"’ type 


GET 
COMPLETE 
CATALOG 


showing entire 
line, at your 
wholesaler — 


The Mecintire Company Livingston, N. J. 


cebeee2.4 14 t Mt eV 
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located on the 3rd floor and the 
other on the 26th floor, will send 
40,000 cfm. to interior zones of 
22 floors to be conditioned. An- 
other 100,000 cfm. will be distrib- 
uted through the Weathermaster 
room units. 

A cooling tower on the roof will 
permit re-circulation of condenser 
water, cutting down consumption 
to about 5% of what would other- 
wise be required. 


SCHAEFER NAMES 5 
NEW DISTRIBUTORS 

Five new distributors of frozen 
food cabinets have been appointed 
due to the creation of a separate 
division for these cabinets by 
Schaefer, Inc. 

The following are the distributors 
Electric Utilities Corp., 
Kansas City, Mo., for the Kansas 
City territory; New England Re- 
frigerator Co., Providence, R.I., for 
Rhode Island; Peterson Fixture Co., 
Davenport, lowa, for the Davenport 
territory; The Schorer Co., Inc., 
Hartford, Conn.., 
The Eastern Co., Cambridge, Mass., 


named: 


for Connecticut; 


for lower New Hampshire and east- 
ern Massachusetts. 


SERVEL GAS UNITS USED 
IN EXCLUSIVE THEATER 

A motion picture theater which 
boasts big names in the audience 
as well as on the screen has been 
equipped with gas air conditioning 
by Servel, Inc., according to H. R. 
Neilsen, manager of the company’s 
air conditioning division. 

It is the Academia Theater, built 
in Washington, D.C., by the Mo- 
tion Picture Association of Amer- 
ica as an industry “show case” to 
present the finest of motion picture 
film to the nation’s leaders 
distinguished foreign visitors. 

The Academia seats only 71 per- 
sons 


and 


in foam rubber reclining 
with built-in ash trays. It 
contains every luxury detail which 
has been developed for the com- 


chairs 


fort and esthetic pleasure of movie- 
goers. 

A former President and Vice 
President, a Chief Justice of the 
United States, Congressional leaders, 
Cabinet officers, military and labor 
leaders, educators, and foreign 
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SERVICE BODIES | 


Designed Specifically to Save Time, Labor, and Money for 


REFRIGERATION AND AIR CONDITIONING 


Now — with the addition of the 
new Upper Structure to Morrison’s 
complete line of service accessories 
— you can equip your truck with 
a Morrison Carry-All Service Body 
which gives you all these advantages: 


WRITE TODAY! 


— for all the facts on how the 
Morrison Carry-All Service 


Body with the new Upper 
Structure can pay for itself in 
on-the-job savings in time 


and labor. 


SERVICE MEN------------------- 


@ Six Lockable Weathertight 
Compartments 

@ Totally Enclosed, Lockable 
Body 

@ Positive Protection for tools 
and supplies 

@ What you Need ... When 
you Need It . . . Where 
you Need It .. . for Every 
Job 

e Extra Cubic Feet of space 
for Large, Bulky Material 

@ Protected Working Area 

e@ Six Extra Shelves 
Upper Structure 

@ Models to Fit Any 14, 34 
or 1-ton Chassis 

e@ Complete line of Accessor- 
ies for your Specific Needs 


Inside 


LT 


Carry-All Division, MORRISON STEEL PRODUCTS, INC. 
688 Amherst Street, Buffalo 7, N.Y. 


I'd like all the facts about Carry-All Bodies including 
cost and where I can buy them. 
Name Title 
Firm 
Street 
City 


Zone State 


Also Manufacturers of MOR-SUN Furnaces and ROLY-DOOR Steel Garage Doors. 


Literature on request. 
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Condensation Drip 
Rust and Corrosion 


STO 


WITH THIS PLIABLE, 
CORK-FILLED, 
MOISTURE-PROOF, 
SELF-ADHERING 
SEALER 


{h! | | AANAAARAAA ARR REREREE 
i 


Cold water pipe or tubing condensation drip is 
messy, costly, often dangerous. Unheeded, the 
result is loss of valuable equipment, piping and 
connections rust and corrode, requiring frequent 
replacement, and hazardous conditions exist. 


NoDrip Tape has been successfully used for 
years to correct and control this needless waste. 
Easily applied by winding spirally around pipes 
and tubing, NoDrip Tape becomes a permanent 
sealed jacket. No experience necessary, need no 
brads, fasteners, adhesives, etc. In addition, it 
holds temperatures more steady, reduces icing 
and frosting of lines. Equally effective on any 
pipe or tubing, iron, brass, copper or other alloy. 
Ideal for refrigerant lines in air conditioning 
systems, deep freezers, refrigerators, etc. 


Typical Coverage Per Roll 
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10’ of 2” 
8’ of %” 
6%’ of 1” 


1.D. tron Pipe: 


a 


13’ of ”r” 
11’ of %” 
9'' of %” 
8Y2' of %” 


list a roll Higher west 
of Rockies and Canada. 
(Subject to usual trade discounts) 
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Write for FREE circular 
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Technical Coatings for Home and Industry 
SINCE 1895 
553 Burch St., KANKAKEE, ILL. 
Detroit, Mich. Lyndhurst, N.J. 
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diplomats have been entertained 
there. 

The air conditioning installation 
consists of two 5-ton Servel Won- 
derair “All-Year” gas-operated 
units. 


USE OF AIR COOLED 
UNITS TO INCREASE 
“Within five years 80% of all 
home air conditioning installations 
will use air-cooled equipment or 
water saving devices,” according to 
S. J. Levine, general manager of 
General Electric Co.’s home heating 
and cooling department. 
Announcing the results of a 
nationwide survey undertaken by 
G. E., Levine said that in ten years 
95 to 100% of all air conditioning 


“Me buy air conditioning? ... You 
think I’m crazy or something? ?” 


equipment installed will be of the 
waterless air-cooled or waier saving 
type. 

Levine said the trend to air- 
cooled equipment will stem from an 
increasingly critical water situation 
in most parts of the country. “The 
hard facts are,” he noted, “that 
nationally, our water distribution 
facilities have been unable to keep 
pace with the rising demands for 
water in homes and industry. This 
situation will become more and 
more acute as the nation continues 
to grow and demands for home air 
conditioning increase.” 

The saving in water cost realized 
by using air-cooled units can offset 
the higher electric power expense 
of this equipment, according to 
Levine. 


COMMERCIAL REFRIGERATION 
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NO PLENUM 


too small for the 
Convector Humidifier 


i ; . ‘ y No flat bottom to restrict warm air flow. 
Engineers specify PACKLESS Vibration individual water troughs (only 34" thick) 
Absorbers when excessive compressor line LESS AIR spaced |" apart. Means 30% more 


z : RESTRICTION evaporation area, 60% less plenum re- 
movement is encountered. Available to fit ghia. alae tie gliosis iid 


V4” 0.D. to 10%” 0.0. copper tubing. EVAPORATION cycle warm air furnaces . . . conventional, 


: sn counterflow and year around air condi- 
Write for Bulletin VA-3 Less 


INSTALLATION 'oning units. Made of copper and brass, 
TIME 


nothing to corrode. 
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METAL HOSE INC. MAID-O’-MIST, inc. 


31-10 WINTHROP AVE. NEW ROCHELLE, N. Y. TAC CIICM et ae CMT Te CTT 
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Cot out ee You can make more money in every food store you contact by selling 
mee Hirsh Pre*Bilt shelving in addition to refrigeration equipment and 
f th Pes x service. Pre*Bilt is a natural for extra profit sales in both new and 
0 Q ’: c established stores. It is pre-finished, shipped complete and ready 
“i to assemble, and can be installed quickly without special tools. 


= 4 ; 
icebox “ao 3 Whether it's installed by you or by your customers (it's that easy to 
oi E 


put up) you will make extra profits with a minimum of effort. 


and make F Don't freeze your sales and profits 


by confining yourself to refrigeration 
lines alone. Get your share of the 
money spent for equipping the 
rest of the store! Mail the 
coupon foday for the full 
Pre~Bilt profit story. 


CR-9 
S. A. HIRSH Manufacturing Co. 


8051 CENTRAL PARK AVENUE-—SKOKIE, ILLINOIS 


Gentlemen: Please send me literature, prices and job 
ber discount information on Hirsh Pre*Bilt Shelving 


NAME 





COMPANY__ 





SHELVING FOR EVERY NEED ADDRESS 
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U.S. Self-Contained Air 
Conditioners 


Versatile, new [ ae Self-Contained Air 
Conditioner cools, heats, ventilates, filters, 
circulates, dehumidifies! Installed quickly, 
simply, anywhere—no ducts required. 
Made in three sections, complete unit can 
be handled in passenger-type elevators and 
carried in a small truck. Adjustable grilles, 
replaceable filters. Available in 2-, 3-, 5-, 
8-, ll-, and 15-ton sizes for automatic 
operation in new or old stores, offices, 
sae rooms, restaurants, etc. 


U.S. Air Conditioners — for 
chilled water systems 
New U.S. Air Conditioners use same piping 
for heating and cooling. Connect water 
chiller to boiler system and add these U.S. 
free-standing floor models. Each has its 
own filter, silent blower and automatic or 
manual control. The turn of a valve brings 
heating or cooling. Many capacities avail- 
able—a size for every cooling load. Sus- 


pended models require no floor space— 
install above any closet or false ceiling. 


U.S. Air Conditioners — for 
forced air systems 


It’s simple to add a U.S. cooling unit to 
present heating ducts. It takes little space, 
yet circulates cool, dehumidified air 
throughout home or business building. 
Furnace fan draws air through filter. For 
winter warmth, merely turn damper! Also 
available: new U.S. inode’ model 
which hangs in basement or crawl space, 
or stands on attic floor. Cooling ie in- 
stall right in present ductwork. Both 
models come in several sizes. 


news from U.S. Radiator 


Here’s U.S. Radiator’s complete new line 
of air conditioners. Each is compactly 
designed to do its specific job - 


Air conditioning 


. - to save 
installation time and expense . . . to pro- 
vide comfort cooling at lowest operating 


cost. 

It’s easy to do business with U.S... 
easy to get the right equipment and the 
right assistance. U.S. Radiator air con- 
ditioning experts are located throughout 
the United States. For the name of the 

; 7 one nearest you, or for further information 
U.S. Window Air ‘ 
Conditioners 


Require no plumbing, are 
compact and easy to handle 
for quick, easy installation. 
They cool, dehumidify, 
filter. Thermostat (option- 
al) keeps operating cost 


on the U.S. air conditioning line—write 
today! 


ANN 


Pid Le aad ii) 


low, permits desired temperature settings. 5-year warranty. 


U.S. Sash-window model (left) can be used as air conditioner or ventilat- 
ing fan—fresh air or exhaust. Hinged panel conceals fingertip controls. 
Double-baked enamel finish harmonizes with any room color. 4-way louvers. 
Three sizes—%-, %- and l-ton. 


ar VT Conditioned ATs 


U.S. Radiator is proud that its equipment has been 
selected for testing at “Air Conditioned Village,” 
Austin, Texas. Watch for the results! 


U.S. Casement-window model (right) requires only one-square foot of 
window space. Condensing unit hangs outdoors, evaporating unit hangs 
indoors—no openings to let in street noises. Ideal for multiple dwellings. 


UNITED STATES RADIATOR (GRPORATION~ 


OVER MALF A CENTURY GREAT NAME iN HEATING 


GENERAL OFFICES + DETROIT 31, MICHIGAN 


UNITED STATES RADIATOR CORPORATION: Bollers, Radiators, Heating Accessories » Pacific Boilers » Cyclotherm Steam Generators + Metal Products + Drayer-Hanson Air Conditioning and Commercial Refrigeration 
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HEATING 


UJ 
wil 
a7 


COMMERCIAL 


APA 


Yet EDT 


TABLE OF CONTENTS 
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A new approach to residential air conditioning 
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REVOLUTIONARY 


Air conditioner ENTIRELY INSIDE the glass line! 


Here’s why Perfection helps you 


“crack” profitable 


office building, hotel, motel and hospital markets .. . 


Clean Portion 
of Upper 
Sesh _ 


» Overlap area 
Pee 


cleaned 


ORDINARY INSTALLATION: Conventional room air con- 
ditioners must be installed partly inside, partly outside the 
window. Windows can never be fully closed or fully cleaned. 
This kind of installation must be permanently weather-sealed. 
Most building managements frown on such installations. 


=| 


TE veh fol i.e 


Sr a 3 


AREA = 
ASHER TO Ger | A 


BOTTOM SASH UP: With adapter door open and bottom 
sash up, window washers have plenty of room to get in 
and out when window cleaning is required. 


Perfection HAS ALL THE ANSWERS 


@ Doesn't disfigure the face of 
building. 

@ Simplifies window washing. 

@ No dripping to stain building or 
annoy pedestrians. 


@ No winter storage problem. 

@ Four capacities in identical 
cabinets. 

@ No permanent weather-seal 
required. 


NEW PERFECTION “Inside-the-glass line” METHOD: 
With Perfection’s exclusive adapter kit the unit can be 
installed completely inside the window. Either window sash 
can be COMPLETELY lowered or raised behind the unit. 
Building management gives its unqualified approval to 
the Perfection Room Air Conditioner. 


le MEET | 
taeeeyiih 
—— a 


BOTTOM SASH DOWN: Because lower window sash can 
be raised or lowered at will, COMPLETE cleaning of 
BOTH sides of upper and lower sash is possible. 


Write or call . . . Perfection Stove Company, 7516-1 Piatt Avenue, 


Cleveland 4, Ohio 
YOUR HOME DESERVES 


Perfection 
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A YEAR-LONG experiment in 
IX year-around “crawl space” 
residential cooling and heating is 
one of the interesting studies being 
conducted in the Air Conditioned 
Village which was opened recently 
in Austin, Tex. The 22-home vil- 
lage is being sponsored by the 
National Association of Home 
Builders, the Air Conditioning and 
Refrigeration Institute, the National 
Warm Air Heating and Air Condi- 
tioning Association and the Uni- 
versity of Texas. 

The house is cooled and heated 
by a Drayer-Hanson “Spotaire” 
(HRC 246) suspended in the center 
of the crawl space, under the floor 
of the basementless structure. The 
unit discharges the conditioned air 
into the crawl space, from which it 
is introduced into the house through 
floor registers located around the 
perimeter of the house under the 
windows. No supply duct is used. 
Recirculated air is taken in by high 
side-wall grilles and returned to the 
unit by a duct located in one corner 
of a centrally-located closet. Com- 

















AIR COND/TIONING 
UNIT 


Crawl Space Cooling and Heating 


pressor for cooling and hot water 
boiler for heating are located in 
the carport area to minimize noise 
and provide maximum accessibility 
to equipment. 

This design offers a combination 
radiant and convection type system, 
providing warm floors in the winter, 
and cool floors in the summer, as 
well as conventional air distribu- 
tion. If the owner is not satisfied 
with the designed air distribution 
system, more air can be provided in 
a space by cutting a hole in the 
floor and adding a register — less 
air can be provided by closing the 
register. This reportedly will pro- 
vide a low first cost system, with 
maximum flexibility, at minimum 
operating costs. 

With conditioned air being dis- 
charged into this crawl area, serv- 
ing as one master plenum, no sup- 
ply ducts are used. Proper air cir- 
culation can be obtained simply by 
having floor registers (2” x 14”) at 
all exterior coors and windows. The 
only duct in the house is for return 
air (10”%x 14”) in the end of one 
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A new approach fo residential air conditioning 





of the hall closets. The return regis- 
ters were placed 6’8” from the floor 
in the hall and in one bedroom. 

A Copelametic 2-ton air cooled 
condensing unit is placed in the 
carport with Freon-12 being used 
as the cooling medium. A U. S. 
Radiator 5-11B hot water boiler is 
also placed in the enclosed rear 
portion of the carport to supply hot 
water to the crawl space unit during 
the heating cycle. This boiler is 
made of cast iron and is completely 
factory assembled and AGA ap- 
proved. It can be used with any 
gas — natural, mixed, L.P., ete. — 
and is rated at 90,000 Btu/hr. 


Continued on page 108 
















































SUSPENDED in the center 
of the crawl space beneath 
this basementless home in 
the Air Conditioned Village 
at Austin, Tex., this air 
handling unit discharges 
conditioned air into the 
crawl space, from which it 
is introduced into the house 
through floor registers. No 
supply duct is used; return 
duct leads directly back to 
the Air handling unit. 


Selection, Installation and Service of 


ELECTRONIC AIR CLEANERS 


— method of removing impurities is always 
part of a true air conditioning system. The air 
washer, often used primarily to control temperature 
and humidity, is inherently an air cleaner. Other 
commonly used devices use the principles of dry 
filtration, viscous impingement, adsorption and 
electrostatic precipitation. Each has advantages and 
limitations which should be considered in selecting 
equipment for a particular installation. 


DRY FILTRATION involves passing the air through a filter- 
ing medium, often fibrous, which retains dust, fibers and 
other solid matter. The development of inexpensive dis- 
posable filters, which clean with good efficiency for a 
considerable time with moderate resistance to air flow, has 
been an important contribution to the air cleaning phase 
of the industry. Dry filters are most effective in removing 
lint and fibrous dust, but are made in a variety of textures 
for various applications. 


VISCOUS IMPINGEMENT consists of an arrangement of 
baffles, rods or other surfaces, coated with a dust-retaining 
adhesive material. These are arranged to deflect the air so 
that solid dust particles are thrown against the retaining sur- 
face. Cleaning efficiency and resistance to air flow are de- 
termined by the extent and arrangement of the retaining 
surface and are highly variable. Viscous cleaning is most 
effective where there is heavy dust concentration. 


ADSORPTION is accomplished by passing air through a 
substance which will adsorb objectionable vapors and odors. 
Activated carbon is the material generally used. Panels, 
canisters or other containers of this material can be made 
to adsorb large quantities of vapors responsible for tobacco, 
body, cooking, cosmetic and many industrial odors. This 
method of cleaning is indicated when elimination of such 
odors is important, together with reduction of ventilating air. 


by Edward Dowis 


LECTROSTATIC PRECIPITA- 

_4 TION, properly applied, pro- 
vides the highest degree of cleanli- 
ness and sterility attainable by 
methods so far developed. Equip- 
ment is available which will remove 
particles smaller than one hun- 
dredth of a micron (about 1/250.- 
000 inch). This is about the size of 
cigarette smoke particles. Most bac- 
teria is from one to four microns in 
size, while the smallest visible 
particles are about ten microns in 
diameter. 

Commercial precipitators nor- 
mally provide 90% cleaning ef- 
ficiency as indicated by the discol- 
oration test developed by the U. S. 
Bureau of Standards for testing air 
cleaners. This compares to 12% to 
30% for mechanical filters. 

Mechanical filters are often rated 
at higher efficiencies by dust ar- 
restance tests which do not take 
into consideration the much smaller 
particles removed by electronic 
types. A filter showing 949% ef- 
ficiency by the dust arrestance test 
may show only 30% by the discol- 
oration test. 

This percentage is the ratio of 
matter retained by the cleaner to 
the total contained in the entering 
air. Any comparison of cleaners 
should be by the same test and in- 
clude all matter being removed. 

Electrical precipitation is ac- 
complished by giving all particles a 
positive electrical charge as the air 
passes through an ionizer. This is a 
device consisting of a number of 
wires connected to the positive side 
of a d-c power supply of 12,000 
volts or more, the wires being 
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Clean Air 


+/2,000 
Volts .DC. Plates 


lonizing wires positive 
charge — 12,000 Volts 


Frame and negatively 
charged electrodes grounded 


FIG. 1 — Basic principle of electrostatic cleaning of air. 


spaced between negatively charged 
and grounded electrodes. 
The air containing the positively 
charged matter then passes between 
plates charged alternately negative 
and positive at a potential difference 
of 6,000 volts or more. The nega- 
tive plates attract the positively 
charged particles, which are re- 
pelled by the positive plates, and + 12,000 Volts 
hold them until removed by - er 
washing. 
Fig. 1 shows the relative po- 
sitions of the ionizer wires and 
electrodes, plates in the collector 
cell, and high voltage connections . —— ited 
to the power pack. The enclosure is ne 
omitted and only the essential parts Sti a dante 
are shown. Tubes 
The collector plate assembly, 
commonly called the collector cell, 
is placed very close to the ionizer, J 
on the downstream side. The frame- 
wuck f Ge tendon: car tebe 0 FIG. 2— Voltage doubler circuit for power pack. 
housing for the plates, making a 
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Courtesy, 


FIG. 3—Power pack and access door assembly. 


combination ionizer-collector cell. A 
cleaner of any capacity can be 
made by assembling the number of 
cells necessary to keep velocity 
down to the rating of the cells. 

Air resistance is so low that a 
grille or baffles may be required 
on the inlet side to evenly dis- 
tribute the air. Filters are some- 
times placed in the outlet for the 
same purpose. Since they handle 
only clean air, they seldom require 
cleaning or replacement. They may, 
however, catch some particles dis- 
lodged from the collector plates 
while cleaning or during improper 
operation of the electronic cleaner. 

Collector plates, ionizing elec- 
trodes and part or all of the frame- 
work are commonly made of alumi- 
num. Light 


corrosion and ease of working make 


weight, resistance to 
it desirable for this service. lonizing 
wires are usually of tungsten. 

The positively charged plates and 
ionizing wires must be insulated for 
the voltage applied. The negatively 
charged plates and electrodes are 
connected directly to the frame, 
which is grounded. The high voltage 
wiring must be of cable rated for 
such service. 

The dust which attaches to the 
collector plates must be removed at 
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Westinghouse Electric Corp. 


regular intervals to prevent the 
cleaner from losing efficiency and 
to keep the dust from blowing 
back into the air stream. This may 
be done by flushing with a hose. 
using water preferably about 125 F. 

Cooler water may be used but 
will require longer cleaning time. 
Some cells are equipped with spray 
manifolds which need only be con- 
nected to a valve and water supply. 
These require less water for clean- 
ing, in addition to being easier to 
operate, 


Special Adhesive Needed 


For some kinds of dirt, it is 
recommended that a special ad- 
hesive be sprayed on the collector 
plates after each washing. This is 
especially desirable where the pre- 
cipitate is very dry. The applicator, 
usually a spray device, together with 
adhesive for the original treatment, 
is furnished with the equipment. 
Additional adhesive is obtainable 
from the manufacturer. 

A completely automatic precipi- 
tator also is manufactured. This 
unit has the plate assemblies 
mounted on endless chains which 
rotate the cells at intervals to pro- 
vide for complete reconditioning 
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Courtesy Trion, Inc 


FIG. 4—Multiple cell assembly. 


each 24 hours. They are passed 
through a cleaning bath, wiped, and 
returned to service with a viscous 
coating. These are manufactured in 
3 and 4 foot widths, with height 
ranging from 6 to 13 feet. 

The wash water supply should be 
a minimum of 2 gallons per minute 
at 30 pounds pressure for each 
1000 cfm of air capacity. Drains 
must be installed beneath the unit, 
with seals or lids to eliminate 
sewer odors. 

If a water seal is used, it should 
be such as will not dry out between 
wash periods. If sufficient water or 
sewer capacity is not available to 
wash the entire assembly at one 
time, it may be done by sections. 
The normal cleaning time, with hot 
water, is about 3 minutes. 

The entire system, including the 
fan, is shut down while cleaning. 
About 


should be allowed, during which 


145 minutes drying time 


time the fan should be run. During 
this time, the unit can be inspected 
for broken ionizer wires or other 
defects, which should be corrected 
before starting again. 
Electrostatic cleaners depend 
upon the attractive force of 6,000 
volts or more d-c on the collecting 
plates. 12,000 volts or more are re- 
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quired for the ionizer, also d-c. The 
power consumption is very low, 
ranging from about 60 watts for 
the small domestic precipitators to 
about 400 watts for a unit with a 
capacity of 32,000 cfm. 

The power pack, as it is com- 
monly called, contains a trans- 
former to raise the 110-volt input 
to the required high voltage and 
provide the proper voltage for 
heating the rectifying tubes. Two 
transformers are sometimes used. 


Two rectifier tubes change the 
a-c to pulsating d-c. Two capacitors 
smooth out the pulsating d-c to 
continuous d-c. Resistors are pro- 
vided to discharge the capacitors 
when power is shut off for cleaning. 

Various indicating lights, meters, 
circuit breakers, door switches, po- 
tentiometers, are included as safety 
features and adjustments for maxi- 
mum operating efficiency. 

Fig. 2 shows a commonly used 
voltage doubler circuit. The capaci- 


tors are charged alternately as the 
alternating current in the high 
voltage transformer winding changes 
direction. The combined voltages of 
the capacitors is impressed on the 
ionizer; that of only one on the 
plates. 

Due to the high voltages, it is 
necessary that access doors to 
ionizer and collector cells and the 
cover of the power pack be equipped 
with door switches which open the 

Continued on page 109 


Survey Underscores Benefits of Home Air Conditioning 


A nationwide survey just completed by the American 


ditions induced by moisture condensation, and discour- 


Gas Association provides proof for the first time 

that people who live in air-conditioned houses are better 
off physically, financially — and even mentally — than 
those who don’t. 
782 adults and 390 children residing in 325 houses 
equipped with Servel “All-Year” gas air conditioning. 
The study was conducted by the A.G.A. Home Service 
Comittee, with actual field interviews handled by the 
home service departments of nine cooperating utility 
companies. 

More than two-thirds of the families in the survey 
reported improvement in the general health of all mem- 
bers of the household. In 224 homes, the family rested 
better at night, in 50 cases there were fewer colds, and 
68 reported relief from hay fever or pollen allergies. 
A large percentage credited improved atmospheric con- 
ditions in the home with having perked up appetites of 
family members, and the health and comfort of infants 
were benefited. Only 12 individuals, according to the 
report, claimed adverse effects. 

Interviewees were asked if air conditioning had helped 
them save medical expenses. In 47 homes the answer 
was “yes,” in 180 “no,” and in 98 others no opinion 
was given. Among those who answered affirmatively, 


savings were judged to range from $25 to more than 
$200 a year. 


Cleaning Chores Lightened 


“Is there any difference in the household cleaning 
work required in your “air-conditioned home?” the 
families were asked. Two hundred and seventy house- 
wives agreed that important labor-saving advantages re- 
sulted from air conditioning. Among the benefits men- 
tioned were: 

Less time needed for dusting furniture, 244; less 
cleaning of walls and woodwork, 193; less use of do- 
mestic help, 38; less frequent cleaning of drapes and 
curtains, slip covers, rugs and upholstery, 190: and 
less redecorating required, 85. 

Respondents praised air conditioning as “making it 
easier to keep help, preventing mildew and other con- 
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aging breeding of moths and other pests.” Savings in 
cleaning expenses, ranging from $30 to $550 a year, 
were claimed by householders, 

As to the effects of air conditioning on family eating 
habits, 36 homes expressed no opinion and 129 indicated 
there had been no noticeable change. On the other hand, 
160 indicated that their families were now eating more 
meals at home, fewer felt impelled to visit air-condi- 
tioned restaurants because their own homes now had 
the added comfort, and about a third of those inter- 
viewed said they had saved from $50 to $240 in a single 
summer by reducing the number of meals eaten outside 
the home. 


Recreational Activities Altered 


One of the most marked effects of living in an air- 
conditioned home was shown to be in changed recreation 
activities. Changes of a major sort were noted in 232 
of the 325 homes. Ninety-five families attended fewer 
air-conditioned movies, 98 said there was less need for 
week-ends in the country, 200 spent more evenings at 
home instead of going out, and 66 made fewer trips to 
parks and swimming pools. 

Home entertaining had increased perceptibly in 45 
instances, 126 family heads reported decreases of from 
$5 a week to $200 for the summer season in outside 
recreation expenses, while 59 said there were substantial 
savings in vacation expenses. 

The survey also showed that more than 90 per cent 
of those interviewed consider the air conditioner essen- 
tial or at least desirable in the home, and 82 per cent 
expressed the belief that air conditioning substantially 
increases the value of their homes. 

Other benefits from having a completely air-condi- 
tioned home, in the order of frequency mentioned by 
respondents, were the following: Outside noise elimi- 
nated since windows are kept closed; plants grow bet- 
ter: the family is more compatible; no stale odors in 
the house: social advantages; furs don’t need special 


storage facilities during the summer, and “even the dog 
likes it.” 





s a“ 
Galvanizing 
S ‘ P -ABTER FABRICATION 
“LIYUKSS ‘ ON ALL 


PERMA-FAN 


EVAPORATIVE CONDENSERS 


Installation by Key Refrigeration, Los Angeles. 


IT’S SERVICE-FREE PERFORMANCE with Perma- 
Fans—ever since D-H pioneered the blow- 
thru principle of operation, back in 1937! 
NOW, new and proven advances give you 
an expanded Perma-Fan line: 

In tonnage ratings from 5 to 105 

For indoor or outdoor installation 

Choice of refrigerants: Freon, Ammonia 

“Hot Dip” galvanizing on ALL surfaces 


Particulars? Request Catalog 
PF C-3.30. 


drayer -hanson 


INCORPORATED 


3301 MEDFORD STREET, LOS ANGELES 63, CALIFORNIA 


{A Subsidiary of United States Radiator Corporation) 
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USEFUL LITERATURE 
On Air Conditioning 


To obtain the information described below, sim- 
ply circle on the postcard in this issue the key 
numbers of the items you wish to receive. We will 
forward your requests to the companies concerned. 


CEILING AND FLOOR MOUNTED central station air condi- 
tioning units for commercial and industrial applications are 
featured in an 8-page bulletin presented by Worthington Corp. 
The graphically illustrated bulletin gives specifications, dimen- 
sions, accessories, physical data and special features of both 
type units. 
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THE HOW, WHY AND WHERE of residential air con- 
ditioning control is explained in Penn Controls Inc.’s new 
84-page manual. Basic constructions encountered in various 
types of air conditioning systems are covered and the sys- 
tems are broken down into their components. Control re- 
quirements imposed by each component are discussed. Also 
included is a section for wiring diagrams which combines 
various parts of the system into complete control hook-ups 
as used by manufacturers in their current production. 


Circle No. 92 on Reader Service Card 


WATER-TO-AIR HEAT PUMPS are completely described and 
illustrated in a 4-page bulletin available from Acme Industries, 
Inc. The bulletin contains coverage of the advantages, types, 
applications and future of heat pumps. Drawings illustrate 
typical applications. Heating and cooling capacities and dimen- 
sions are presented in tabular form. 
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RESIDENTIAL COOLING TOWERS carrying a 20-year guar- 
antee are described in detail in catalog RE-l, an 8-page re- 
lease available from Halstead & Mitchell. Tower capacities 
for various wet bulb temperatures are graphically pre- 
sented. Indoor and outdoor installations are both shown in 
full-page line diagrams. Details of construction and a table 
of dimensions are included. 
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DESIGNED TO PROVIDE individual room air conditioning 
where space is at a premium, the “Spotaire 900” air con- 
ditioner is described and illustrated in a catalog sheet 
available from Drayer-Hanson, Inc. Photographs of the 
basic unit and the optional insulated cabinet are included 
along with dimensional drawings. Construction and per- 
formance data and complete specifications are included. 
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PRECISE CONTROL of air temperature and moisture content 
through use of a Niagara type “A” air conditioner is explained 
in bulletin 122, an 8-page bulletin available from Niagara 
Blower Co. Designed for industrial applications, the condi- 
tioners are completely described in the bulletin, from a listing 
of various applications to a cut-away drawing of the unit show- 
ing component parts, 
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THE CONSOLE TYPE “<Airditioner” made by Modine Mfg. 
Co. is covered in bulletin 734 presented by the manufacturer. 
Application and operational features are given. A photograph 
of the unit with the cover removed shows component parts. 
Dimensions are given in a large drawing of the unit while 
performance and specifications are listed. 
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THREE BULLETINS available from Trane Co. contain informa- 
tion on three product lines: self-contained air conditioning 
units; the “Cold Generator” line of packaged water chillers; 
and the line of “Torridor” high capacity blower-type unit 
heaters. Capacity tables, specifications, operating information, 
line drawings, wiring diagrams, roughing-in dimensions and 
piping details are included in the separate bulletins. 
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THE LATEST DESIGN of “Venturafin” unit heaters for steam 
or hot water applications is covered in bulletin 7517, pre- 
sented by American Blower Corp. Features of design, general 
engineering data, capacity tables and piping diagrams are 
also covered. Application diagrams, tables of hot water and 
steam capacities, selection problems for both type heaters, 
wiring and piping diagrams and dimensional drawings are 
included. 
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DESIGNED FOR LOW-COST residential application, the 
year-round air conditioner manufactured by Brown Prod- 
ucts Co. is described and illustrated in catalog sheets avail- 
able from the manufacturer. Dimensional drawings, photo- 


graphs, piping arrangements and component placement are 
included. 
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CHEMICAL AND MECHANICAL factors entering into the 
design and operation of demineralizing plants for obtain- 
ing high quality process water and boiler feedwater from a 
wide range of water supplies are presented in bulletin WC- 
111, available from Graver Water Conditioning Co. Appli- 
cations under many operating conditions are explained. 
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A SIMPLIFIED METHOD for evaluating costs of the Burgess- 
Manning 3-Way Functional Ceiling which heats and cools 
radiantly besides giving acoustical control is presented in 
bulletin A-129-1 by Architectural Products Div., Burgess- 
Manning Co. This bulletin, a supplement to a previous 
release, contains facts and figures on this new type ceiling. 
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STEAM AND LIQUID CONTROL equipment is completely 
covered in catalog 54, available from O. C. Keckley Co. 
Tabular material has been simplified for quicker reading 
of specifications and quick reference tables on pressures 
and temperatures, water heads and equivalent pressures, 
and a pressure regulator capacity table are also included. 
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COMMERCIAL AND DOMESTIC hot water heating boilers 
and an all purpose boiler are described and illustrated in a 
mailing piece available from Pacific Coast Heater Corp. Pri- 
ces, and specifications for these gas-fired boilers are listed. 
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Engineered to Maintain Any Temperature 
Required Throughout The Trip! 


THE IMPROVED TRUCK PLATE 
With 4 Connections 


For Easy Installation 


Economical to operate — with uniform temperature 
assured throughout the trip. May be charged by a 
self-contained unit on truck, or by connecting to a 
central system with DOLE special flexible connections. 
Can carry eutectic solutions ranging from —59° to 


+26°. Available in sizes to fit any application. In 
standard thicknesses: 4-Connection @old- Gela—2" 
and 25”; 3-Connection @old- Cela —\\/2". 


*Write for facts on (Zold- Gel TRUCK PLATES 
DOLE REFRIGERATING COMPANY 


5492 NORTH PULASKI ROAD, CHICAGO 30, ILL. 
103 PARK AVENUE, NEW YORK 17 


In Canada: Dole Refrigerating Products, Ltd. 
44 Elgin Street, Brantford, Ontario 


Maximum Refrigeration Efficiency 


DOL. 


MANUFAC TY 


THE 


ee o Ff 


LINE 


(Turn to page 98 for more Useful Literature ) 
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WHAT’S NEW... 
in Air Conditioning E 


For further information on any of these products, simply circle on the postcard provided in ; 
of the items in which you are interested. Your requests will be forwarded directly to the 


(For more NEW PRODUCTS turn to page 101) 


Room Air Conditioner 
Product: “Spotaire 900” indi- 
vidual room, built-in air condi- 
tioner. 
Manufacturer: Drayer-Hanson, 
Inc., Los Angeles, Calif, 


Features: Designed especially 
for rooms with low ceilings and 
other space limitations, unit is only 
1134” high, including an insulated 
cabinet. Unit heats, cools, venti- 
lates, filters and dehumidifies. Can 
be controlled through use of a ther- 
mostat. Easy to install, unit has 
motor control flush with the out- 
side of the cabinet. Piping cennec- 
tions brought directly to the outside 
of the unit. Unit has side drain and 
a removable panel for easy servic- 


ing. 
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Residential Conditioner 

Product: Packaged residential 
air conditioner. 

Manufacturer: Frigidaire Div., 
General Motors Corp., Dayton, 
Ohio. 

Features: Conditioner with 2- 
ton cooling capacity offers option 
of using either oil or gas as fuel 
for heating. Furnace capacity is 
75,000 Btu/hr output with oil or 
90,000 Btu/hr with gas. Completely 
automatic electric refrigeration 
system provides summer cooling 


90 


and dehumidification. Units de- 
signed to cool and heat dwellings 
of up to 6 rooms. Compact units 
engineered to operate in small 
closet-type enclosures, basements or 
utility rooms. Dimensions are 76” 
high (including plenum for duct 
work), 46” wide and 25” deep. 
Complete mechanism enclosed in 
gray enameled steel cabinets. 
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Package Chiller Line 

Product: “PC” line of package 
chillers for chilled water air con- 
ditioning systems. 


Manufacturer: Heat-X- 
Changer Co., Brewster, N. Y. 

Features: Suitable for drinking 
water, beverage cooling and indus- 
trial water cooling applications, 
units are furnished completely 
wired, charged with refrigerant and 
factory tested. Require only power 
and water connections for oper- 
ation. Condensers, chillers and heat 
exchangers feature “Inner-Fin” con- 
struction. Non-overloading type cir- 
culating pumps have mechanical 
seals to eliminate danger of leaks. 
Hermetic compressors are standard 
equipment. Units available in 2 
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through 15-hp sizes. On 10 and 15- 
hp size units, two separate refriger- 
ation systems with thermostatic con- 
trols in the water return lines to the 
chillers permit operation at 50% 
capacity when required. 
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Packaged Air Conditioner 

Product: “Shana-Air” central 
air conditioning unit for both com- 
mercial and residential applica- 
tions. 

Manufacturer: Shana Mfg. 
Co., Chicago, Ill. 

Features: Contains hermeti- 
cally sealed spring mounted Tecum- 
seh compressor. The 4-row evapo- 
rator coil is inclined and oversized 
to reduce moisture. Electric control 


box conveniently located at the 
front of the unit and is equipped 
with a thermostat and a selector 
switch to permit running the blower 
fan alone if desired. Blower 
powered by variable capacity 14- 
hp motor. Metal parts protected 
against corrosion by zinc chromate 
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primer and enamel. Thick glass 
fiber under aluminum foil gives 
thermal, acoustical insulation. En- 
tire refrigeration assembly slides 
out of the cabinet for easy inspec- 
tion and service. Unit carries 5-year 
warranty. Unit available in 2 and 
3-hp sizes. 
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Air-Cooled Condenser 


Product: Air-cooled condenser 
for remote installation. 

Manufacturer: Home Heating 
& Cooling Dept., General Electric 
Co., Bloomfield, N. J. 

Features: Unit gives added 
flexibility of installation since it is 


oY 


designed to be located remote from 
the cooling unit. Ducts are not 
needed to carry air to and from the 
condenser affording simple, inex- 
pensive installation. Packaged con- 
denser section containing condenser 
coil, blower and liquid receiver is 
only 2’ high, 3’ deep, and 2 or 3’ 
wide, depending on capacity. Units 
presently being made for 2, 214 
and 3-ton size air conditioners with 
11%4 and 5-ton sizes to be made 
available later. 
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Centrifugal Pump 

Product: Model BB centrifugal 
pump for use with air conditioning 
cooling towers. 

Manufacturer: Carver Pump 
Co., Muscatine, Iowa. 

Features: Close coupled pump 
has 114” discharge. Available in 
2, 3, and 5-hp sizes, pumps have 
capacities up to 150 gpm and heads 
to 140’. These pumps supplement 
Model B pumps which range in 
capacity from 14 through 114-hp. 
Being close-coupled, these units are 
especially applicable where space 
is at a premium. 
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Cooling Towers 


Product: “Hideway” al] red- 
wood forced draft cooling towers. 

Manufacturer: Toungate & 
Coats, Austin, Tex. 

Features: For either residential 
or commercial applications, these 
horizontal towers are built of red- 
wood plywood or transite and clear 
heart redwood. Galvanized fittings 
are employed throughout. Blower 
motor available in 110-volt or 220- 
volt single or 3-phase. Towers are 
shipped completely assembled and 
ready for operation. Designed for 


relier valve do 
your wortying / 


Relief Valves are fast becoming an 
integral part of all refrigeration 
systems because of their fool-proof 
safety feature. No matter what 
the cause of a pressure over-load, 
a Superior Relief Valve safely 
discharges the excess build-up 
and promptly reseals the system 
for continued efficient operation. 


All Superior Relief Valves comply 
with the ASA-B9.1-1950 Code, 
assuring you of the proper dis- 
charge capacity for the size of the 
vessel. Pressure setting and ca- 
pacity are stamped on the ex- 
terior of each Superior valve... 
and they are properly set and 
sealed at the factory. 


For your next installation— 
whether it is built from blue- 
prints or is an overhaul—ask 
your wholesaler to select the cor- 
rect Superior Relief Valve for 
your purpose. It will pay off in 
added safety! 


Ask your wholesaler 


installation in areas where space is 
a critical item. Towers are built in 
14 styles, from 271%” wide, 8’ long, 
and 3014” high to 10° wide, 10 
long, and 5’ high. 
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Commercial Conditioner 
Product: Model CU-5 air con- 


ditioning unit. 
Manufacturer: 

Co., Milwaukee, Wis. 
Features: Self-contained unit 


Barkow Mfg. 


for Superior Relief Valves! 


Su erior valve and fittings co. 


Pittsburgh 26, Pa. 
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designed for commercial applica- 
tions, contains hermetically sealed 
Freon compressor, capillary sys- 
tem and complete thermostatic con- 
trol. Tests show unit exceeds rating 
by 15 to 20%. Completely pack- 


aged unit shipped assembled ready 
for easy installation. New type fil- 
ter grill made of heavy-gage sheet 
metal. Grill has two rows of in- 
verted louvers which direct air up- 
ward through filter screen. Also 
available in 3-ton size with plenum. 
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Residential Conditioners 

Product: Two models of 
“Weathertrol” residential air con- 
ditioners. 

Manufacturer: Air Condition- 
ing Div., Ther.a-Air Mfg. Co., Haw- 
thorne, N.J. 

Features: Designed for use with 
existing hot air heating systems. 
Completely factory tested hermeti- 
cally sealed packaged unit uses F-22. 
Compressor mounted with internal 
spring to eliminate vibration. Built- 
in refrigerant filter and drier. Uses 
20x 20x 1” replaceable air filter. 
High and low pressure cutouts and 
motor starter in one compact unit. 
Water control valve. Available in 
2 and 3-ton models with 30,000 and 
40,800 Btu/hr output, respectively. 
The 2-ton unit has 800 cfm capa- 
city and the 3-ton unit has 1200 
cfm capacity. Heavy gage steel 
cabinet with rounded corners. oven 
baked enamel finish. Removable lift 
panels for complete accessibility to 
internal parts. Both units measure 
31” long, 23” wide, and 47” high. 
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Dehumidifier 

Product: “Aqua-Sorber” HC-20 
dehumidifier. ‘ 

Manufacturer: Walton Labora- 
tories, Inc., Irvington, N.J. 

Features: This ¥-hp dehumidi- 
fier has automatic control by means 
of a humidistat mounted on the 
cabinet. This instrument is activated 
by means of moisture content in the 
air and sets dehumidifier into oper- 
ation only when needed. Especially 
for use over week-ends or vacations 
when ordinary dehumidifier is 
either shut off when needed most 


or in operation where there is no 
necessity. Evaporates up to 50% 
more water from the air by means 
of the 14-hp compressor. Hose con- 
nection is readily accessible for con- 
nection to drain for those who want 
completely automatic dehumidifica- 
tion. Unit will serve area up to 
15,000 cu.ft. maintaining normal 
humidity conditions. 
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Large Water Chillers 

Product: Three large size “Cen- 
TraVac” water chillers. 

Manufacturer: Trane Co., La 
Crosse, Wis. 

Features: For comfort or proc- 
ess air conditioning applications, 


units incorporate a hermetic centri- 
fugal compressor which auto- 
matically matches power consump- 
tion to load variations from 100% 


SEPTEMBER, 1954 °* 


to 10% of compressor capacity. 
Power input is limited to actual 
cooling requirements. Compressor 
motor is hermetically sealed inside 
the casing eliminating need for 
shaft seals, shaft maintenance and 
possible loss of refrigerant through 
the seal. Direct drive type compres- 
sor eliminates gear box or belt 
drive. 
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Heating-Cooling Unit 

Product: Year-round downflow 
residential air conditioner. 

Manufacturer: Home Heat- 
ing & Cooling Dept., General Elec- 
tric Co., Bloomfield, N. J. 

Features: Occupying only six 
sq. ft. of floor space, unit offers 
choice of water or air cooled con- 
densers. Specifically designed for 
basementless homes. Cooling unit 
can be integrated with oi] or gas 
fired furnaces. It will function 
with any forced air furnace and 
duct system. Refrigeration units 
covered by G-E 5-year warranty. 
Units are available in 114, 2, 214 
and 3-ton sizes with extra large 
cooling coil and aluminum fins. 


G-E downflow gas or oil furnaces 
are completely factory wired and 
assembled. Oil Furnaces feature 
“Turnback” flame, triple air sup- 
ply, and “Spira-flow” steel heating 
element. Output ranges from 60,- 
000 to 85,000 Btu/hr. Gas furn- 
aces contain “Pin-Point” cast iron 
heat transfer element which exposes 
a large surface to burning gases. 


Downflow gas furnaces output 
ranges from 60,000 to 150,000 
Btu/hr. Blower and motor on both 
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Air conditioning sales go up when prospects 


LOOK UNDER THE HOOD 


Here’s an easy way to turn air 
conditioner prospects into buyers. 
Let them look under the hood of 
the Carrier Weathermaker*—and 
see the difference that craftsman- 
ship makes! 


What’s there for all to see? . 
Heavy-duty parts and rugged con- 
struction that spell dependability 
.. . extra-thick insulation, a spe- 
cial QT fan and spring-mounts 
that add up to whisper-quietness 
. . . a sloping cooling coil, an 
easily serviced refrigeration unit 
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and large filters that mean low- 
cost operation. 

They see an air conditioner 
tested by time and proved by per- 
formance—one that means fewer 
service problems for you, more 
satisfaction for your customers! 


This year, more than any other, 
prospects are looking long and 
hard. Handle the packaged air 
conditioner built by the people 
who know air conditioning best— 
one you can sell on performance, 
on reputation—and on sight. 

*Reg. U.S. Pat. Off. 


Circle No. 70 on Reader Service Card 


SEPTEMBER, 1954 


air conditioning 
refrigeration 
industrial heating 


CARRIER CORPORATION 
321 South Geddes Street, Syracuse, New York 


I'm interested in selling the air conditioner with 
the quality look! Rush me the name of my near- 
est Carrier distributor. 


Name 
Address 
Company name 


City 





furnaces are rubber cushioned to 
reduce vibration. Completely auto- 
matic units are thermostatically 
controlled. 


Circle No. 122 on Reader Service Card 


Electrostatic Air Cleaner 

Product: “Micronaire” electro- 
static air cleaner. 

Manufacturer: Raytheon Mfg. 
Co., Waltham, Mass. 

Features: Room-sized air cleaner 
uses static electricity to clean im- 


purities from the air. Cleaner uses 
about the same current as a 40-watt 
bulb. Air is drawn into the machine 


by a motor-driven fan, is passed 


over a series of closely spaced metal 
plates. Every other plate is elec- 
trically charged making it act as a 
magnet for dust and other impuri- 
ties. As air passes between the 
plates, airborne particles are at- 
tached to the plates and cling there. 
After a few weeks, the unit con- 
taining these plates can be removed 
in one piece and washed in the 
sink, Unit mounted on castors for 
mobility. It stands 30” high, 15” 
wide and deep. No installation re- 
quired; simply plug in to standard 
wall outlet. 
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Air Conditioner 

Product: “FAC” residential and 
commercial air conditioner. 

Manufacturer: Union Asbestos 
& Rubber Co., Chicago, II. 

Features: Available in 2 and 3- 
ton capacities, unit is designed to 
house its own fan. Can be used in 
connection with gravity-type warm 
air furnace as well as a forced air 
system to provide year-round con- 
ditioning. Fan in the unit can sup- 
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ply warm air in the winter from 
the regular gravity furnace 
throughout the house. Removing the 
existing floor face plates and re- 
placing them with air conditioning 
grilles is all that is required to in- 
crease velocity of air entering the 
room. Use of FAC unit with modern 
forced air heating system requires 
only simple connection to existing 
duct work. The 4-row copper cool- 
ing coil and aluminum fins permit 
operation with low air velocity to 
insure maximum removal of 
humidity. Heavily-insulated cabinet 
and rubber and spring mounted 
compressor along with vibration 
eliminators installed in the refriger- 
ant lines provide quiet operation. 
The 2-ton unit has a capacity of 
24,000 Btu/hr while the 3-ton unit 
is rated at 36,000 Btu/hr. 
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Blower Assembly Package 
Product: Series “A” Econo-Pak 
simplified blower assembly pack- 
age. 
Manufacturer: Lau Blower Co., 
Dayton, Ohio. 


es. 


Features: Produced in two 
blower sizes with two wheel widths 
in each size. Each package consists 
of assembled blower, motor mount, 
housing supports, and hardware. 
Also included are 2 pulleys. Pack- 
age provides 5 different positions 
of air discharge and 10 variations 
in motor mounting with a single 
unit. Inventories can be cut up to 
50%. Five different pulley com- 
binations are available with the 
package, providing speed range 
from 385 to 888 rpm. Package 
standardizes many different blower 
requirements with single unit. 
Blowers incorporate center suspen- 
sion wheels, frictionless self-align- 
ing Lau-Pak bearings, rigid braced 
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housing base, off-set scroll sides, 2- 
stage centerless and burnished 
ground shafting and plastic washers. 
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Warm Air Controls 

Product: Warm air controls 
with “Universal” contact structure. 

Manufacturer: White- Rodgers 
Electric Co., St. Louis, Mo. 

Features: Universal contact 
structure now on limit controls en- 
ables a single control to handle all 
voltages from millivolts to 230 
volts. Feature simplifies control in- 
ventories — only need to stock one 


type of control to take care of all 
gas and oil installation require- 
ments. Available with regular sensi- 
tive elements of 9 and 17” and also 
with elements on capillaries of 24, 
30 and 36”, Controls finished in 
hammered silver-grey finish. 
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Glass Fiber Filter 

Product: Improved type of re- 
placeable glass fiber filter. 

Manufacturer: Filtrex Corp., 
Corona, N, Y. 

Features: Special process 
makes filtering material soft and 
pliable, eliminating danger of glass 
slivers and preventing minute 
splinters of glass from breaking off 
the filter pack and circulating 
through the air stream. Fibers are 
separated and arranged in graded 
densities to provide dust arrestance 
throughout the depth of the filter, 
eliminating surface loading. Filter 
can maintain maximum flow of air 
even when loaded with dust par- 
ticles. Special laminating technique 
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POROUS CORE | | #3 


orlan (27¢/- Me Filter-Drier 
the Norkds PEAK PERFORMER 


It is molded of minute particles of a highly efficient desiccant. Then, after complete assem- 
bly, it is activated to the highest degree of dryness...a minimum of four hours at over 
500° F., then sealed against any loss of activation before installation! 

It dries the refrigerant down to an extremely low end point...a point so low that any 
remaining moisture is absolutely harmless! 

Its tremendous cylindrical, tri-dimensional, porous filtering area unquestionably offers the 
only true filtering device capable of filtering out foreign matter as minute as 9 microns with 


negligible pressure drop. 


It cannot powder, it cannot pack, and the refrigerant cannot by-pass it or 
channel around it. 


It removes harmful corrosive acids which cause the most serious problems 
in refrigeration and air conditioning systems today. 

if you want perfectly clean, perfectly dry refrigeration and air conditioning 
systems buy Sporlan Catch-Alls, the Perfect Filter-Drier! 


rb sk your wholesaler for the Sporlan Bulletin 40-10 today! You'll 
find Catch-Alls available in progressive sizes from 3 to 192 Cu. in. 
in flare or sweat connections. 


R AN VALVE COMPANY 


7525 SUSSEX AVENUE e ST. LOUIS 17, MO. 


EXPORT DEPT. 89 BROAD STREET * NEW YORK 4, N. Y. 
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combines all portions of the filter 
into one integral unit for greater 
rigidity and strength. This permits 
re-use of the replaceable filter since 
there is no danger of breakage 
when vacuum cleaning or rapping 
out dirt. 
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Dehumidifier 
Product: Model ACD-48 elec- 
tric dehumidifier. 


Manufacturer: Radio Corp. of 
America, New York, N.Y. 


Features: Unit removes up to 
14 quarts of moisture from the air 
every 24 hours, controls rooms up 
to 12,000 cu.ft. Compressor is 
claimed to be 33% more powerful 
than the one used in last year’s 
Cabinet is finished in Al- 
pine gray. Occupies about 2 sq.ft. 
of floor space. Unit is portable. 


models. 
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Selector Switch and Starter 

Product: “Auto-Off-Hand” selec- 
tor switch and fhp manual starter. 

Manufacturer: Square D Co., 
Milwaukee, Wis. 

Features: Unit combines selector 
switch and fhp manual starter in 
one compact package. Selector 
switch permits remote control from 
a thermostat, or local control from 
the starter. The manual starter pro- 
vides motor overload protection. Re- 
duces installation costs because there 
is only a single device to be 
mounted and wired. Two manual 
starters, without the selector switch, 
are also available in the same en- 
closure. Maximum ratings are 1-hp 
at 115 or 230 volts single phase 
a-c, or 115 or 230 volts d-c. 
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Air Cleaner 

Product: Model PH-122 ceiling- 
suspended “Precipitron” electrostat- 
ic air cleaner for residential use. 

Manufacturer: Westinghouse 
Electric Corp., Pittsburgh, Pa. 

Features: Designed for simple 
installation in main return air duct 
of a forced warm air heating sys- 
tem. Air cleaner removes 90% of 
all airborne dust and pollen. Unit 
fits need of 5 to 7-room house, 
weighs only 200 lbs. Cleaner han- 
dles air at rate of 1000 to 2000 cfm. 
For larger homes a slightly larger 
unit is available which handles from 
2000 to 2400 cfm. Both units clean 
recirculated air as well as make-up 
air from outside. Low maintenance 
since there are no moving parts. 
Electronic tubes are guaranteed for 
1 year. Water and drain lines for 
washing away accumulated dirt are 
provided on both models. 
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Heating-Ventilating Units 
Product: Herman Nelson heat- 
ing-ventilating units. 
Manufacturer: American Air 
Filter Co., Inc., Louisville, Ky. 
Features: Designed especially 
for commercial and industrial ap- 
plications, units have capacities 
ranging from 1200 to 15,000 cfm. 
Can provide heating, ventilating, 


filtering, humidifying or any com- 
bination. Available for floor, ceil- 
ing or wall installation. Available 
with 10 different heating coils; both 
non-freeze and standard steam and 


hot water coils. Sectional design 
with completely rotatable fan sec- 
tions permit selection of just the 
components needed for specific 
uses. Sections offered include heat- 
ing coil section, 1, 2, or 3 centri- 
fugal fan section, and humidifier. 
Coil capacities range from 58,922 
to 1,120,950 Btu/hr. Unit casings 
are made of 8 and 12-gage steel 
framework, 16-gage steel panels. 
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Attic Fan Unit 

Product: HV attic fan packaged 
unit. 

Manufacturer: Chelsea Fan & 
Blower Co., Inc., Plainfield, N. J. 

Features: Designed to offer flexi- 
bility of: use by utilizing the same 


fan frame for either vertical or 
horizontal installation. Shipped 
completely packaged, type HVV in- 
cludes HV fan, accessory set and 
LCS ceiling shutter. Type HVH 
includes HV fan, accessory set and 
LWL outside louver. Spring mount- 
ing and canvas boot, connecting fan 
frame to ceiling or wall, absorbs 
fan vibration. Propeller shaft sup- 
ported by a bronze bearing. Motor 
can be operated in any position. 
Fan frame features a true venturi 
orifice for increased air discharge. 
Units are available in 24 to 48” 
propeller diameters with certified 
air ratings from 5100 to 17,500 cfm. 
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Duct Heater 

Product: “Shafconaire”’ oil-fired 
duct heater. 

Manufacturer: Overhead 
Heaters, Inc., Detroit, Mich. 


Features: Designed for use with 
central air conditioning systems, 
heater is equipped with specially 
designed air intake louvers which 
balance the air distribution over the 
heat exchanger as well as giving 
correct air velocity. Eliminates 
problem of excessive heat in heat 
exchanger. Available in 200,000. 
300,000 and 400,000 Btu output at 
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the bonnet. Units can be furnished 
with burners either on the right or 
left hand side for installation ease. 
Made of heavy gage metal, unit is 
designed for installation in any con- 
venient location and suspended from 
ceiling joists. Heater has patented 
intermediate chamber and heat ex- 
changer which reduce fuel costs as 
much at 20%. 
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FHP Motor Line 

Product: Line of 2-speed fhp 
electric motors. 

Manufacturer: General Purpose 
Component Motor Dept., General 
Electric Co., Schenectady, N.Y. 


¥ 


RR REN 


Features: Designed for use on 
evaporative-coolers, attics, air cir- 
culating, and window fans, motors 
are small, lightweight, have resilient 
bases and can be mounted in any 
position. Line is made up of split- 
phase and capacitor-start type mo- 
tors with speeds of 1725/1140 rpm. 
Split-phase models are rated at 1/6, 
1/4, and 1/3-hp, 115 volts, 60 cycles. 
Capacitor start models are rated at 
4 and 34-hp, 60 cycles, 115 or 
230 volts. Single speed motors for 
fan applications are also available 
in these ratings. Motors are rated 
for 50 C temperature rise, are. avail- 
able with or without automatic re- 
set thermal protection. 
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Home Air Cleaner 
Product: “Automatic House- 
keeper” low cost electronic air 
cleaner for residential applications. 
Manufacturer: Trion, 
McKees Rocks, Pa. 


Features: Cleaner operates on 


Inc.. 


principle of magnetic attraction. 
All airborne particles receive a 
positive electric charge as they pass 
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through the unit and are attracted 
to and collected on metal plates 
having a negative charge. About 
once a month collected dirt is 
flushed from the plates by a built- 


in spray system. Compact unit, 


slightly larger than a window air 
conditioner, fits conveniently into 
the ductwork near the furnace, is 
suspended from the basement ceil- 
ing to conserve floor space. Plugs 
into an electrical outlet, uses no 
more current than a 40-watt bulb. 


Circle No. 135 on Reader Service Card 


Air Conditioning Units 

Product: Four “Airditioner” 
types of air conditioners. 

Manufacturer: Modine Mfg. 
Co., Racine, Wis. 

Features: Designed for hotels, 
offices, apartments, motels, hospital 
and similar multi-room applica- 
tions, the units eliminate high cost 
of installing insulated central duct 
systems in new buildings. On 
modernization jobs, units solve 
problem of providing supply and 
return ducts in existing walls. Over- 
head type designed for concealed 
installation, can be mounted in a 


drop ceiling, a similar furred space 
or a closet. Air is discharged from 
the unit into a transition duct con- 
nected to an outlet grille in the wall 
or ceiling. Can operate with or 
without plenum. Deluxe Ceiling 
type is designed for exposed instal- 
lation. Cover panels are removable 
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for full access for ease of installa- 
tion and service. Bottom access 
panel provides replacement of fil- 
ters, permits motor and fan assem- 
bly to be removed. Console type 
designed for exposed or recessed 
applications, Can be recessed so less 
than 6” of the unit protrudes into 
room. For built-in installations, 
Concealed type unit can be installed 
in vertical or horizontal position in 
an outside wall or under a window 
sill. In all models, chilled water is 
piped from central chiller to indi- 
vidual units for cooling, warm 
water is piped from central heating 
plant. Same water supply and re- 
turn and condensate drain piping 
serves for both heating and cooling. 
Available in 24, 114 and 2-ton 
capacities. 
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Furnace Pipe and Connector 
Product: “Speed-lok” pipe and 
“Tite-Aire” connector. 
Manufacturer: Ralph Mfg. Co., 
Inc., Wadsworth, Ohio. 
Features: Aluminum or galvan- 
ized pipe for ventilation or furnace 


use is shipped in 5’ lengths with 4 
to 36” sizes. Eliminates hammering 
of seams by positioning tab every 
6” along male seam. When pipe is 
closed with the hands, each tab 
slides through a corresponding slot 
in the female seam. Tabs are bent 
over with finger pressure, locking 
pipe in a rigid, positive lock which 
will not break, even if cut after 
assembling. Pipe is not crimped at 
joints but is connected by Tite-Aire 
pipe connector resulting in a more 
efficient, more quiet air flow. Con- 
nector allows assembly of 20’ of 
pipe in 1 minute. Connector can be 
used with other types of pipe. Dis- 


tributes stresses evenly as it is tight- 


ened. 
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CAPACITY AVAILABLE NOW 
FOR 


CUSTOM DESIGNED PARTS! 


General offers a completely custom designed and 
produced line of rubber and plastic components 
for air conditioning and refrigerating equipment. 
These are all parts you can count on... precision 
engineered with careful quality control at every 
phase of manufacture. 

We're ready to team up with you on gasketing, 
seals, die-cut and molded parts, Silentbloc vi- 
bration mounts, and hundreds of other rubber, 
plastic and metal components. 

Fill out the attached coupon for more informa- 
tion or for a call from our representative. 


eo F| 


MOLDED RUBBER EXTRUDED 


PLASTICS AND RUBBER 


DIE-CUT RUBBER 


SILENTBLOC 
VIBRATION MOUNTS 


be cate 


SYNTHETIC FOAM 
INSULATION 


SHEET AND DIE-CUT 
SPONGE RUBBER 


* From Plans to Products wm Plastics amd Rubber 


The General Tire & Rubber Company 
Industrial Products Division 
Wabash, Indiana 


[-] Send literature on your line of parts for refrigeration and 
air conditioning 


(_] Have your representative contact us 


es 


Bl cctccnennaneiatienncniiennetticinacnainesiiideniniinniiee 
CR-9-54 
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ALL TYPES OF VALVES, driers, fittings and accessories for 
commercial refrigeration and air conditioning systems are pre- 
sented in catalog R-154, released by Mueller Brass Co. Each 
part is fully described and a comprehensive table lists all 
available sizes, specifications and prices. Illustrated with 
photographs and cut-away drawings of various parts. 
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MEAT, PRODUCE AND FROZEN FOOD cases are described 
in 4color catalog sheets available from Sherer-Gillett Co. 
Complete with specifications of the new line of no-glass front 
cases, the catalog sheets contain photographs and dimensional 
drawings of the cases. 
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THE 3-STEP PROCEDURE involved in the preparation of a 
milk shake with the new “Millshake” soft ice cream machine 
is illustrated in the brochure presented by Mills Industries, 
Inc. How the machine simplifies and speeds up the making 
of milk shakes and malts is illustrated. Tables are included 
which provide costs and margin of profit on shakes of 
various capacities at usual retail prices. 
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BELT DRIVEN condensing units and compressors are presented 
in catalog B-54 which is available from Copeland Refrigeration 
Corp. Included are illustrations and specifications on standard 
air and water cooled electric refrigeration units. Data on com 
bination water-air cooled units, gasoline engine-driven models 
and truck models is also included. A chart lists capacity data 
on various models of belt-driven condensing units and 


compressors. 
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EQUIPMENT SELECTION PROCEDURES for specifying re- 
frigeration and air conditioning equipment from 15 through 
220-ton capacities are presented in bulletin 220, a 4-page re- 
lease covering “Flow-Therm” packaged liquid chillers. Avail- 
able from Acme Industries, Inc., this bulletin enables the user 
to tailor the unit to his exact requirements, while keeping all the 
requirements of a factory assembled and tested package unit. 
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CONDENSED LISTINGS of the complete line of tube working 
tools manufactured by Imperial Brass Mfg. Co. are contained 
in booklet 3030, available from the manufacturer. This pocket- 
sized booklet lists all Imperial’s tools for cutting, flaring, bend- 
ing, swedging, reaming and pinch-off of tubing. Test plugs 
and refacing tools are also presented. 
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-.-fO serve you better! 


that’s why your KELVINATOR COMMERCIAL WHOLESALER is in business 
An open letter to... 


Kichunatovz 


DETROIT 32, MICHIGAN 


ALL REFRIGERATION EQUIPMENT DEALERS: 


Have you noticed the ever-increasing trend toward bigger and 


fancier shopping centers — with modernistic store design and 
huge parking areas? 


We have — and we got to thinking about why they're so extremely 
successful in attracting crowds of customers. Is it because 

they have lots of glitter and sparkle...a new, fresh look... 
fast service? Partly, perhaps — but, we believe it's mainly 
because they offer the convenience of ONE-STOP BUYING! 


It all boils down to the fact that customers like to save 
driving and parking time...get all of their immediate needs in 
one place -—- and that's exactly what you do when you buy from 
your Kelvinator Commercial Equipment Wholesaler. 


You'll find he's a ONE-STOP SUPERMARKET for all your commercial 
refrigeration needs. He not only sells the best and most com— 
plete lines of open and sealed condensing units —— but he sells 
all nationally recognized "name" brands of tubing, fittings, 
valves, controls, tools...in fact, everything for refrigeration 
installation and service as well. 


There's a Kelvinator Commercial Equipment Wholesaler in your 
locality. Get acquainted with him today. He's a friendly 
fellow who's in business to help you save time and money... 
and to serve you better! 


Sincerely, 


KELVINATOR 


Division of American Motors Corp. 


See your local Kelvinator Commercial Wholesaler 
for all your refrigeration equipment needs 


You’ll be busier with hKechunatovr 


Division, American Motors Corp., Detroit 32, Michigan 
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HOW TO MAINTAIN a tight seal between a cold storage 
door and frame is outlined in a 16-page booklet presented 
by Jamison Cold Storage Door Co. Illustrations and draw- 
ings supplement written instructions. The 2-color booklet 
explains how to position frames correctly, how to correct 
erection errors, and how to adjust hardware. 
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YOUR GUIDE for checking the electrical systems of hermetic 
power unifs is Servel, Inc.’s new booklet, Electrical Check Test 
Manual. The manual is prepared in a handy pocket-size shape, 
making it easy to carry on service calls. 
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DIAPHRAGM OPERATED solenoid valves are presented in 
bulletin M-500 by Eclipse Fuel Engineering Co. Design and 
performance characteristics, photographs, line drawings, 
specifications and tables are included. Cross-section views 
show open and closed positions while other drawings give 
over-all] valve dimensions. Electrical characteristics and ma- 
terials of construction are also covered. 
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DISPENSERS for refrigerated bulk liquids which enable self- 
service are presented in a catalog sheet available from Meterflo 
Dispensers. Operating details, features of the self-defrosting re- 
frigeration system, illustrations and specifications are included. 
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FLAKE ICE MACHINES with capacities from 7 to 16 tons per 
24 hours are described and illustrated in a 4page booklet 
available from Col-Flake Corp. Applications are listed, con- 
struction features are described and operating data is provided. 
Photographs and cut-away drawings are included. Complete 
specifications are also included. 
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A STEAM-JET WATER VAPOR refrigeration system, which 
uses only low pressure steam and water itself as the re- 
frigerating medium, is described in a reprint available from 
Ingersoll-Rand Co. How a large firm solved its water chilling 
problems by using this type refrigeration system is ex- 
plained. The article, written by a field man in easy-to- 


understand language, points out the economic advantages 
offered in the system. 
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HEAT TRANSFER INSERTS and jackets for cooling rolls and 
drums for process industries are described and illustrated 
in a bulletin available from F, R. Gross Co. Included in 
the release are a cross-section illustration of the insert as 
installed in a cooling roll and graphs which illustrate heat 
transfer rates. A photograph of the rubber ribs on the 


insert shows how these ribs deflect and seal when com- 
pressed. 
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( Advertisement) 
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REFRIGERATION COSTS REMAIN 
UNCHANGED FOR MANY YEARS 


By Philip D. Sang. Vice President 
Goldenrod Ice Cream Co., Chicage, Ill. 


“Over a period of 23 years we constructed seven ice 
cream hardening rooms, using cork insulation. In 1935, 
after consolidating production in one plant, we commis- 
sioned United Cork Companies to design and construct 
a new hardening room of the most modern type and 
efficiency. This was to maintain a temperature of —40° 
and called for 8000 sq. ft. of surface area. 

“This room proved so successful that another room 
was built in 1945. So far as we can ascertain, the con- 
sumption of electricity for refrigerating these rooms 
is now no greater than when they were new. 

“If called upon for further expansion, we would cer- 
tainly again use corkboard insulation.” 


Integrated Responsibility 


A major factor in the effectiveness of United BB 
Corkboard in this and thousands of other installations in 
meat, milk, frozen food plants and other applications 
requiring low-temperature insulation is to be found in 
the unified responsibilities of United Cork Companies . . 
from selection of the grades of raw materials imported 
to the erection of the complete job. 

Cork itself, of course, has unique natural insulation 
properties, and United Cork’s patented process of block 
baking (BB) the cork granules into corkboard without 
the use of any binder makes most effective use of these 
natural advantages. 

Each installation of United Cork BB Corkboard is 
planned by engineers thoroughly experienced in the 
requirements of refrigeration work. These engineers are 
located at each of United Cork’s branch offices through- 
out the country. They are prepared to cooperate with 
architects and general contractors in designing low- 
temperature insulation as an integral part of the complete 
building. 

United Cork Companies’ erection crews, which are also 
located at each of the branch offices, then take the engi- 
neering blueprints and convert the designs into a finished 
insulation job. The branch office concerned also checks 
on the operating effectiveness of each installation to 
assure complete customer satisfaction. 

If you would like to know more about the scope of 
United Cork Companies’ service—and about the ways in 
which installations have stood up under the toughest 
conditions—just drop a line to United Cork Companies, 
Department 1-8, Kearny, N.J. 
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For further information on any of these products, simply circle on the postcard 
provided in this issue the key numbers of the items in which you are inter- 
ested. Your request will be forwarded directly to the companies concerned. 


(For Air Conditioning Products turn to page 90) 


Piercing Valve 

Product: Universal piercing 
valve. 

Manufacturer: Superior Valve 
& Fittings Co., Pittsburgh, Pa. 

Features: Vavle designed for 
use with all refrigerant dispensing 
cans. Valve incorporates a quick 
piercing and sealing action that 
pierces clean and seals positively. 
Specially designed frost resistant 
rubber gasket is heart of the seal. 
Husky, self-contained valve allows 
any portion of the canned refriger- 
ant to be expelled without having 


a 


to dispense the entire can. The 
clamp and valve are designed to be 
reused indefinitely. This packed 
type shut-off valve incorporates a 
14” SAE Flare outlet for attach- 
ment to any standard charging hose. 
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Line Connection 

Product: “T-S” connection. 

Manufacturer: Wagner Tool & 
Supply Corp., Long Island City, 
N. Y. 

Features: Connection designed 
to permit installation of valves, 
driers, strainers and all other acces- 
sories normally installed with a 
flare or a solder connection. To 
make a flare connection, leave insert 
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in place as shown in the diagram 
and use the unit as a standard male 
flare connection. To make a sweat 
or solder connection, simply re- 
move insert as indicated in the 
photograph, and use as a standard 
solder connection. Enables drastic 


reduction of inventory. Installation 
is accomplished without use of new 
or additional tools. Connection has 
been incorporated into Wagner’s 
“Magni-Chek” valve. 
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Metal Walk-in Cooler 
Product: Enlarged, improved 
line of metal walk-in coolers. 
Manufacturer: La Crosse Cooler 
Co., La Crosse, Wis. 


Features: Cooiers contain pilot 
light and outlet without additional 
charge. Dairy and beer walk-ins 
are available with either painted 
or unpainted surfaces. Unpainted 
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models feature the same “Armco” 
paintgrip exterior as regular models 
and can be painted according to 
customers’ own color schemes. 
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Beverage Dispenser 

Product: “Kwik-Server” auto- 
matic beverage dispenser. 

Manufacturer: Uniflow Mfg. 
Co., Erie, Pa. 

Features: Unit manufactures 70 
lbs. of ice cubes per day in addition 
to having facilities for serving 6 
different beverages. Ice water faucet 
insures steady supply of ice water. 
Unit provides ample room for many 
faucets to supply several brands of 
beer, carbonated water and soft 
drinks. Handy lift-up tray provides 
access to ice cube compartment. 
Dry-cold bottle storage keeps bot- 
tled beverages at best chilled tem- 
peratures. Finger-tip control en- 
ables attendant to draw draft beer 


within one degree of desired temp- 
erature. Bottle storage compartment 
holds 614 cases of standard export 
bottles. Made of stainless steel, both 
interior and exterior. 
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Gauge Set 

Product: Testing gauge set. 

Manufacturer: Jas. P. Marsh 
Corp., Skokie, Il. 

Features: Set designed for use 
by servicemen in making tests on 
Freon refrigeration systems. Set 
consists of two 214” dial size 
gauges; one graduated 0-400# and 
the other, a compound Retard gauge, 
graduated 30” by 2504. Dials on 
both gauges are provided with 
corresponding temperature scales 
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for F-12 and F-22. Carefully cali- 
brated, gauges have guaranteed ac- 
curacy of plus or minus 1% over 
entire range. Clear dial markings 
and fine line pointed assure easy, 
accurate reading. Retard gauge has 
1” primary graduation on the 
vacuum side and 1# graduations 
on the pressure side through the 
important 0-804 range. 
gauge is standard with 54 primary 
graduations throughout the entire 
0-400# range. Made with heavy 
duty bronze bushed movements and 


Pressure 


BRAZES * CUTS * WELDS 


PREST-O-LITE 


Trade-Mark 


SAVES TIME 


are equipped with the Marsh Re- 
calibrator. Standard with polished 
brass case, knurled screwed ring, 
bevelled glass, and 144” NFT male 
bottom connection. 
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Oyy-Acetylene Outtt 


SAVES MONEY 


Here’s an outfit that will earn you bigger profits through better and 


Dry Bottle Cooler 

Product: Model C-15 dry cooler. 

Manufacturer: Bevco Co., Inc., 
St. Louis, Mo. 

Features: Unit features 19” 
deep interior compartment cords 
large capacity into small floor space 
(28 x 48”). Compact size makes 
cooler easy to locate. Will hold any 


‘glass, paper or metal containers up 


| 


to gallon sizes. No coils inside the 
cooling compartment, leaving en- 
tire interior free and unobstructed 
for storage and fast service. Grill 
divider is an available accessory. 
Cooler is powered by 14-hp sealed 
refrigeration unit. Fiberglas and 
Temlock insulation used through- 
out. Adjustable temperature con- 
trol. Cooler covered by 5-year 
warranty. 
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Solenoid Valve 
Product: “Electro-Mite” direct- 
acting solenoid valve. 


faster service—one handy oxy-acetylene unit for quick, on-the-spot repairs, 
and for all installation and maintenance work. Made by the manufacturer 
of Prest-O-LITE air-acetylene torches. Ideal for silver-brazing; welds sheet 
and light plate; cuts heavy steel. Simply change a tip—in seconds—to 
switch from welding or brazing to cutting. No “‘extras,’’ attachments, or 
accessories needed! Oxygen and acetylene readily available in cylinders 
sized to meet your exact needs. 

PORTABLE—Take it anywhere—use it anywhere. 

EASY TO USE—The same blowpipe handles every job. 

CONVENIENT—Small, light, compact; always ready for instant use. 


MODESTLY PRICED—As illustrated, with instructions, only $76.50. 


Write today for free descriptive booklet and name of nearest distributor. 


“Prest-O-Lite”’ is a registered trade-mark of Union Carbide and Carbon Corporation Manufa sever: Industrie) Seles 
l ic - industria a 


Div., Hays Mfg. Co., Erie, Pa. 
Features: Solenoid valve with 
built-in protective strainer provides 
automatic “on and off” flow control 
of water, air or gas lines. Designed 


LINDE AIR PRODUCTS COMPANY 


East 42nd Street 
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Now from CHE 


TWO EASY WAYS TO GET YOUR SHARE OF 
PROFITABLE MOTOR REPLACEMENT BUSINESS 


SELL MOTORS ON SIGHT 

wane vane @ MAINTAIN YouR OWN MODEST STOCK 

OF Century MOTORS FOR RESALE 

Most often, when folks need a replacement motor, they need it 


QUICK. You can fill that need—and gain their loyalty—by selling 
them top quality motors from Century's Complete Line. 


Century Silent Salesman 


A stock of Century Motors prepares you for profitable replace- 
ment business with most makes of compressors, oil burners, blowers, 
unit heaters, pumps, fans, appliances, and scores of other motor- 
driven products. 


MOTORS 


Free, with your order for only ten Century Motors, you get the 
attractive red and chrome metal display stand shown here. It 
identifies you as the man to see for replacement motors. You'll 
show more motors, sell more motors with this display, in just a few 
square feet of space. Limit of one display stand per customer. 


WORK CLOSELY WITH YOUR COOPERATIVE 
Century SERVICE STATION 


Century's network of service stations is nation-wide. There’s one in 


your vicinity—ready to give you delivery on practically any Century 
Motor your customers might need. 


Every Century Service Station is staffed by men whose skill you can 
use to solve your motor service problems... men who can help you 
get more profitable motor replacement business. 


CENTURY ELECTRIC COMPANY s:. touis 3, missouri 


Offices and Stock Points in Principal Cities 


GET ALL THE DETAILS 
of the CENTURY 
Motor Selling Plan 


..» MAIL THIS COUPON TODAY! 


837 


CENTURY ELECTRIC COMPANY 
1806 Pine Street, St. Lovis 3, Missouri 


1 want all the facts about Century's motor replacement selling plan. 
Name...... 

Company.. 
Take advantage of the BIG, constantly 
growing demand for replacement motors 


with these and other motors from the 
Century Line. 


Address 


ae = 2 ee senctyi aici 
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for use on small flow volume appli- 
cations. As optional feature, flow 
volume control is offered. Control 
will maintain one set rate of flow 
regardless of variable pressure. Pro- 
duced with 44,” inlet and 34” out- 
let, with 14” bushings available for 
outlet. Both inlet and outlet are 14,” 
when used with volume control. 
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Refrigerated Cases 

Product: Line of open frozen 
food and ice cream cases. 

Manufacturer: Tyler Refriger- 
ation Corp., Niles, Mich. 

Features: Cases offer extra deep, 
hermetically sealed front glass with 
stainless steel trim, large capacity 
and choice of self-contained, remote 





and other models. Other features 
include Tyler’s “High Level” re- 
frigeration, fully automatic defrost. 
One piece, welded steel shell cases 
are available in 6, 8, or 12’ lengths 
with case ends added for single unit 
or continuous installation. Fronts 
slope gently in. Range of 16 
models in line allows large choice 
of units to meet specific require- 
ments. Mirrored superstructure 
available for all models. Double 
duty models with front storage com- 
partment are serviced by heavy- 
duty doors, equipped with edge- 
mounted hardware. Certified super- 
density insulation. Protective alumi- 
num cart bumper rail, 3” universal 
price tag moulding and porcelain 
front are other features, 
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Compressor Rack 

Product: New type compressor 
rack with tubular construction. 

Manufacturer: Signal-U Mfg. 
Co., Canfield, Ohio. 

Features: Compressor racks are 
vibration-proof. Assembled with an 
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ordinary wrench, compressor racks 
come in standard sizes but can be 
adapted to any compressor combi- 
nation, large or small. Shipped un- 
assembled to the installer or user, 
the component parts fit easily and 
snugly together. There are no “odd” 





parts. Designed to meet fire codes. 
Compressors installed on racks are 
easily accessible for maintenance 
and repair. Racks make excellent 
showroom display for new com- 
pressors. 
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Soldering Tool 

Product: Model 201 “Solder- 
Quik” tool for light soldering op- 
erations, 

Manufacturer: Stark Mfg. Co., 
Tuscaloosa, Ala. 

Features: For use where light, 
instantaneous soldering is called 
for, equipment operates on stand- 
ard 110 volt AC line through 
ruggei, step-down transformer. 





Overall length of soldering tool is 
834,” while unit only needs 14” 
clearance for soldering tip. No 
danger of shock. No heat generated 
except when in contact with work. 
Completely enclosed transformer 
protected with easily replaceable 
4-amp fuse. Twin carbon electrodes 
establish instant soldering contact 
at work spot. No separate connec- 
tion to work needed. Work heated 
instantly to soldering temperature. 
Choice of six soldering heats. 
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Ice Cream Merchandiser 

Product: Mode| LT-6M ice 
cream and frozen food merchan- 
diser. 

Manufacturer: McCray Refrig- 
erator Co., Inc., Kendallville, Ind. 

Features: Self-contained, auto- 
matic-defrost unit utilizes a new air 
flow which surrounds product load 
with below zero air that insures eco- 
nomical operation, brick-hard ice 
cream. Specially designed coil pro- 
vides quick, positive defrost. A 1- 
hp condensing unit, located in the 
lower front of the case is easily ac- 


FEFEFEF 


Cre, 





cessible by removing lower front 
panel. No display space is lost. 
Hot gas defrost operates on one de- 
frost per day under normal condi- 
tions and defrost water is auto- 
matically evaporated, no drain ne- 
cessary. Display capacity of 11.3 
cu.ft. holds 540 pints of ice cream 
or 600 packages of frozen food. 
Case has a 167%” high, four-pane 
“Thermopane” front glass and large 
open top for best product visibility. 
Case is 6914” long, about 33” deep, 
and about 43” high. 
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Insulation Material 
Product: Type K-20 low-tem- 
perature insulation material, 


Manufacturer: Isoflex Corp., 
Redwood City, Calif. 
Features: Claimed to have 


shown very low thermal conduc- 
tivity not influenced by moisture 
during independent laboratory tests. 
Materia! is a series of corrugated 
aluminum foil barriers interspaced 
with resilient spun glass fibre. 
Adaptable for any use in the -150 
to 450 F temperature range. Ma- 
terial is made in lightweight panels 
ranging up to 6” thick. Structural 
design divides the total insulation 
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space into a number of layers, 
thereby dividing the total tempera- 
ture difference. Aluminum foils 
minimize heat transfer by radiation, 
form an effective vapor barrier, 
serve as drainage channels for con- 


densed moisture. Multi-layer struc- 
ture and glass fibre separators re- 
duce direct heat conductivity. 
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Pressure Boosters 

Product: Line of 
booster pumps. 

Manufacturer: Bell & Gossett 
Co., Morton Grove, Ill. 

Features: Designed to increase 
line pressure in areas where pres- 
sures developed by existing pres- 
sure stations may be inadequate be- 
cause of extended water mains and 
increased water demand. Available 
in many sizes, pressure booster is 


Pp ressure 


a centrifugal pump of corros‘on-re- 


sistant bronze construction. Small, 


compact pump utilizes a specially 
designed and constructed sleeve 
bearing motor for extra quiet oper- 
ation. Pump can be installed 
directly in the lead-in pipe from 
the water main and is operated 
automatically by a switch which de- 
tects changes in 


water pressure. 


When the city water pressure drops 
below the 


minimum setting, the 
switch starts the pump to increase 
water pressure. Sizes range from 
small residence booster to those re- 


quired for large structures. 
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Rust-Stopper 

Product: “Kooler-Kote” rust- 
stopper compound. 

Manufacturer: Petroleum 
Chemicals, Inc., Fresno, Calif. 

Features: Rust-stopping com- 
pound developed for the air condi- 
tioning industry. All-purpose com- 
pound does not dry hard but retains 
original pliable consistency. This 
permits constant penetration of rust- 
stopper to original surface of metal 
where it thoroughly penetrates into 
pores of the metal giving constant 
Gprotection. Due to its soft nature, 


TWO MODELS: TPT-303 (Hot Gas) * 


compound will not crack, check, 
peel or flake off. Will not emulsify 
with water. Applicable through 
brush or spray on old or new sur- 
faces. Available in 1, 5, 10, 35 and 
110-lb. cans. 
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Ice Cube Maker 
Product: Self-contained ice 
cube maker. 


Manufacturer: Nor-Lake, Inc., 
Hudson, Wis. 


ONLY $26.00 list, 120V 


. $27.50 list, 240V 


de- fr 0s ft -/ f with remote control 


100% Fail Safe 


ERE'’S big news! TPT de- 
frost-it actually “thinks” for 
itself in assuring positive detrost 
cycles. Completely flexible; 1 to 
8 aefrost cycles per day. Can be 
installed to terminate defrcst cy- 
cle at any pressure or any tem- 
perature. Once set, defrost is 
completely automatic. Length of 


on hot gas or reverse cycle electric heat 
or compressor shut down defrosting. 


defrost is self-adjusting for vary- 
ing loads and atmospheric condi- 
tions. 

Saves worry about costly food 
spoilage . . . ends call-backs for 
re-setting ... makes any low tem- 
‘perature or normal refrigeration 
system you sell perform better! 
Write Dept.1688 for more data. 


TPT-305 (Electric Heat) 


Only Paragon TPT “‘de-frost-it’’ gives you all these great features 


@ AUTOMATIC DEFROSTING — Time dial ~ 
starts defrost cycle; preset rise in Pressure 
or Temperature terminates defrost cycle. 

@ 100% FAIL-SAFE PROTECTION — Exclusive! 
45-minute termination dial setting: 

1. Protects against low ambient, gas e 
shortage and low pressure. 

2. Protects against failure of Pressure/ - 
Temperature cut-in switch, or im- 
proper defrost termination setting. 

v Immediate transfer from defrost to re- 
frigeration if Pressure / Temperature 

are too high at start of defrost cycle. 

@ Pressure/Temperature terminated if 
clock stops at exact instant defrost cycle 
starts, or any time during defrost cycle. 


REMOTE CONTROL — install the TPT in 


any convenient location and connect the 


Pressure/Temperature cut-in switch with 


a single pair of wires. 


HEAVY-DUTY Telechron Motor—long-life, 
industrial type. 


AUTOMATICALLY REDUCES COMPRESSOR 
DOWN TIME. 


¢ May be top connected. Ample wiring 
gutter on side and bottom. 


¢ Defrost cycle may be manually started 
at any time with automatic termination. 


¢ Auxiliary contact for evaporator fan. 


PARAGON ELECTRIC COMPANY 


TWO -RIVERS 


WISCONSIN 
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Features: Unit heavily insul- 
ated throughout with heavy density 
Fiberglas, has a storage capacity 
of 2 bushel of cubes besides one 
bushel being formed in its 21 easy- 
out, shucker type freezing trays. 


Exclusive ice cube tray filler per- 
mits filling of trays with one hand, 
eliminates spilling. Furnished with 
14-hp compressor and aluminum- 
copper fast freeze evaporator. 
Stainless steel service shelf holds 
glasses for quick filling. All hard- 
ware is heavily chrome plated. Ex- 
terior is finished in baked enamel. 
high, 41” 
wide, and 26” deep. Also available 
is 16-tray remote ice cuber with 
114 bushels storage capacity. 


Dimensions are 391,” 
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Automatic Torch 

Product: “Insta-Lite” no pump- 
no prime torch. 

Manufacturer: Pressure Can 
Corp., Edgerton, Wis. 


Features: Torch burns a blue- 
hot, pencil-point flame in any posi- 
tion, even upside down, Exclusive 
quick-connector permits changing 
throw-away fuel cartridges quickly. 
Fuel is self-pressurizing, no pump- 
ing or priming is necessary. Car- 
tridge is small enough to fit in the 
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hand, entire torch weighs only 
slightly more than 1 lb. Fuel is a 
mixture of 2 hydrocarbons which 
boil at about 35 F. At temperatures 
above 35 F the fuel builds up a 
pressure inside the cartridge. At 
temperatures below 35 F the self- 
pressurizing results may be ob- 
tained by holding the torch in the 
hand for a few seconds. Torch will 
burn at a temperature of over 2000 
F for about six hours. 
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Appliance Trucks 

Product: Model M2ST magne- 
sium appliance truck. 

Manufacturer: Stevens Ap- 
pliance Truck Co., Augusta, Ga. 

Features: Addition to Escort 
line of trucks, this unit has roller 
bearing crawler tread and patented 
strap tightener. Magnesium trucks 
are one-third lighter than steel; 


f 


one-sixth lighter than aluminum. 
Crawler tread enables operator to 
move appliances up and down 
stairs and over obstructions with- 
out lifting. Front of trucks are 
felt padded. Stronger than steel or 
aluminum, truck has 14-ton capac- 
ity. 
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Test Chamber 

Product: Model A-30-40FH test 
chamber. 

Manufacturer: Webber Mfg. 
Co., Inc., Indianapolis, Ind. 

Features: Designed for large 
capacity testing at high and low 
temperatures, unit has a 30-cu.ft. 
capacity. Visible type controller, 
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patented heat exchangers and multi- 
paned visual port and apertures for 
connections to inner chamber are 
included in the unit. Test chamber 
is of stainless steel construction 
with glass fiber insulation. Tempera- 
ture range is to -40 F on the re- 
frigeration cycle and to 200 F on 
the heat cycle. Other Webber units 


are available with temperature 
range for the refrigeration cycle to 
-200 F. Webber offers a complete 
line of atmospheric chambers with 
high and low temperatures, humid- 
ity and vacuum. 


Circle No. 178 on Reader Service Card 


Instrument Valve 

Product: “Hancock” stainless 
steel instrument valve. 

Manufacturer: Manning, Max- 
well & Moore, Inc., Watertown, 
Mess. 

Features: Specially designed 
and engineered for such services as 


instrument panels and lines, gauge, 
by-pass and corrosive lines, the 6000 
psi instrument valve weighs only 
214, lbs. Space-saving compactness 
permits close alignment of piping 
with near structures. Packing gland 
can be readily pulled tight in close 
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Circle No. 79 on Reader Service Card 
quarters and disassembly presents 
no problems. Use of stainless steel 
gives maximum corrosion protec- 
tion. Valves are available in 14, 
34, and 14” sizes. 
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Indicator-Distributor 


Product: Combination liquid T ¥ M B t ee AT U k ' 


indicator-distributor. 
Manufacturer: Remco, Inc., RECORDING eee 


Zelienople, Pa. Newly designed, Model’’1000” 
Features: Liquid indicator re- Auto-Lite Recorder gives per- 
manent proof of temperature 
a behavior. @ 6” clear reading 
run-in time. Slight undercharges of chart; various standard ranges 
igers adilv . , from minus 40°F.to plus 550°F. 
refrigerant are readily detected by ° ves 
i , , e 3 standard types; choice of 
24-hr. or 7-day cycle. @ Elec- 
tric or mechanical chart drive. 
e@ With capillary tubing for 
remote reading. Priced from 
$49.50. 
Send for new catalog describ- 
ing many styles of Auto-Lite Model “1000” 
temperature Recorders and In- , 
dicators. 


duces production costs by reducing 


the presence of bubbles in the THE ELECTRIC AUTO-LITE COMPANY 


liquid indicator. This is specially INSTRUMENT AND GAUGE DIVISION 

important in air conditioning sys- mew Yoak « Taatades’s chai. ONTARIO 
tems where a “frost line” does not 
exist. Both the liquid line and dis- 
tributor connection are swivel or 
union type. Liquid line and cap 
tube or tubes may be soldered (soft 
or silver) to their respective con- 


nections while completely removed "4 1 T 1. # Y 
from the hermetically sealed body e 
and glass assembly. They are later Replacement Units 
attached to the body assembly with S a A iE 
large hex union nuts, Available 
with both SAE flare or swivel swea‘ il 
; oe The original replacement 
connections in either brass or elec- ; : : 
tro zine plated. units—performance-proved in many thousands of instal- 
Siecii Hie, Hie oe clin Maine Ge lations during almost a quarter century. Available in a 
wide range of sizes for Commercial, Semi- Commercial, 
Air Conditioning and Household Refrigerator Com- 


Rqulement Stand pressors of well-known makes. 


Product: Refrigerated equip- EASY TO 
ment stand. A mechanical INSTALL 


Manufacturer: Dunhill Soda ALL THE {7 ~~ EFFICIENT 
Fountain Corp., Brooklyn, N.Y. LEADING >y T-T am iN OPERATION 
Features: Constructed of 16- JOBBERS 
gage zinc-coated steel and insulated °o TA VW ECONOMICAL 
with pure vegetable corkboard. > > 
Sides and bottom reinforced with EAL 
steel structural members and front — 
facing is stainless steel. Interior and 
exterior back, ends and bottom 


it ee Ba 
panels are sprayed with thick coat- Ma rh hae 


ing of synthetic aluminum. Cork- 
board is 2” thick throughout, is 
sealed with asphalt cement. Storage 


compartment lined with stainless CHICAGO 14, ILLINOIS, U.S.A. 


° . CANADIAN AGENT: 2025 ADDINGTON AVENUE, MONTREAL 28, QUEBEC, CANADA 
steel. Joints are electrically welded 


2020 NORTH LARRABEE STREET 
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and soldered for water-tight seal. 
Indented and pitched to a 1” brass 
drain. One-blower type refrigera- 
tion coil. Automatic lights operate 
with movement of the door. Duct 
system is entirely concealed, is 
brought to a single connection for 
simple installation. Filters behind 
louvers are easily removed for 
cleaning. Refrigerated drawers 


7s 


mounted on roller-bearing slides. 
Available in 3 lengths from 4’ 10” 
to 7’ 10” and 2 depths, 24 and 31”. 
Working height is 36”, overall 
height ia 72”. 
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Temperature Indicators 
Product: “Climate-Survey” tem- 
perature indicators. 
Manufacturer: Beckman & 
Whitley, Inc., San Carlos, Calif. 
Features: Available in three 
models: No. 196, six overlapping 
ranges from —70 to 60 F; No. 197, 


six overlapping ranges from 10 to 
140 F; and No. 198, with a single 
range from 60 to 90 F. Battery 
operated for portability, provides 
500 hours of continuous operation 
with a complement of batteries. 
Sensing units, consisting of thermis- 
tor pairs in parallel, are hand cali- 
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brated. Standardized replacement 
service is available. Thermistors 
are selected for stability to realize 
negligible instrument drift. Units 
are provided with 2 input recep- 
tacles and a selector switch so that 
reference-temperature or wet and 
dry-bulb readings can be made. 
Sensing elements can be located 
800’ from the instrument with stand- 
ardized calibration, or up to 8000’ 
with specialized calibration. Direct 
reading accuracy is plus or minus 
0.5° F through all ranges. Weigh- 
ing about 5 lbs., the unit is housed 
in a wooden box with a carrying 


handle. 
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Packaged Restaurant 

Product: Bain-Marie combina- 
tion sandwich unit, refrigerator, 
beverage cooler and chilled water 
dispenser. 


Manufacturer: Howard Re- 
frigerator Co., Inc., Philadelphia, 
Pa. 

Features: All components pack- 
aged in a self-contained stainless 
steel unit measuring 60x 2514x 
12”. Unit is ready to plug in, needs 
only drain for installation. Refrig- 
erated storage space has push-back 
cover and 8 refrigerator trays for 
salads and cold cuts, bread and 
dressings. A 4 cu. ft. refrigerator 
compartment, push-back chrome 
water dispenser and a glass chiller 
are additional features. Unit is 
powered by a hermetically sealed 
Tecumseh unit which pulls out for 
easy servicing. Refrigerated bever- 
age cooler holds 10 cases of 12-oz. 
bottles. Two electrical outlets are 
provided along with space for 
toaster, grille, etc. Hard maple 
carving and sandwich board. 
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CRAWL SPACE... 
Continued from page 83 


The system is controlled by a 
single Minneapolis-Honeywell 
Chronatherm and a summer-winter 
switch. On cooling the switch con- 
trols the compressor, and on heat- 
ing, the hot water circulator. The 
total heat gain was determined to 
be 18,025 Btu/hr., plus the de- 
humidification factor of 5430, giv- 
ing a total cooling load of 23,455 
Btu. 

To properly insulate the crawl 
space and seal it against air loss, 
the perimeter is insulated just be- 
hind the stucco underpinning, first 
with 14” gyplap from ground to 
sill height, and inside the gyplap 
346” Celotex being used for rigid 
insulation from ground to sill. The 
fill was placed under the house, 
tamped and leveled, after the sills 
were laid, but before placing the 
floor joists on the sills. 

Before laying the floor joists 
vaporseal was placed on the ground 
rolled up the underpinning to the 
sills, This vaporseal was a mem- 
brane of 3-plys of asphalt, saturated 
felt hot mopped, and lapped in the 
same manner as vaporseal under- 
neath a slab foundation. It was hot 
mopped onto the sills and interior 
piers in order to insure its being 
moisture and airtight. 

After laying the floor joists, the 
flooring was placed in the conven- 
tional manner. Interior walls were 
14,” sheetrock throughout the house 
with insulation of 2-ply Alfol in 
exterior walls and 4-ply Alfol in 
the ceiling. 

Builder was the First Austin In- 
vestment Co., with installation be- 
ing done by the Jay Matthews Co., 
supervised by the Luedecke Engi- 
neering Co., the local Drayer- 
Hanson sales representative. 


OPENS ALABAMA OFFICE 

The Automatic Control and Uni- 
Flo Div. of Barber-Colman Co. has 
opened a new branch office to serve 
the Birmingham, Ala. territory. Lo- 
cated at 2807 Central Ave. in 
Birmingham, this branch office is 
under the management of Stanley 
Simpson. 
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AIR CLEANERS ... 
Continued from page 87 


primary transformer circuit. These 
are usually equipped with time de- 
lay devices which delay opening of 
doors until the capacitors have 
time to discharge through the 
resistors. 

An extra precaution is to momen- 
tarily ground the ionizer wire, plate 
or capacitor through a piece of 
high voltage cable. 

The only parts of the power pack 
requiring periodic replacement are 
the rectifier tubes. A window in the 
power pack cabinet allows the tubes 
to be observed. A burned out fila- 
ment will be suspected when a tube 
does not glow. Weak tubes will be 
indicated by lower than normal 
milliameter reading. 

Various taps in the transformer 
winding permit connecting for 
maximum efficiency with different 
line voltages or sizes of cleaners. 
The plate and ionizer voltages are 
important, since low voltage de- 
creases efficiency and excessive 


voltage may cause short circuits. 
Special instruments are needed to 
check these voltages and extreme 
care exercised to avoid shock. 

Electronic precipitators are made 
in sizes from about 1,000 cfm ca- 
pacity for a room or small home to 
large enough to thoroughly clean 
all the air circulated through a 
large building. 

The smaller sizes are factory as- 
sembled, including self-contained 
power pack and high voltage wir- 
ing. All the installation necéssary 
is connection to the duct system, the 
115-volt wiring to the power pack, 
wash water and sewer connections. 

Larger sizes are engineered into 
the building structure, the required 
number of cells being placed in a 
framework furnished by the manu- 
facturer but erected on the job. 

Precipitation will, in many loca- 
tions, go a long way toward paying 
for all year air conditioning through 
savings effected in reduced soilage 
of merchandise, less frequent re- 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


"All in one" 
REPLACEMENT KIT 


A Redmond low-cost general purpose 


package that has everything you 


need to replace worn-out motors, 


fans and brackets for refrigeration 


condensers, ventilators and humidifiers: 


) For Fans up to 10” at 1550 R.P.M. 


adjusts vertically 2342” 
adjusts horizontally 2“ 
Here’s the best way to save time 
and money on your replacement 


jobs. Redmond units are quickly 


adjusted. Your nearest wholesaler 


will be glad to supply details; or 
write direct for additional in- 


formation. 


/ > COMPANY —__ 
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REDMOND DISTRIBUTORS, INC. city 
850 Broad Street, Newark 2, N. J. 
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decorating, practically no washing 
of walls or ceilings, and less porter 
service and time spent by others in 
cleaning. One department store 
management company reported sav- 
ings of more than $16,000 in one 
year on these items compared to a 
similar store with mechanical filters. 


YORK NAMES OUTLET 
FOR CHATTANOOGA AREA 

Chattanooga Mechanical Con- 
tractors, Inc., Chattanooga, Tenn., 
has been named distributor for 
York Corp. in the Chattanooga area. 

The York franchise, which covers 
an approximate 75-mile radius, pro- 
vides for the wholesaling of room 
air conditioners by the Chattanooga 
firm and sales of residential air 
conditioning, commercial air con- 
ditioning, commercial refrigeration, 
and automatic ice service equip- 
ment. 

The new distributor will also 
offer York certified maintenance 
contracts which provide for regular 
scheduled servicing of the com- 
pany’s products. 


REDMOND DISTRIBUTORS, INC. 
850 Broad Street, Dept. C, Newark 2, N. J. 


Send Replacement Kit details to; 





"You mean that stops the 


Nothing can be more annoying 
than constantly dripping suction 
lines, hot and cold water pipes, 
valves and fittings. Nothing can 
solve that problem quicker than 
Presstite Insulation Tape. It 
stops the drip, once and for all. 

Presstite Tape contains 40 per- 
cent virgin cork. It adheres to 
any dry surface and is so easy to 
apply. You can build the wrap- 
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pings up to any thickness you 
want, and the joints will be self- 
sealing. No cements or other 
wrappings are ever needed. Press- 
tite Tape does not harden or 
become brittle. The convenient 
package contains a 30 ft. roll of 
tape 2’ wide x 14” thick. 

Get Presstite Insulation Tape 
from your favorite wholesaler. 


Or write Refrigeration Division, 
Circle No. 82 on Reader Service Card 
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VIRGINIA SMELTING COMPANY, 
Department 64, West Nor- 
folk, Va. 


ESOTOO © KINETIC CHEMICAL’S “FREON” REFRIGERANTS 
V-METH-L © CAN-O-GAS © PERMAGUM © PRESSTITE TAPE 
SOLVEX PRODUCTS © SUNISO REFRIGERATION OILS 


Available in Canada and many other countries 
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Air CONDITIONING 
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by Arthur H. Farr 


oo are invited to submit their problems to this department. Each letter of 
inquiry will be answered personally by the author. All problems should be 
clearly and completely stated and addressed to: COMMERCIAL REFRIGERATION 
AND AIR CONDITIONING, Manual Dept., 1240 Ontario St.. Cleveland 13, Ohio. 


Experimental Home Features Combination of 
Furred Down Ceiling Plenum With Ductwork 


living laboratory for the develop- 

ment of residential air condi- 
tioning was placed in operation when 
the Austin Research Village was 
opened last June in Austin, Tex. 

This village—the only one of its 
kind in the world—was made possi- 
ble through the joint efforts of the 
air conditioning industry and_ the 
Austin Home Builders Association, 
under the guidance of Ned Cole, 
prominent Austin architect. 

The Village consists of 22 attrac- 
tive Texas-style homes, each one dif- 
ferent in design and each house com- 
pletely air conditioned by one of the 
22 air conditioning manufacturers 
sponsoring the project. Many dif- 
ferent types of glazing, insulation, and 
construction materials were used in 
these homes to provide answers in 
the future on the construction of 
homes for year-round air condition- 
ing. 

There are as many different types 
of cooling systems represented as 
there are air conditioning manufac- 
turers lending support to the project. 
Consequently, all types of air dis- 
tribution systems were used. One air 
distribution system with some very 
interesting features was found in the 
Typhoon home built by Shirley White, 
president of the Austin Home Builders 
Association. 

The accompanying illustration in- 
dicates the plan of this home, with 
a schematic layout of the air distribu- 
tion system. The combination heating 
and cooling unit was located in a 
small closet at the end of the hall 
connecting the two bedrooms, two 
baths and the den. This made it pos- 
sible to use a furred down ceiling 
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plenum to distribute air to rooms ad- 
jacent to the hallway. 


In the past, furred ceiling distribu- 
tion was limited to homes where all 
rooms were adjacent to a common 
hall. In this new method, however, 
the furred down ceiling became a 
common plenum, and all grilles were 
equipped with balancing dampers to 
enable the installer to make final ad- 
justments to the quantity of air being 
delivered to each room. 


In the Typhoon home, as indicated 
in the illustration, three of the rooms 
to be air conditioned were not ad- 


jacent to the hallway, and thus could 
not be serviced by the furred ceiling 
duct supplying the other rooms. 

To overcome this obstacle a 10” 
insulated round pipe was run through 
the attic to the living room, and a 9” 
insulated round pipe was run through 
the attic to a point where it was split 
into two 6” pipes leading to the 
kitchen and to the dinette. 

Where the two trunk ducts con- 
nected into the furred ceiling duct, 
two 90° elbows on the end of each 
pipe were used. The first elbow 
dropped down into the top of the 
furred ceiling duct and the second 
elbow was faced directly into the air 
stream. 

The elbows acting as air scoops 
were located in the ceiling duct at 
a right angle turn of the air flow. 
The natural tendency of air to pile 
up at a square elbow, plus the use 
of the 90° elbow air scoops are the 
tricks that make this type of system 
work. 

The round ducts terminate in the 
rooms with ceiling air diffusers 
equipped with balancing dampers. 
This again makes it possible for the 
installer to balance air quantities after 
the system has been turned on. 

Another important consideration 
when using a furred down ceiling as 
a duct to convey air is to be sure that 
the entire length of the extended 
plenum is lined with a smooth sur- 
face material such as masonite to 
reduce friction and insure air flow to 
the extreme end of the plenum. 

The air conditioning system at the 
Typhoon home was turned on the 
evening before the official opening 


USE OF DUCTS in conjunction with a hallway plenum is the interesting experiment now 
under way in one of the homes in the Austin Research Village at Austin, Tex. 
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NEW ES 


CONNECTION 


‘J+4-% | 


* FLARE CONNECTION + SWEAT CONNECTION — ‘2 INVENTORY 


This NEW Revolutionary connection cuts inventory in half and eliminates 
bothersome controls in ordering. The T-S CONNECTION is designed to 


permit convenient installation whether for flare or solder connections. 


MAGNI-CHEK CAN BE INSTALLED 


IN ANY POSITION WITHOUT 
AFFECTING PERFORMANCE! 


NOW AVAILABLE for the FIRST TIME with THESE 
REVOLUTIONARY NEW T-S CONNEC TIONS .... 


THE NEW T-S CONNECTION 


Provides the RIGHT accessory at 
the RIGHT time! When making 
an installation with a flare con- 
nection, the insert (as shown in 
diagram) is left in place and used 
as a male flare connection. If a 
sweat or solder connection is de- 
sired simply REMOVE INSERT (as 
in photograph) and use as a stand- 
ard solder connection. NO NEW 


additional tools cre necessary! 


MAGNI-CHEC 


THE MAGNETIC CHECK VALVE 


e NO SPRINGS 


Magni-Chek is a non-electric, magneti- 
cally operated check valve, so finely 
calibrated that a fraction of an ounce 
of pressure will open the passage, per- 
mitting a smooth flow without the usual 


pressure drop. 


A floating disc is controlled solely by a 
specially designed, lifetime, Alnico Mag- 
net. Placed in such a manner that it will 
draw the disc to a closed position when 


the pressure balances. 


Pat £2, 646, 071 
additional patents 
pending. 


e NO BACK PRESSURE 


The absence of springs in the Magni-Chek 
eliminates the undesirable back pressure 
created by the spring loaded type of 
valve. Install the heavier constructed 
Magni-Chek valve on your next job for 
utmost efficiency and long life. 


Manufacturing rights for New T-S 
Connections Available. Write for 
particulars. 


Wagner Tool & Supply Corp., 


@EPRICER ATION Paatst ue FOOLS 


40-08 22nd ST.,L. I. City, N.Y 
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and the thermostat set at a below- 
normal setting in anticipation of the 
heavy traffic through the house the 
following day. 

The next morning a uniform tem- 
perature of 68 F was maintained 
throughout the house. The outside 
temperature rose to a peak of 102 F 
during the afternoon, and even with 
the unusually heavy traffic through 
doors the inside temperature never 
went above 77 F. 


10 STEPS... 
Continued from Page 39 


gence, experience, knowledge of the 
problem, and physical condition. 

5, Make a forecast of the man’s 
future with your company, on the 
basis of his past behavior. “You 
can project what a man will do in 
the future, because all of us are 
creatures of habit.” 

6, Determine what motivates the 
man. “The thing that makes Sammy 
run in one instance won’t make 
Sammy run in another. One man 
may do a good job because of his 
desire to make money, another, sim- 
ply because he wants to produce a 
greater volume than any other sales- 
man.” 

7, Look out for “red flags” that 
should warn you of an applicant’s 
undesirability. These include such 
things as emotional immaturity, dis- 
regard for consequences, lack of 
self-discipline, selfishness, and lack 
of ambition. Balance the man’s bad 
points against the good ones. 

8. lf possible, visit the man’s 
family. “We don’t hire a wife di- 
rectly — indirectly, we think she’s 
part of the team.” 

9, Check the man’s credit rating 
carefully. 

10, Give the applicant an aptitude 
test, and check the results against 
your own opinion. 


NEW HEADQUARTERS FOR 
SERVEL INTERNATIONAL 

The International Division of 
Servel, Inc., has moved to new and 
larger quarters at 19 Rector Street 
in downtown New York. Arnold F. 
Scharer, Servel vice president in 
charge of international operations, 
said the office now is working with 
distributors in more than 135 
countries. 
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OPPORTUNITIES 


(Classified Advertising) 


Rates: for ‘Positions Wanted, $6.50 minimum, 
limit 25 words. For all other classifications, 
$8.00 minimum for 25 words or under, each 
additional word 20¢. Boldface type or ail 
capitals, $10.00 minimum for 25 words or under, 
each additional word 25¢. 


POSITIONS AVAILABLE 


Would like to interview personally or dis- 
cuss in letter, year-round ‘position for Air 
Conditioning mechanic on Freon 12 and 
22, preferably not over 40 years old, with 
a background of both theory and practical 
knowledge. FORREST SHOEMAKER 
AIR CONDITIONING CO., 1136 S. 
Peoria, Tulsa, Oklahoma. 


BUSINESS OPPORTUNITIES 


Established Commercial Refrigeration & 
Air Conditioning Sales-Service business 
and building for sale in prosperous mid- 
west city of over 70,000. Good reputation, 
modern well-equipped shop. Ideal for 
partners—one with service experience and 
the other with sales. Price under $50,000 
including large building. Inquire Box 
9154, COMMERCIAL REFRIGERATION 
& AIR CONDITIONING. 


Wholesale sealed unit rebuilding business 
for sale. Completely equipped to rebuild 


Ve ae AS 
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Faster- 
Freeze 
Finned 


Cube Makers 
The PEERLESS Finned Faster-Freeze 


Cube Maker provides both refriger- 
ation and rapid ice-cube manufacture 
from a single, balance, compact unit. 
Its fin coils are standard PEERLESS 
coils with nonsoldered return bends 
...the ice-cube maker is standard 
PEERLESS all-aluminum 
tion. 


construc- 
Easy installation and trouble- 
free operation are outstanding fea- 
tures; these Finned Cube Makers are 
available with either copper or alumi- 
num tubing, permitting choice of re- 
frigerants. Plain type cube makers also 
available. Sizes, capacities for all re- 
quirements. Designed to meet govern- 
ment specifications. Write for details. 


CACC Ma cTe 


1501 No. Magnolia Avenue 


Chicago 22, lilinois, U.S.A 
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all makes of sealed units. Factory au- 
thorized franchises. Hermetic Refrigera- 
tion Company, 1310 South Central Ave- 
nue, Phoenix, Arizona. 


COMMERCIAL REFRIGERATION DIS- 
TRIBUTOR, best franchises, fine ac- 
counts, large sales volume, 50% mark- 
up; Ohio; 2 buildings, modern 6-room 
house, priced right. APPLE CO., 1836 
Euclid, Cleveland, Ohio. 


Refrigeration-Air Conditioning Sales-Serv- 
ice. Statewide following. Complete lines. 
Lowest overhead. Home and _ business 
combined. Health-Army-Mining Center. 
Investigate. Box 728, Albuquerque, N. M. 


USED EQUIPMENT 


Used Equipment: Compressors 14 to 114 
H.P., $40.00 to $175.00; One 8 x 8 Frick 
with motor; One 10 x 10 Frick with 
synchronous motor and starting panel; 
soda fountains; salad units: food cases; 
and carbonators. Inquire Mr. Morgan, 
Isaly’s, Inc., 2800 North High St., Co- 
lumbus, Ohio. LAwndale 1144. 


USAIRCO APPOINTS F & D 

F & D Distributors, Inc., Salt 
Lake City, Utah, has been named a 
distributor by United States Air 
Conditioning Corp. for its packaged 
air conditioners, self-contained cen- 


Handy Tube Bender 


Smoothly Bends ANY 
Pipe or Tubing 


Yo’ to 1%0 “0.0. 


@ just a twist of the wrist 
assures perfect, even bends 
. tight-angle, any angle, 
U and offset— every time. 
Eliminate need for els. No 
more guesses — no 
kinks! Save enough 
time, labor and money 
on ONE Job to pay for 
your Handy Bender. 


See your supply 

house —or write 

for free folder 
today. 


HOLSCLAW BROS., INC. 


430 N. WILLOW ROAD — EVANSVILLE, IND. 
MELEE CEO ELON EL EAA END 
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tra: station air conditioning plants 
and self-contained water chillers. 

F & D, which is headed by M. L. 
Frank, president, will merchandise 
the Usairco products in Utah, 
Idaho, Wyoming, and Montana. 


ENGLISH FIRM TO MAKE 
MILLS VENDING MACHINES 


The beginning of production and 
distribution of the entire range of 
Mills coin operated bottle vendors, 
cup vendors and package vendors 
in manufacturing plants in England 
has been announced by A. FE. Tre- 
ganza, president of Mills Industries, 
Inc., and Julius Trup, managing di- 
rector of Coolers & Vendors Ltd., 
London, England. 

This follows the license agree- 
ment signed by Treganza and Trup 
last October. Distribution will be 
handled in conjunction with Frigid- 
aire Div., General Motors Corp. in 
both England and the other over- 
seas areas allocated to Trup in the 
Mills-Trup agreement. Sales and 
complete maintenance service is be- 
ing combined in all distributorships. 


Your Customers’ 
Best Buy... 


ene , FZ 


PRODUCTS 


COOLER CORPORATION 
2953 Easton Ave St. Louis 6, Mo 
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A 


Acme Industries, Inc. 14 
Airtemp Div., Chrysler Corp. 57 
Alco Valve Co. I 
Allen-Bradley Co. 59 
Allin Mfg. Co. 48 
American Brass Co. 19 
American Motors Corp. 

Kelvinator Div. 99 
Ansul Chemical Co. 7 
Anthony Co. 64 
A-P Controls Corp. Cover 3 


Arrow, Hart & Hegeman 
Electric Co. 29 


Baltimore Aircoil Co., Inc. 
Barber-Colman Co. 


Bevco Co. 


c 


Carbonic Dispenser, Inc. 
Carrier Corp. 

Century Electric Co. ... 
Chase Brass & Copper Co. .. 
Commercial Credit Corp. 
Copeland Refrigeration 


Corp. Cover 2 


Detroit Controls Corp. 
Dole Refrigerating Co. 
Dow Chemical Co. 


Drayer-Hanson, Inc. 


E. |. Du Pont de Nemours & Co., 
Kinetic Chemicals Div. 

Eastern Industries, Inc. 

Electric Auto-Lite Co. 


Electro Dynamics Div. 
General Dynamics Corp. 


Frick Co. 
Friez Instrument Div., 
Bendix Aviation Corp. 


G 


General Chemical Div., 


Allied Chemical & Dye Corp. ..12, 13 
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INDEX TO ADVERTISERS 


General Tire & Rubber Co. 


Halstead & Mitchell 
Handy & Harman . 
Highside Chemicals Co. 
S. A. Hirsh Mfg. Co. 
Holsclaw Bros., Inc. 


Ideal Cooler Corp. 
Imperial Brass Mfg. Co. 
lrolite Finishing Co. 


J 


Jackes-Evans Mfg. Co. 
Jamison Cold Storage Door Co. 


Jarrow Products 


Karyall Body, Inc. 68 
Kelvinator Div. 

American Motors Corp. a a 
Kinetic Chemicals Div., 

E. |. Du Pont de Nemours & Co., Inc. 28 
Koch Supplies ae ; cones 
Kold-Hold Div., Tranter Mfg., inc. 8 
Kramer Trenton Co. 63 


Larkin Coils, Inc. 74 
Lehigh Mfg. Co. 67 
Linde Air Products Co., Unit of 

Union Carbide & Carbon Corp. 70, 102 


M 


Maid-O-Mist, Inc. 

Jas. P. Marsh Corp. 

McCabe-Powers Auto Body Co. 

Mcintire Co. 

Minneapolis-Honeywell 
Regulator Co. 

Morrison Steel Products, Inc. 

J. W. Mortell Co. 

Mueller Brass Co. . 


Packless Metal Hose, Inc. 
Paragon Electric Co. 
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Patterson-Kelley Co., Inc. 
Peerless of America, Inc. . 
Peerless Pump Div., 
Food Machinery & Chemical Corp. 
Penn Controls, Inc. 
Perfection Stove Co. 
Pinnacle Equipment Corp. 
Pyramid Instrument Co. 


Radio Corporation of America 
Ranco, Inc. 

Reading Tube Corp. 

Redmond Distributors, Inc. 
Revere Copper & Brass, Inc. 
Rotary Seal Co. 


Sherer-Gillett Co. 
Sporlan Valve Co. 
Superior Valve & Fittings Co. 


T 


Taco Heaters, Inc. 
Tecumseh Products Co. 
Temprite Products Corp. 


Tenney Engineering, Inc. 


Uniflow Mfg. Co. 

Union Carbide & Carbon Corp., 
Linde Air Products Co. . 

United Cork Cos. 

United States Radiator Corp. 


v 


Viking Copper Tube Co. 
Virginia Smelting Co. 


w 


Wagner Electric Co. 
Wagner Tool & Supply Co. . 


Y 


York Corp. 
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Available with 
solder or flare 
type connections 


OUR THANKS to thousands of 


Servicemen who tried New Trap-Dri — as 
a result of our special introductory offer — 
and who found these plus features assured 
trouble-free service. 


REMOVES MORE MOISTURE — PA 400 adsorbs 
water and acid physically instead of chemically. 
Tests prove complete moisture adsorption at tem- 
peratures as high as 160° F. Prevents freeze-ups, 
corrosion and copper plating. 


EXCLUSIVE DEPTH FILTRATION — desiccant or 
dirt cannot get through because filter element is 
located at outlet end. Trap-dri has more filtering 
surface than any other drier on the market. 


NO APPRECIABLE PRESSURE DROP — less than 
1 Ib. at all times. 


WORKS ANYWHERE — under any condition. Trap- 
Dri shell and fittings will withstand over 2000 Ibs. 
pressure 


HERMETICALLY ‘FACTORY - SEALED’ AGAINST 
MOISTURE. 


Exclusive money-saver for you 
“TWIN” TRAP -DRI 


Two Trap-Dries tactory-connected in par- 
allel operate as a single unit. Provide 
same capacity as much larger units, 
eliminating heavy castings, larger fittings and 
bulky, hard-to-assemble units, and saves you money. 


plus complete moisture adsorption 


makes TRAP-DRI your BEST BUY 


em corrosive acids (and moisture at the 
same time) and you end a major source of refrig- 
eration trouble! Never before has such positive pro- 
tection against corrosive acids in refrigeration systems 
been available! Water and acid are adsorbed physic rally 

no release of any substance to refrigerant circuit. 
With amazing PA 100 silica gel, Trap-Dri adds years 
of profitable trouble-free performance . . . greater 
guarantee of safety to any refrigeration installation. 


HERE’S PROOF! 


treatment with treatment with 


Acid level ppm 234 


(ppm - Parts per million) 


Removes and prevents formation of acids 
that corrode iron, copper, brass, aluminum — 
A very severe test by a national organization proves 
conclusively that acid was completely removed, thus 


assuring 100% protection against troublesome cor- 
rosive action. 


IF YOU MAKE, INSTALL OR SERVICE REFRIGERATION SYSTEMS 
— A-P TRAP-DRI IS THE BEST PROTECTION MONEY CAN BUY! 
Order from your jobber NOW. 


For Air © Liquids © Gases © Refrigerants 


A-P CONTROLS CORPORATION 


2486 N. 32nd Street, Milwaukee 45, Wisconsin 
In Conte: A-P Controls Corp., Ltd., Cooksville, Ontario 


For Export: 13 E. 40th St., New York, N. Y., U.S.A. 
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Franchise Circulation GETS A NEW PARTNER: 
thon Fuol# 


Now for the first time, the WHOLE story of a magazine for Advertisers 


Franchise Circulation 


The problem confronting every advertiser is 
to have his sales message read by the people upon 
whom his salesmen is calling. To attain that is 
the perfect integration of advertising to sales. In- 
dustrial advertising does a much more effective 
job backing up salesmen than it does to generate 
its own direct sales. 

The Industrial Publishing Group has developed 
since 1932 what is probably the most effective 
means for reaching a sales market that has been 
devised in industrial advertising. 

Wholesale distributors in the fields served by 
The Industrial Publishing Group’s magazines, 
subscribe to the magazines for their best custom- 
ers and prospective customers. They pay monthly 
for each subscription, and the people for whom 
they subscribe are the active buyers called on 
daily by their own salesmen. The lists are cor- 
rected monthly, assuring that the circulation re- 
mains sensitive to the personnel turnover in bus- 
iness and industry. 


How do you know we 


reach the «ight man for you? 


‘through ACTION AUDIT. This is the meas- 
uring stick which analyzes and particularizes the 
quantity and the QUALITY of the readers of your 
and your competitor’s advertisements. No other 
method for such determination has heretofore 
been devised. 


What is Action Audit? 


The Industrial Publishing Group asked advertis- 
ing buyers across the country what they needed 
to know in choosing publications. 

All of the answers fell generally into the 
groups of “Who reads it?”, “How does it reach 
him?”, “What is the degree of the readers’ in- 
terest?” and “How can the buyer certainly know 
these things?” 

The editorial content of a book is tangible; 


quantitative circulation measurement has become 


almost standard practice; surveying has reached 
higher levels of value to the advertising practi- 
tioner. But there are still areas which need 
greater light. 


“Action Audit” is the means of ascertaining 
and disclosing to the buyer, what happens when 
a magazine goes to the right man, in the right 
place, at the right time. 


' 
The beginning of a measurement 


The Industrial Publishing Group’s magazines 
solicit inquiries for the advertiser by means 
of a card which the reader may send for further 
information or action. They are sales leads but 
they are much more. THEY ARE AN INDEX 
OF WHO IS READING; OF WHAT HE IS 
READING. 


Why is Action Audit 


useful to an advertiser? 


Publishers’ presentations have historically been 
a “putting-of-the-best-foot-forward”. A dozen 
points about a book have been taken out of con- 
text and placed in a favorable light before poten- 
tial buyers. An advertising buyer about to make 
a decision has had a hodge-podge of claims and 
accusations upon which to form a judgement .. . 
with a suspicion that he also had missing parts. 

Action Audit is a presentation by a publisher ot 
the TOTAL STORY OF HIS BOOK, without 
deletion or expansion of fact The advertising 
buyer sees the magazine exposed in all its naked- 
ness and is able to make a fair estimate, with 
which he feels secure. He can defend his choice in 
his own mind and to other people. That is why 
Action Audit is essentially useful, because it is 
the WHOLE story. 


4C TION AQP 
Gives you FACT about reader traffic. 
Demonstrates the news value of business 
paper advertising. 
Takes circulation and market out of statistics 
and shows you PEOPLE ... people in action 
. people interested in what you sell. 


Reflects interest in types of sales appeals. 
Indicates new pools of buyers every month. 
Shows publisher’s sensitivity to reader 
interest and purchasing power. 

High-lights need for rapid, efficient inquiry 
handling for sales effectiveness. 


COMMERCIAL REFRIGERATION 
& AIR CONDITIONING 


1240 ONTARIO STREET 


CLEVELAND 13, OHIO 





